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GOOD ZONE CONTROL 








a, me 
4‘ WITH A QUIET CIRCULATOR 
¥ 
| y GOOD 
Fr ZONE 
. Watts CONTROL 
No. 1000.Circulator 
AUTOMATIC 
BOILER 
WATER 
PRESSURE 
CONTROL 
epelels) < 
ZONE CONTROL 
COMPLETE ae 
AIR 
ELIMINATION P “7 
& POSITIVE _ ‘ 
FLOW CONTROL — = 
Watts 
oven bo) 1 
Feed Water 


Pressure Regulator 


Watts 
No. 5100 
Air Eliminator 


and Watts No. 2000 





Flow Checks 
epete}s) 
ZONE CONTROL 
DEPENDS ON 
A RELIABLE 
THE ZONE CONTROL FEATURES 7 ice 
WATTS HYDRONIC PRODUCTS RELIEF - 
Many contractors have learned from experience that the most VALVE 
reliable, lowest cost zone control system is a multiple-circulator 
installation. Your customers deserve the benefits, comfort and 
economy of modern zoning. You can satisfy them with a Watts 
hydronic zone control system —and make money, too. ae 
Watts 


No. 174A 34” ASME 
Lawrence, Mass. SELIM EIT: 


GENERAL OFFICES BUILDING 
ATLANTIC COAST LINE RAILROAD 
Overlooking the scenic St. Johns River, 


Jacksonville, Florida 


KEMP, BUNCH & JACKSON 
architects 


VAN WAGENEN & VAN WAGENEN 
mechanical engineers 


DANIEL CONSTRUCTION COMPANY 
general contractor 


HENLEY & BECKWITH, INC. 
plumbing contractor 


ALL STATE PIPE SUPPLY COMPANY, INC. 
plumbing wholesaler 


Performance records of millions of Sloan Flush Valves 
indicate that 
when Coast Line’s building is 50 years old 
its Sloan Flush Valves 
will still provide dependable service. 


Moreover, Sloan Flush Valve maintenance 
costs are likely to be among the lowest in 
the building maintenance budget...(as 
little as 14%¢ per valve per year!) 

Because the Sloan ROYAL is acknowledged 
as the world’s most successful flush valve, 


SLOAN VALVE COMPANY « 4300 WEST LAKE STREET + CHICAGO 24, ILLINOIS 


attempts have been made to imitate some 
of its most important features. But why 
gamble with substitutes when you can 
plan for the life of the building confi- 
dently with Sloan? Specify and insist 
upon performance- proven, time-tested 


Sloan Flush Valves. 


I 


FLUSH VALVES 


Check 003-201 on Reply Card 
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2-WAY RADIO 
adds four jobs per day 


per truck for Hammons 


page 112 


LEGAL PITFALLS 


and how to avoid them in 


running your business 
page 38 


\| 
GLASS FIBER DUCT 


is encased in aluminum 
for commercial jobs 
page 108 


Features 


Special Report on Water Systems pages 57-107 


Outlook ‘62: How to Make More Money 
in Domestic Water Systems Next Year 


Contractors Tell Their Water Systems Sales Secrets 
Water Treatment: Dark Horse Creeping Up Fast—What’s 
Being Done, What Needs to Be Done in Purification 
Plastic Pipe Report 

Tools, Techniques to Help You Cut Job Overhead. .... 


He Added Four Calls Per Day Per Truck with 2-Way Radio... 


‘ 


How to Figure Your Stake in 2-Way Radio 
DE Wins “Pulitzer Prize” of Business Paper Journalism 
Solving the Problem of Sputtering Radiators 
in a Zoned Steam J'eating System 
How to Prove Zoned Heating Doesn’t Cost—It Pays!.............. ] 
Avoid These Legal Pitfalls in Managing Your Business............. 


Departments 


Classified Advertising 
Convention Dates 
Editorial 

Index to Advertisers 


It’s the Law 
Letters to the Editor 


New Products 


News of the Month 


STAFF: 

J.E. Purnell, managing editor and assistant publisher. L.A. Jozsi-Joe, 
feature editor. J.E. Plunkett, manager of editorial services. 

ALL. Wrigley, assistant editor. S.J. Shafer, assistant editor. 

K.A. Archbold, new products editor. A.C. Pronoitis, art director. 

O.S. Johnson, sales manager. E.P. Campbell, director of catalogs. 

J.D. Morrison, sales promotion manager. E.E. Ocker, production manager. 
M.B. Johnston, circulation manager. J. Balma, office manager. J. Untch, 
sales service manager. (Field representatives are listed on page 129.) 
OFFICERS: 

G.L. Milne, president. J.A. Foxworthy, executive vice president and 
general manager. C.L. Staples, vice president. W.M. Carson, secretary. 


Established 1889. Published monthly by Domestic Engineering Co., 1801 Prairie Ave., Chicago 16, IIl., 
U.S.A. Subscription rate $5.00 per year. Current copies 50c each; back copies $1.00 each. Second class 
postage paid at Chicago, Ill., and at additional mailing offices. Copyright 1961 by Domestic Engineering 
Co. The publication's title is registered in the U.S. Patent Office. Vol. 198, No.6. Whole No. 2334. DE 


unconditionally guarantees to refund the unexpired portion of any subscription if our service in any 
way is found unsatisfactory. 
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PRODUCT 


Unexcelled Materials, 
Finishing, 
Reliability 


Since 1880 the construction industry has 
been able to rely on IMICO for a com- 
plete line of malleable and grey iron 
fittings, standard and heavy types, made 
to unexcelled specifications in every de- 
tai]. Highest quality iron, accurate ma- 
chining and uniform finishing are “musts” 
at IMICO. Threads are always clean and 
true, correct angles always maintained, 
internal fragments never a problem, and 
smooth chamfering for easy starting in- 
variable! These are just a few of many 
reasons why you will be glad you used 


IMICO, 








Convenient, Accurate, 
Complete Product 
Identification 


IMICO is the only full line fitting manu- 
facturer now cartoning ALL products in- 
cluding cast iron and drainage up to 2” 
size. Handy as this “extra” has proved 
to be, IMICO goes a step farther and 
gives you added product identification by 
labeling galvanized fittings in red, black 
fittings in black . . . one size and type to 
a carton. IMICO packaging is “‘tops’’ for 
stock keeping and labeling, and saves you 
money by protecting against loss and 
corrosion. 


BS 


Easy to Understand, 
Easy to Use, 
Profitable! 


Current 
IMICO 
Price Schedule 
Available 
From Your 
Distributor! 


For the first time in history, IMICO has 


furnished the industry with a trade price 


schedule anyone can understand, It saves 


days of time in figuring costs and is a 


reliable assurance that you wil] get your 
FULL profit every time, In one sheet: 
simplified pricing . . . full cartoning in- 
formation! It makes ordering a pleasure! 


If unable to contact an IMICO Distributor 
write Illinois Malleable Iron Co. and we will 


advise by return mail the name of the IMICO 


Distributor nearest you. f 


Sold Through Authorized IMICO Distributors Only 


ILLINOIS MALLEABLE IRON COMPANY 


(Division of Appleton Electric Co.) 
1701-59 Wellington Avenue 


Sil ile i 
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Ships its Millionth Automatic Burner 


With government spending in billions, a mere 
one million may be unimpressive. And, ex- 
pressed in dollars it would be. 

But counted in automatic oil burners we 
believe it has special significance for the manu- 
facturers of domestic boilers, furnaces and water 
heaters who combine our burners—under pri- 
vate label—with their equipment. 

Continuous and often exclusive use of ABC 
burners on the part of these manufacturers 
attests excellent engineering on the part of 


ABC’s experienced staff; holding to critical 
tolerances in manufacture; painstaking assem- 
bly; and rigid quality controls through factory 
testing. 

We are proud of our association with America’s 
leading manufacturers of domestic heating 
equipment—and, on the advent of our millionth 
burner—renew our pledge to continue the kind 
of production that assures the minimum of 
service calls and the maximum of trouble-free 
customer satisfaction. 


There is an ABC Burner for every domestic heating need 











OIL BURNERS 





AUTOMATIC BURNER CORPORATION 


1823 CARROLL AVENUE + CHICAGO 12, ILLINOIS 


The world’s largest producer of private brand oil burners selling exclusively to manufacturers of heating equipment 
Check 006-203 on Reply Card 
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When General Filters introduced the first 
step-design, all-wool element fuel oil filter, 
a standard of performance was established 
that has often been imitated. The high- 
grade all-wool element stops moisture which 
other elements won’t do. Solid particles, 
like scale and rust from dirty tanks, are 
trapped in the step-design filter element. 
The wool element is BONDED to the wire- 
mesh core by a patented process to keep 
out small lint particles—assuring clog-free 
nozzles. The steel body is finished inside 
and out with corrosion-proof epoxy for 
lifetime service. The cover and body are 
sealed with a heavy-duty gasket for leak- 
proof operation. You can’t beat Generals! 


TWO SIZES FIT 
ALL HOME PLANTS 


Two models of General fil- 
ters will accommodate all 


FENNY=PINCHING 


home-size installations. For 
especially dirty tanks or 
larger than average plants 
a heavy-duty model is 
available. General also 
manufactures a complete 
line of heavy oil and high 
and low pressure filters for 
industrial applications, 
Write for information. 


Short-changes Profits 


DON’T BE FOOLED! Imitations of General Re- 
placement Cartridges, costing only a few pennies 
less, are causing call-back troubles for contractors. 
They don’t filter out the lint, resulting in clogged 
nozzles. General supplies a new heavy-duty aed 
in every replacement package. 


Cheap imitations use very thin gaskets, invitin 
leaks. Why take chances with customers’ oul 
will—specify genuine Generals on your next order. 


For Reliability Specify Geseeea@@ from Your Jobber 


Moisture-Matic 


HUMIDIFIER 


For Fool-proof Home Comfort 


Controlled moisture at its 
best, for the heated home, 
is built into this General 
Humidifier. Chrome-plated 
valve eliminates all moving 
parts. It is compact, safe, 
and quickly installed. 
Molded phenolic corrosion- 
proof pan. One year guar- 
antee on parts. 


cts 





CLEAN RIGHT 


Soot Remover 


Burns off soot easily and 
quickly in a natural man- 
ner without flash or flare. 
Dust or spray on like 
powder. Harmless to burner 
parts. HELPS CUT FUEL 
BILLS UP TO 25%! Keeps 
furnaces heating like new. 
Sell to owners on every call. 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE ° 


NOVI, MICHIGAN 


IN CANADA; Canadian General Filters, Ltd., 30 Crockford Blvd., Scarborough, Ontario 


Check 007-204 on Reply Card 
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water supply /ines @TAV QUIET when BHOCK ABSORBERS are installed 


Water hammer ean occur without warning on any job! Ite effects 
cannot be minimised, The noise is always diaturbing and the 
pounding ia destructive to pipe connections, valves and gauges! Why 
take chances when you can prevent it easily and economically by 
installing Josam Shock Absorbers’? 


Simple in construction, dependable, positive — they have no springs 
to stick, no diaphragms to wear out, no liquids to replace. When 
Josam Shock Absorbers are installed — water hammer just disappears. 
Josom “Genie Shock Absorber Thousands upon thousands in all types of installations have given 
made of DuPont Delrin™ is speci- lasting proof of performance. The cost is little — the protection, great! 


fically designed for residential use. “ , . " 
y 8 ” For further details, write for Manual SA. 
A wide range of other Josam Shock 


Absorbers are made for commer- 
cial and industrial installations. 


JOSAM MANUFACTURING CO. 
General Offices and Manufacturing Division * Michigan City, Ind. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
West Coast Distributors 
JOSAM PACIFIC CO. 

765 Folsom Street San Francisco 7, Calif. 


JOSAM PRODUCTS ARE SOLD THROUGH PLUMBING SUPPLY WHOLESALERS 
Manufacturers and Representatives in Mexico — HELVEX, S.A., Mexico City 


Check 008-205 on Reply Card 
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The new —Jtfreanliue_ 
WROT DWV fittings 


heat faster, solder easier, 
save time on the job... 


Streamline Wrot DWV Fittings are manufactured 
from seamless copper tubing by the originator of 
the solder-type fitting, They match perfectly with 
Streamline DWV copper tubing to make a modern, 
sanitary drainage plumbing system, They save you 
time and gas because they heat faster and joints 
can be soldered quicker, OWV Wrot Copper Fittings 
cost no more than the cast bronze and are lighter 
and easier to handle, The solder cups are accurately 
machined and drainage lines present a smooth 
interior bore with no shoulders or obstructions to 
cause clogging. Streamline Wrot Copper DWV Fit- 
tings are stocked by better wholesalers everywhere 
in the popular styles shown below. 


Bushings 


ta) 90° Quarter Bends 


Vent Increaser Write today for new 


Couplings STREAMLINE Catalog $-361 


Slip Joint 


Thread Adapter 45° Eighth Bends 


eee. MUELLER BRASS CO. port HURON 4, MICHIGAN 


Check 009-206 on Reply Card 
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‘Best Year’ Predicted for New Construction in ‘62, 
But F. W. Dodge Says Competition Will Be ‘Intense’ 


New York Criry — Construction 
will have its best year in history in 
1962 and will set new highs for the 
17th consecutive year, according to 
the F. W. Dodge Corp., construction 
analyst 

Dodge’s annual outlook statement 
predicts that total construction con- 
tracts in 1962 will amount to nearly 
$40 billion, a gain of 7 percent over 


an estimated $37.3 billion this year. 

Dodge says that residential build- 
ing volume will total $17.5 billion, 
up 10 percent over 1961. 

Despite the glowing promise of 
bigger volume in ’62, “the lush 
years are over,’ Dodge warns. 

“The real growth rate of the con- 
struction industry — whether you 
express it in terms of man-hours of 


Offset Claims of Electric Heat with 
“the Facts,” Hydronics Spokesman Says 


New York Crty—The hydronics 
industry is taking strong steps to 


counteract the claims of electric 
resistance heat in the commercial 
and industrial fields, according to 
Rexford Beals. He’s chairman of 
the Better Heating-Cooling Coun- 
cil’s commercial-industrial division. 

Emphasis in his division’s activi- 
ties is on researching and compil- 
ing facts about electric heat, Beals 
said. “Where proponents of hy- 
dronic heat have been able to pre- 
sent the real facts in competing 
with electric heat for school and 
other jobs, they’ve usually won the 
job, despite current massive pro- 
motions by the electrical industry.” 

Especially valuable, according to 
Beals, is knowing how electric heat 
proponents present their case for 
schools. Their approach usually 
follows this pattern, Beals said: 

1. To reduce electric operating 
costs as far as possible through se- 


lection of a building design with 
low heat loss and heavy insulation. 
2. To claim that the school dis- 
trict “will save so much on first 
cost that it can afford admittedly 
higher operating cost.” 
Comparison between electric and 
hydronic heat should be 
Beals said, with insulation costs 
included for electric heat. And, he 
noted, “operating costs should be 
done with the same method of cal- 
culation for both systems, which is 
not always the case.” The BHC is 
ready to assist in the analysis of 
electric heat proposals 
they come up, Beals said. 


made, 


wherever 


QUIET AS A KITTEN: That’s how 
Josam Manufacturing Co. describes 
this new shock absorber (to which the 
girl is pointing) for hot water lines. 
The product is designed to stop noisy 
water hammer 


labor, bathtubs, or tons of steel—is 
not as great in this decade as it was 
in the late 40’s and early 50's,” 
Dodge says. “Considering that the 
high profit potential of those earlier 
years attracted large amounts of 
additional production capacity into 
the industry, the present situation 
promises no letup in the intense 
competition for sales and profits.” 

Here are some other highlights of 
the Dodge forecast: 

1. Non-farm housing starts in 
1962 will total 1,400,000 units, up 8 
percent from 1961. 

2. Non-residential building con- 
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tracts will register a 4 percent in- 
crease, totaling $12.7 billion. There 
will be a 10 percent jump in manu- 
facturing buildings. 

3. Physical volume of educational 
and science buildings should in- 
crease 2 percent. With the excep- 
tion of hospitals, which Dodge says 
will slip “just below” the 1961 level, 
all other non-residential building 
types will register “small” gains in 
1962. 

4. Dodge forecasts a 6 percent in- 
crease in heavy engineering con- 
tracts in 1962. Gains are expected 
in both the public works and utili- 
ties classifications of the heavy en- 
gineering category. 

(For a more detailed forecast on 
the U.S. economy in 1962, see DE 
for November, page 72.) 


New York Groups Blast 
“Package Insurance’ 


New York City—‘Package in- 
surance” prevalent in 
contracts in the construction in- 
dustry have been branded as “un- 
fair” by several New York City 
building trade associations. 

Among them are the Assn. of 
Contracting Plumbers of the City 
of New York and the Mechanical 
Contractors Assn. of New York, 
both of which joined other groups 
recently in complaining to state 
insurance authorities. 


practices 


= “Package insurance” occurs when 
subcontractors must buy compen- 
sation and liability insurance from 
a broker designated by the owner 
or builder in the contract. 

Association spokesmen say the 
practice imposes higher costs on 
subcontractors—yet they aren’t ad- 
equately represented by the insur- 
ance firms in case of claims. 


Wall Hung Fixture 
Promotion Aid 


NEWLY ELECTED OFFICERS of the Central Supply Assn. posed for this picture at 
their fall meeting last month in Chicago. In the front row, from left, are 
Harry Holihan, honorary president (St. Joseph, Mo.), H. T. Davisson, president 
(Pueblo, Colo.), and George Needham Jr., Ist vice president (Lafayette, Ind.). 
In the back row are Louis Kurtz, 2nd vice president (Des Moines, la.), Robert 
Young Jr., treasurer (Flint, Mich.), and James Peery, secretary (Chicago). 


Wholesaler, Manufacturer Functions 


Must Not Overlap, CSA Members Told 


Tube Mfr. Calls Present 
Distribution “Wasteful’’ 


Cuicaco — “If the manufacturer 
doesn’t eliminate himself from the 
‘wholesaler’ business and you don’t 
support a realistic quantity pric- 
ing schedule, a distribution revolu- 
tion could arise in plumbing 
and heating tube that would match 
the retailing revolution that gave 
rise to the discount store.” This 
was the warning issued by Glenn 
Bakken, president of Chase Brass & 
Copper Co., at the fall meeting of 
the Central Supply Assn. 

Manufacturers and wholesalers 


both must take action to cut down 
the “waste” in the industry’s distri- 
bution pattern, Bakken said. A 
prime example of such waste, he 
added, is the “unrealistic practice 
of subsidizing small orders.” 

In order for a revised system of 
distribution to operate successfully, 
Bakken went on, “we must sell on 
a sliding quantity scale. Small- 
quantity orders cost more and they 
must be priced at a higher figure. 

“But no quantity price has been 
able to exist in today’s market place 
very long,” Bakken said. “The 
lowest price for the largest quantity 

(Please turn to page 12) 


UNITRON is the star of a new promotion 
film that describes the sanitation and 
maintenance advantages of off-the-floor 
plumbing fixtures. The 28-minute, full- 
color sound-slide film is available for 
showing without charge from Josam 
Manufacturing Co., Michigan City, Ind. 
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News ... continued from page 11 


SALES TEAM: A major realignment of the sales personnel in its heating and 
air conditioning division has been announced by Modine Manufacturing Co. 
The principals are (from left) W. O. Ware, assistant sales manager, wholesaler 
products; Al Junion, national service manager; C. R. Holsclaw, assistant sales 
manager, engineered products; and Leo Glascock, divisional sales manager. 


Coal Industry Hopes to Regain Home 
Fuel Market Via Electric Heat Route 


Kansas City, Mo.—Electric heat 
was the subject of a special con- 
ference held here last month under 
the aegis of the National Coal 
Policy Conference. 


about 20,000 kilowatt hours per 
year, and coal is used to generate 
at least 60 percent of all electric 
power, this means there will be a 

new market created for several 
In attendance were contractors, —— a 
home builders, architects, electric 
utility and financing institution 
representatives and manufacturers 
of electric heating equipment. 

“The coal industry sponsored the 
conference because it hopes to use 
the growing trend to residential 
heating by electricity to regain a 
significant share of the fuels mar- 
ket,” according to Joseph Moody, 
president of the NCPC. 


= “This growing acceptance of elec- 
tric heat by the American home- 
owner is one of the most encourag- 
ing market developments for the 
coal industry in recent years,” 
Moody told the conference. 
“Experts in this field freely fore- 


Calls Present Distribu- 
tion Pattern ‘Wasteful’ 


(Continued from page 11) 
has quickly become the going price . 
for any quantity. 

“We believe in the wholesaler. We 
believe the plumbing and heating 
contractor needs his complete serv- 
ice and that wholesalers should 
have a reward that’s commensurate 
with this service. 

“This reward is possible only if 
our wasteful distribution system 
can be revised with the wholesaler’s 
insistence and support.” 

For his own firm, Bakken said, 
he would like to eliminate all field 
stocking. Chase now distributes its 
copper tube through about 30 field 
stocking points where wholesaler 
orders are filled. 

Wholesalers can perform this 
function more cheaply than manu- 
facturers can, Bakken said. 

“We cannot expect a system with 

(Please turn to page 16) 


hundred million tons of coal each 
year,” he went on. 

Subjects covered at the confer- 
ence included tips on promoting 
the all-electric home, the stake of 
the home builder in the electrically 
heated home, financing, and the 
development and application of 
electric heating equipment. 


They'll Lead the American Institute 


cast that 2,200,000 homes will be 
electrically heated by 1965 and 29 
million by 1980,” he added. “Since 
each electrically heated home uses 


12 


NEWLY ELECTED OFFICERS of the American Institute of Supply Assns., shown 
during the group’s annual convention in San Francisco, are second vice president 
Lincoln Pierce of the Central Supply Co., Indianapolis; president John McCann 
of the Seashore Supply Co., Atlantic City, N.J.; and vice president Egbert Davis 
Jr. of the Atlas Supply Co., Winston-Salem, N.C. 
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HOTEL, Pittsburgh, Pennsylvania. Architect: Wm. B. Tabler, N.Y.C.; General Contractor: Turner 
Construction Company, N.Y.C.; Mechanical Engineers: Jaros-Baum-Bolles, N.Y.C.; Plumbing Contractor: Sauer, Inc., Pittsburgh. 


130,000 Ibs. of water lines! 
Anaconda copper tube up to 8” throughout 


There are many reasons why Anaconda Copper Tube 
is so often the choice for modern water supply and drain- 
age systems. It is, for example, extremely easy to handle 
in limited work spaces. This, of course, helps keep ini- 
tial costs low. Add such advantages as long life and 
trouble-free maintenance and you have a material mighty 
hard to beat. 

For complete information about Anaconda Copper 
Tube and Fittings for general plumbing, heating, air 
conditioning and refrigeration, write for free copy of 
Publication B-1, Anaconda American Brass Company, 
Waterbury 20, Conn. In Canada: Anaconda American 
Brass Ltd., New Toronto, Ont. 61-1027 

RAAT: A 
ANACONDA Det py eee 
AMERICAN BRASS COMPANY L Anaconda Copper Tube in sizes to 8”. 
Check 013-207 on Reply Card 
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Eljer _ 


Elongated Full View ~ 


14 


Now, you can benefit and profit from all the sanitary advantages of an elongated type 
closet for just a few dollars more than a conventional round front model. 

Eliminating the common institutional look, Eljer’s new EMBLEM Elongated 
rim closet, designed especially for residential use, is of premium quality in every detail. 
Both elongated and round front models comply fully with federal specifications for 
siphon jet closets. 

Available in all Eljer colors as well as snowy white. For further information contact 
The Murray Corporation of America, Eljer Plumbingware Division, 3 Gateway Center, 
Pittsburgh 22, Pa. 


EL 


FINE PLUMBING FIXTURES 


E-5250 
Elier Emblem 
Round Front 


Check 014-208 on Reply Card 
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FULL-FLOW LIKE A GATE! |™ KE A GLOBE! 


e Stainless steel screw. Re- 
moves easily. 


e Aluminum handwheel,. Cool, 
comfortable in your hand. 


e Buna-N, O-ring bonnet seal. 
Leaktight. Impervious to oil, 
gas, water. 


e Non-rising stem. Double Acme 
threads for quick opening and 
closing. 


“Aloe 


e 85-5-5-5% red bronze valve 
body. Precision machined and 
air-tested under water. 


e Buna-N gate. Concave seating 
removes possibility of wire- 
drawing. 


SE Oe ene ENS 8 


The Husky gate combines the best fea- 
tures of gate and globe valves. Delivers 
complete capacity but throttles to any 
degree of flow. The Husky gate is prac- 
tically wearproof, and is low-priced. Be- 
cause of non-rising stem, it requires a 
minimum of head room. 


Ideally suited for low pressure water, \ , 
oil or gas applications. Available in sizes NIBCO INC. 
from %” to 2”, solder and threaded end. 


DEPT. L-5512, Elkhart, Indiana 
Check 015-209 on Reply Card 
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THE POWERS REGULATOR COMPANY 


Dept. 1261, Skokie 46, Illinois 


Send me a free copy of Powers Engineer's Manual For Steam-Water Service 


Nome: 
ee 


Cc r y: 





Address:___ 
City: — 


Specific requirement or problem: 





cists dain concise Gain Sani shies elias moje anak ai aan 


HELPS AND IDEAS ON FUEL OIL 
PRE-HEATER CONTROL SYSTEMS 


>] NO..11 INDICATING 
REGULATOR 
TEAM 


TRAINER 


HEATER 


STEAM TRAP a 


Outside power is not required by this 
system. The temperature indicating 
regulator is installed in the steam sup- 
ply line, with a remote sensing bulb set 
in the hot oil outlet of the heater. A 
self-cleaning strainer preceeds the regu- 
lator, and a properly sized steam trap 
is used in the condensate return. 


{pit FLOWRITE 
| THERMOMETER fm VALVE 


NE bal 
STRAINER 


ACCRITEM 


REGULATOR penn | 


HEATER 


STEAM mane 


NDENSATE 
RETURN * 


RELIEF 
2 Sy VALVE 


Easy temperature selection and a cali- 
brated regulator dial are features of 
this system. In this case a control valve 
is used in the steam supply line. Tem- 
perature regulator and dial thermome- 
ter are installed in the hot oil outlet to 
give a constant visible check of operat- 
ing temperature. 


Get full details about these and many other steam and water control 
systems. The handy coupon above is for your convenience. There’s no 


obligation. 


Other systems included in the practical 
engineering manual you will receive are: 


@ Domestic Hot Water 
e Storage Heaters 


@ Two-Temperature 


Hot Water 

Jacket Water Cooling 
Process Hot Water 
Pressure Reducing 
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(Continued from page 12) 
built-in economic waste to survive, 


Bakken concluded. 

In his speech, outgoing CSA pres- 
ident John Robertson also empha- 
sized the point that “only the most 
economical distribution method will 
suffice.” 

To improve upon present meth- 
ods, Robertson had suggestions for 
manufacturers, wholesalers and 
plumbing and heating contractors: 

Manufacturers should forecast 
their production as “market-ori- 
ented” instead of producing all 
they can, he said. 

Wholesalers must buy in quanti- 
ties and maintain sound distribu- 
tion channels. They should also 
promote their products, he said, 

The plumbing and heating con- 
tractor must continue to improve 
his display and merchandising tech- 
niques, use time-payment financing 
as a sales tool and sell service, not 
price, Robertson said in conclusion. 


Automatic Oil Burner 
Production Hits Million 


Cuicaco—A production record of 
automatic oil burners was set last 
month by the Automatic Oil Bur- 
ner Corp. when company officials 
announced that the one-millionth 
burner had moved off their pro- 
duction lines. 

“Policy as well as production” 
made this achievement possible, 
company spokesmen said. “ABC, 
which manufactures both domestic 
and commercial automatic oil 
burners, has been designing its 

(Please turn to page 18) 


Instantaneous Heat Exchangers 
Heat Exchangers For Cooling 


If you have a requirement or problem, give 
us the specifics. We'll advise you on the best way to handle it. 





ONE MILLION, and still going strong! 
This oil burner is the millionth to 
come off the production lines of the 
Automatic Oil Burner Corp. of Chi- 
cago. The “history-making” event 
took place last month. 


THE POWERS REGULATOR COMPANY 


Dept. 1261, Skokie 46, Illinois 


In Canada: The Powers Regulator Co. of Canada Ltd. 
POWERS CONTROL Downsview, Ontario 
Check 016-210 on Reply Card 
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Reading Tube Corporation Specializes in the Making of 
Copper Tube, Exclusively, Starting in Its Own Refinery 
and Continuing with Complete Quality Control, thru All 
the Integrated Processes, to the Packaging of the Finished 
Product. Complete Stocks at Eleven Strategically Located 
Distribution Depots Assure Prompt Shipment of Orders. 


Always Specify READING COPPER TUBE! 
READING TUBE co. 


EMPIRE STATE BUILDING, NEW 


Ren OI NG 


COPPER-BRASS 





Hammondsport, N.Y. saves space with compact, 11- 
stage FloWay vertical pumps in clear wells in pumping 
station. Engineers: Krehbiel & Krehbiel. Contractor: 
Pfeil Construction Co. 


will help you solve customers’ pumping problems 


FloWay vertical and submersible pumps today handle just about everything 
fluid from water for cooling towers to highly corrosive and volatile chemicals. 
Installations range from single-pump booster stations, to multi-pump refuel- 
ing systems for huge jets. Users include such leaders as: 


U.S. Steel + Union Carbide + Detroit Edison + General Mills 
American Cyanamid + Colorado Springs + Premier Oil -« General Electric 
U.S. Air Force Bases...and many others 


Job Tailored Pumps at Competitive Prices 


Our wide selection of components — heads, column assemblies, impellers, 
etc.— enables us to “custom make” pumps to fit the exact needs of your 
customers...and at very competitive prices. 


Verticals and Submersibles 


FloWay vertical pumps range from 15 to 5000 gpm, 0-1000 psi, 800-3600 
rpm. Submersibles from 100 to 4000 gpm, 0-1000 psi, 1750 and 3600 rpm, 
for wells 8” and larger, and for vertical and horizontal in-line booster 
service. Both types comply with AWWA and Hydraulic Institute spec- 
ifications and are approved by Corps of Engineers for aircraft refueling. 
All FloWay pumps are factory tested—and job tested after installation, if 
you desire. 


For a fresh look at pumping problems, consult us. You can depend on 
fast, personalized service at the plant and in the field. Literature and esti- 
mates without obligation. Ask us today for name of nearest representative. 
Fiese & Firstenberger Mfg., Inc., P.O. Box 164, 2494 So Railroad Ave., 
Fresno, Calif. 


Check 018-212 on Reply Card 
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(Continued from page 16) 
products to the specifications of 
other manufacturers (of furnaces, 
boilers and water heaters) for the 
last 11 years. 

“In turn, these manufacturers 
incorporate the burners from ABC 
under private labels with their own 
products. This policy—along with 
the specialized engineering knowl- 
edge and precision production that 
ABC has available—has been re- 
sponsible for the achievement,” ac- 
cording to the company. 


Marbon Chemical Cuts 
Price of ABS Plastic 


Wasuincton, W. Va.—Price re- 
ductions ranging from 10 to 14 per- 
cent per pound have been an- 
nounced for its Cycolac ABS 
plastic by Marbon Chemical Div. 
of Borg-Warner Corp. 

The reduction is applicable to 
truckload quantities, according to 
Marbon president Robert Shattuck. 

“The reductions were made pos- 
sible by achieving the world’s larg- 
est production of ABS plastic, 
coupled with increased production 
facilities and skills,’ Shattuck said. 


Gas Boiler Sales 
Continue to Rise 


New York Crry — Manufacturer 
sales of gas-fired residential boilers 
totaled 19,294 in September, a 3.7 
percent increase over the same 
month in 1960. 

Over the first nine months of 
this year, 111,503 gas-fired boilers 
have been shipped, according to 
the Gas Appliance Manufacturers 
Assn. This compares with 104,662 
during the same period in 1960. 


Home Improvement 
Contest Announced 


Des Mornes, Ia.—A $30,000 home 
improvement contest that offers 
plumbing and heating contractors 
a chance to tie in with nationwide 
advertising and promotion will be 
launched in January by Better 
Homes & Gardens magazine. 

Dealers can have their firms 
designated as “official headquar- 
ters” for the contest and will 

(Please turn to page 152) 


Domestic ENGINEERING, DECEMBER 1961 


Check 019-213 on Reply Cord > 





een Fee eeeene 
‘ 








THE ULTIMATE IN HEATING COMFORT DELUXE HYDRONIC HEATING 


SYSTEM USING ELECTRICAL ENERGY 
AND DESIGN COMPETITIVE COST- 
WISE TO. ANY HEATING SYSTEM New! 


ABSOLUTE SIMPLICITY IN CONCEPT 
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New homes... multiple dwellings ...remodeling...add-on units ... vacation 


New! The Ultimate in Heating Comfort 


AQUA-LECTRIC is a totally new heating concept that 
sweeps away antiquated, limited thinking on heating sys- 
tems. AQUA-LECTRIC was conceived and designed 
purely to do one job better than any heating system known 
—to provide heating that gives the ultimate in human 
comfort. To achieve this, AQUA-LECTRIC combines the 
most desirable features of the two most acceptable systems 
known today—the proven qualities of a deluxe hydronic 
heating system and all-electric heating—with none of the 
disadvantages! With AQUA-LECTRIC, you can control 
temperatures within 14 of a degree at all times room by 
room. You can have your kitchen at 70°... bedrooms 68° 
. nursery 74°...living rooms 72°... basement 65°.. 
simply by dialing the exact temperature you want on the 
thermostat in that area. Heat is constant—always pre- 
cisely the temperature you want with no “offs or ons”’ or 
delayed responses to temperature changes as with other 
systems. The heat is radiant—it warms the floors, walls, 
ceilings and objects in the room, not the air itself —variation 
from floor to ceiling is within 114 degrees compared with 
up to 12 degrees and more with most systems. It is healthful 
—airborne bacteria, pollen dust, smoke are not pulled in 
and circulated as with forced air systems. In test homes, 
average humidity was maintained at a blessed 49% during 
a typical northern winter. You can have the advo in 


heating comfort now with aqua@lectric 


The unique advantages of AQUA-LECTRIC—along with 
its amazingly low cost—result from its utter simplicity of 
design and concept. You’ll see very little evidence of 
AQUA-LECTRIC in a home because it consists of so very 
few elements. In any room or area, you’ll see only the 
handsome cast baseboard (that takes no usable space 
whatsoever) and the decorator-designed wall-mounted 
thermostat. This cast baseboard unit completely contains 
the hydronic system from which heat is radiated evenly 
and constantly with electrical energy supplying the heating 
power. The electric heat producing element is within the 
radiation chamber itself. The liquid in the chamber 
transfers the energy from this element to the radiant 
heating surface. It’s as simple as that! The thermostat is 
one of the two unique control units that work in unison to 
provide positive temperature control. This exceptionally- 
responsive wall thermostat sends rapid, frequent heat 
signals to a second thermostat built into the relay of the 
Master Control Panel. This thermostat-relay combination 
precisely anticipates comfort requirements. Electric heat 
is automatically increased or decreased before any changes 
can upset the comfort balance. Room temperature stays 
at a precise, stable level within 14 of a degree regardless 
of sudden weather changes or other factors that determine 


heat demand with new aqua@lectric 
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homes... motels... office and commercial buildings ... machinery protection 


New! Absolute Simplicity in Concept & Design 


The AQUA-LECTRIC system is all function. The self- 
contained units which couple the best features of hydronic 
and electric heating provide the finest heating system 
available today. Yet, because AQUA-LECTRIC elimi- 
nates 24 of the costly materials used in other systems, it 
can be afforded by buyers with the most modest budgets. 
AQUA-LECTRIC does away with furnaces, boilers, fuel 
storage facilities, heating ducts, flues or chimneys, gas 
service entries and such accessories as circulating or heat 
pumps, flow fittings, distribution pipes, special wiring, etc. 
The system offers complete flexibility in design, planning 
and arranging. Elimination of bulky furnaces, boilers and 
ducts allows valuable space and headroom to be put to 
better use. The baseboard units take no usable space in any 
room. You can arrange furniture as you like—paint the 
baseboardeany color. The classic simplicity of the design 
fits into any home—contemporary, traditional or conven- 
tional. While AQUA-LECTRIC is permanent as far as 
length of life is concerned, it is still flerible—it can be re- 
moved for remodeling purposes, for instance, easily and 
without jeopardizing the system. Because of AQUA- 
LECTRIC’s exclusive Master Control Panel, each heating 
unit functions as an independent system. If one unit should 
fail, it would not affect the total system as with others. 
Each unit is fused separately at Master Control Panel. 


Nothing could be simpler— aq ua@lectric 





New! Competitive Costwise to any Heating System 


It takes a while to adjust to the fact that even with the 
many exclusive, luxurious features of AQUA-LECTRIC, 
it is available at a cost considerably lower than most heating 
systems. Because of its extreme simplicity, installation 
requires a minimum of labor, which conserves valuable 
time for contractors. AQUA-LECTRIC eliminates up to 
60% of costly materials used in other systems and impor- 
tantly, at the same time eliminates areas where mainten- 
ance most likely would occur. While costs for material and 
labor vary from region to region, you will find that you 
can have AQUA-LECTRIC at a cost lower than quality 
forced air installations ... lower than the cheapest hot water 
installations ... and considerably below the quality hydronic 
circulating systems. AQUA-LECTRIC is economical to 
operate, too. Heating electrically is on a competitive cost 
basis with all fuels now even in areas where electric rates 
are the highest. In many areas, power companies offer 
preferential rates for all-electric homes, cutting costs even 
more. This trend can be expected to continue... while 
costs for fuel oil, LP and natural gas continue to spiral 
upward. AQUA-LECTRIC is practically maintenance- 
free. There are no trouble-spots and every portion of the 
system is easily accessible. AQUA-LECTRIC has the high- 
est life expectancy obtainable—satisfies all building require- 
ment codes. All these savings are extra, because nothing 


compares in quality with aqua@lectric 





AQUA-LECTRIC... Wherever Heat is Required 
for Comfort and Protection 


Home buyers and home builders in every price range can 
now have something that’s been merely a fond dream until 
now—a truly deluxe heating system that re the 
ultimate in comfort at a moderate cost. But, AQUA- 
LECTRIC is ideally suited for more than just new home 
construction. The simplicity of the system can mean 
tremendous savings in multiple-dwelling units such as 
apartments and motels because each apartment or unit 
has its own fully-contained heating system. There’s no 
need for complex, expensive heating structures. For re- 
modeling, reconverting and adding-on rooms or units to 
present homes, AQUA-LECTRIC is most efficient, inex- 
pensive and easily installed. It solves the heretofore costly 
yroblem where existing heating systems cannot adequately 
Gaailie additional heat requirements. AQUA-LECTRIC 


is equally well suited to the demands of light non-residen- 
tial office and commercial structures. For protection of 
vital machinery and equipment in isolated areas where 
dependability is absolutely necessary, AQUA-LECTRIC, 
again, provides the perfect answer. 


NON-FREEZE Liquid Available Where Heat is Needed 
Only Occasionally 


Here’s the ideal and practicable answer for cabins, resorts, 
lodges, country homes and other dwellings where heat is 
needed only occasionally. A non-freeze liquid in the heating 
chamber is also available with AQUA-LECTRIC so you 
can use the system when you wish regardless of the weather. 
And, think of the extra space you gain in addition to the 
savings in cost because furnaces, boilers, ducts and other 
bulky, expensive basic elements of other systems are 
eliminated with AQUA-LECTRIC. 


Flexible units cover all installation requirements 
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NOTE: Only one wiring connec- 
tion need be made at the base- 
board unit. 





There’s no limit to AQUA-LECTRIC’s flexibility, It can 
meet unusual heating requirements with additional panel 
length. Units come in a wide range of sizes with connec- 
tions made at either the right or left of the panel. Units 
can be installed on the walls, ceiling, anywhere and because 
the heat is radiant, heating efficiency is not affected. 
Shown here are typical combination baseboard panels, 
simple schematic diagrams of the baseboard panel and 
electrical connections and a typical home installation. 
This typical home has 1,160 sq. ft. of floor space. with 
32,640 BTU’s per hour heat loss and 17,920 BTU’s for the 
basement. Over the floor plan, the piping diagram shows 
location and distribution of the 50 lineal feet of baseboard 
upstairs and the 28 lineal feet in the basement. Only one 
\4" copper tubing is needed for the fill system—with this 
same pipe used to carry off liquid expanded by heating to 
a small expansion tank which fits easily between the floor 
joists. The expansion tank, a reducing valve and relief 
valve combination, the baseboard units and the Master 
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Control Panel make up the entire system. 


Exclusive Master Control Panel 


AQUA-LECTRIC’s Master Control Panel is the heart 
of the system enabling each heating area to function as an 
independent system. The relay with a built-in thermostat 
at the Master Control Panel works in unison with the in- 
dividual thermostats in each heating area and provides 
positive temperature control. No special wiring is necessary 
and all connections are safe within the baseboard units or 
the Master Control Panel eliminating “hot spots” or 
danger zones in wiring as with some systems. Each base- 
board unit is fused separately—so any undue load on the 
electrical element would simply blow a fuse in the Master 
Control Panel. In fact, AQUA-LECTRIC has four sepa- 
rate controls throughout the system making it completely 
safe in every aspect. In addition, the entire system forms 
one of the most complete electrical systems on the market 
today. Absolute comfort with absolute safety. 


aquaQ@lectric available now for 


installation by authorized 


plumbing and heating contractors 


AQUA-LECTRIC, INC., 5724 W. 36th St., St. Louis Park, Minn. 


Please send me promptly additional information on the 


Write for complete information on dealerships, prices 


new AQUA-LEcTRIC System. I am especially interested in 


for single or multiple installations, availability, etc. to: 
information on ___ 


<« aqua@lectric ine. 





Name_ Title 





== 
Address__ 
City 





5724 W. 36th Street 
St. Louis Park, Minnesota 











The Sign of a Real Bargain 
inan lTIRON BODY GATE 


Cost-Per-Year is Lower... Initial Cost no Higher 


For generations extra-quality, extra-stamina Jenkins Iron 
Body Gates were regarded as the best buy for the money 
...even though they cost more to buy. Lower maintenance 
expense and extra years of service more than offset any 
price differential. 

Today, these widely favored valves are an even bigger 


AVAILABLE FROM LEADING DISTRIBUTORS EVERYWHERE 


bargain in true value. You pay no more for them at the 


start! And you get exactly the same high quality and per- 
fection of design for your money. 
You can satisfy all your needs from the complete line 


of Jenkins Iron Body Valves. Jenkins Bros., 100 Park 
Avenue, New York 17. 


JENKINS 
VALVES 


Check 023-214 on Reply Card 
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“Ford Econolines 


cost us 


235% less to buy... 


save us almost 
50% on gas” 


says Mr. L. LeRoy Highbaugh, Jr., L. LeRoy Highbaugh & Son, Louisville, Kentucky 


ee 


“Our first Ford Econoline truck convinced us we 
should replace all 11 units in our repair and main- 
tenance fleet with Econoline Vans and Pickups. 


‘We saved from $300 to $500 apiece on initial 
cost, and this lower price also means a fleet sav- 
ings of $200 in city taxes and several hundred 
dollars each year in state taxes. 


‘We aiso found that our gasoline bill has been 
cut almost in half. These Ford Econolines are 
getting about 20 miles to the gallon, compared to 
the 10 miles our standard ¥-tonners used to 
average. It looks like we'll save 15% yearly on tire 
costs. In fact, our total maintenance expense is 
way down. So much so, we've been able to cut our 
staff of mechanics from three to two. 


‘‘Many other Ford advantages have shown up— 


besides economy. Our drivers report the Econo- 
lings are much more maneuverable, and they’re 
eaSier to operate in snow than the standard trucks 
we've had. 


‘Each driver-repairman carries all the supplies 
and equipment needed to plaster, paint, fix 
plumbing, secure sagging hinges or handle any 
emergency. They need plenty of room to keep 
everything where it can be reached quickly and 
easily. The Econoline’s flat floor, larger loadspace 
and convenient double doors (side and rear) are 
big timesavers. 


‘“‘We have 12 other Ford Trucks, including dumps 
and mixers for construction work and Falcon 
Rancheros in our nursery operation, all doing an 
excellent job for us.”’ 


Solid testimony that Ford’s full-time economy only starts with low price! 


FORD TRUCKS 
COST LESS 
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Builders Rep Has Mixed Reaction to 
Wateright Home Concept—Tells Why 


Spokesman Gives Pros 
and Cons of H5ome 


WasuinectTon, D. C.—There are 
a few things I'd like to say about 
the Wateright Home concept be- 
ing promoted by the Plumbing- 
Heating-Cooling Information 
Bureau and featured in your 
October issue. 

As a representative of the Na- 
tional Assn. of Home Builders, 
my reaction to the concept is 
mixed. One of the principle con- 


lf You're Looking for 
Letterhead Ideas... 


BisMARCK,N. Dax.—Here’s a 
sample of our newly printed letter- 
head, made up from the design we 
received from your art department. 


cerns of the home building in- 
dustry—and of all responsible 
citizens in our free nation, which 
we fervently hope will remain 
free—is with some 11 million 
families who are living in dilapi- 
dated and sub-standard homes, 
many of which are without any 
plumbing facilities at all. We 
think it is our responsibility to 
offer housing to these people 
that they can afford. 

In other words, while we’re 
striving to broaden the market 


We like it very much. Thank you 
for your helpfulness. 

CHARLES WELCH 
M. Welch & Sons, Inc. 


@ The logo created for Mr. Welch by 
Domestic Engineering appears below, 
as a source of ideas for others. 


for new homes in general, we’re 
particularly interested in the 
lower and middle-income housing 
markets. 

Generally speaking, therefore, 
builders are usually not very 
enthusiastic about promotion 
programs—such as the Wateright 
Home seems to be—which result 
in increasing the basic price of 
the home. 


Would Lower Plumbing 
Costs Boost Housing? 

It is our firm belief that much 
more business could be generated 
for plumbing and heating if spe- 
cial research and development 
projects were undertaken to im- 
prove the use value and reduce 
the cost of plumbing and heating 
installations. If this were done, 
it would make it possible for us 
to expand the total new home 
market and include more plumb- 
ing facilities in the homes. 


Sees 100,000 More Homes 


A significant reduction in total 
price can materially affect the 
total market, and—at the same 
time—materially increase your 
industry’s business in plumbing 
and heating. Let me illustrate 
what I mean: We have very con- 
servatively estimated that a 
$1,000 reduction in price would 
increase the new home market in 
the lower income range by at 
least 100,000 houses annually. 

I hope that my comments do 








Plumbing and Heating Contractors 


RESIDENTIAL AND COMMERCIAL 
REPAIRS « REMODELING 
FREE ESTIMATES 














1400 BROADWAY « BISMARCK, NORTH DAKOTA » DIAL 3-8122 
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not jead you to believe that we 
think the Wateright Home con- 
cept is worthless, however. We 
believe that some business will 
be generated for the idea from 
those people who are willing and 
can afford to pay more for a 
house that has extra facilities, 
size or amenities. 

Also, some builders might con- 
sider the idea to have promotion- 
al value — if they’re building 
higher-priced homes. Through 
them, the idea might attract 
people out of their existing high- 
priced homes into new homes 
that have greater facilities. 

RALPH JOHNSON 

Director 
Research and Technology 
National Assn. of Home Builders 


e@ The Wateright Home is a concept in 
plumbing for new homes announced 
in September by the Plumbing-Heat- 
ing-Cooling Information Bureau. 

Briefly, it calls for stubbing extra 
water and drain lines into homes as 
they are built to put water at points 
of possible future use before the walls 
or floors are finished. 

The PHCIB lists 20 such planning 
points where “the water can wait be- 
hind the wall” until it’s wanted. Then, 
a water-using fixture or appliance 
can be installed at a minimal cost for 
equipment plus hookup labor. 

Mr. Johnson’s belief that builders 
of higher-priced homes will provide 
the best initial market for “wateright- 
ing” is shared by us. Generally 
speaking, quality home features such 
as air conditioning, multiple bath- 
rooms, built-in kitchens, fireplaces, 
etc., have traditionally appeared first 
in more expensive homes. 

Broader markets for these features 
evolved as builders and buyers of 
mass housing sought to emulate the 
qualities provided first in the higher 
price ranges. 

Our readers are invited to com- 
ment on Mr. Johnson’‘s letter and to 
give their own views on the future 
of waterighting. The article appeared 
in DE’s October issue, page 80. 


Thanks Mr. Adams 


Santa Ana, Cauir.—I think 
your magazine is the best trade 
magazine there is. Keep it up. 

HaroLp ADAMS 
Adams Plumbing & Heating 
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Reader Blasts Cartoon Depicting 
‘Plumber: Image Debate Continues 


(Incoming mail to DE has slowed down, but hasn’t 
stopped, on the change-of-name suggestion made to the 
industry by a manufacturer a year ago. Some of the 
latest comments we’ve received are reproduced below.) 


Soutu Pasapena, CaLir.—The 
suggestion for a new name for 
the plumbing industry that ap- 
peared in a recent issue of DE 
has certainly stirred everyone up. 
At least you have pointed the 
way to an ultimate solution. 

Even opponents of the term 
“hydromechanics” agree on one 
point: Much remains to be done 
in educating the public about the 
true values of the plumbing in- 
dustry. 

The old phrase “what’s in a 
name” would still apply in this 
case, unless the new name were 
accompanied by a completely 
new approach to public relations. 


The image we carry in many 
places still seems to be that of a 
driver of a beat-up truck, a han- 
dyman in dirty clothes (with a 
sack of tools that he drops un- 
ceremoniously on the floor), etc. 
Then, when the work is done he 
presents an ‘unreasonable’ bill. 


# You recently published a car- 
toon (reproduced here) showing 
a serviceman who was called by 
the woman of a house to solve 
the mystery of her flooded base- 
ment. He scrutinized the scene 
then told the 
“You have what is 
(Please tu n to page 28) 


for a moment, 
woman: 





























of our trade, ‘one helluva leak!’ ’’ 








Letters 





What's in a Name?” 
Reader Asks 


(Continued from page 27) 
called in the parlance of our 
trade, ‘one helluva leak!’” 
(April, page 80). 

Perhaps this can be interpret- 
ed a couple of ways—but the 
“plumber” frankly looks like the 
kind that fits the gruesome im- 
age I’ve mentioned. 

Also in your April issue, you 
published a letter from a Univer- 
sity of Detroit professor, John 
Uicker (page 25), who appears 
to have a negative opinion of the 


plumbing industry. He says the 
use of the word “plumbing” in 
connection with heating and air 
conditioning creates an atmos- 
phere of trade rather than pro- 
fession. 

Well, if that’s the way a me- 
chanical engineering professor 
sees it, is it so surprising that the 
public sees it the same way? 

What we need is a concerted 
effort on the part of all members 
of the industry to improve our 
codes and explain the advan- 
tages of good codes to the public. 

This will be better than a mere 
change in name, for we would 


be unable to hide behind the lat- 
ter very long. We should get be- 
hind a long-term program of 
public relations—which is the 
only thing that will result in an 
improved image. 
JOHN BAXTER 
Executive Secretary 
Western Plumbing 
Officials Assn. 


Industry Nomenclature: 
Is It Out of Gear? 


Los ANGELES—Why stop with 
only the name of the plumbing 
industry. The entire nomencla- 
ture of the plumbing fraternity 
is completely out of gear with the 

(Please turn to page 32) 





Zone Control Report Hailed as Boost 
to Technical Know-How and Sales Effort 


Zoning Benefits Must 
Be Publicized 


MINNEAPOLIS—We have _ re- 
viewed your articles on zone 
control in your September and 
October issues. I think hydronic 
zoning is still in its infancy as 
far as its sales potential is con- 
cerned, and you are to be com- 
plimented for taking this im- 
portant subject to your readers. 

Once heating installers become 
acquainted with the many bene- 
fits of hydronic zoning, I’m sure 
we'll see many more systems be- 
ing sold and installed. 

T. A. Reep 

Market Manager 
Residential Division, 
Minneapolis-Honeywell 


Says Report Gave Big 
Boost to Zone Control 
East Happam, Conn.—Your 
zone control report in September 
was extremely well done. I have 
used the report at several sales 
meetings to date, and I carry it 


28 


with me on all of my sales calls. 
I believe your report will give 

a big boost to the zoning market 
and help the hydronic heating 
industry in general. I sincerely 
hope you will continue publish- 
ing articles on this important 
aspect of our industry. 

JoHN GLUMP 

Vice President, Sales 
Econo Products Co. 
Div. of Viking Instruments 


Calls Zoning a “Real 
Plus” for Hydronics 


Morton Grove, ILtt.—Congrat- 
ulations on your September zone 
control report. We certainly 
think it’s a needed job and one 
that’s well done. 

Comfort-wise and economy- 
wise, zone control is one of the 
real plus features of hydronic 


heating. In accomulating all the 


data that’s presented in this issue, 
you have performed a real serv- 
ice to our industry. 

We also appreciated the op- 
portunity to express our views 


on zoning in this issue through 
the medium of primary and sec- 
ondary pumping. 

STANLEY TUPPER 
Market Development Div. 
Bell & Gossett Co. 


Zone Control Report Is 
First-Class, He Says 


Cuirton, N. J.—I think the 
gatefold in your September issue 
titled “How to Sell More Zone- 
Controlled Heating” is tremend- 
ous (pages 109-114). The lay- 
outs for the sales kit are strictly 
first-class. 

As a matter of fact, if the DE 
of the future is going to look 
anything like this gatefold, you’ll 
have something, I think, that 
will make the new Saturday 
Evening Post format look sec- 
ond-rate by comparison. 

There’s only one point in the 
editorial content that I don’t 
agree with—your statement that 
two zones are the “standard” for 
zone control. I think there is 
no standard except that dictated 
by the requirements of the home. 

RIcHARD FOSTER 
Salesvertising Inc. 
(Ad Agency) 
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when it comes to 


quality ground key stops... 


specity. (MIVUELLER 


Here are eleven types of Mueller 
Ground Key Stops. These are only a part of the 
complete range of this quality line. 


Precision manufactured ground key The precise fitting of key and body as- 
stops and stop-and-drains are designed sures positive, leak-proof closure and easy 
for general plumbing use in residential, operation. Each stop is individually air 


commercial and industrial piping. tested under water. 


as MUELLER €O. 
Write for complete specifications. 4 £7 , , ; ' | DECATUR. ILE. 


Factories at: Decatur, Chattanooga, Los Angeles; 
In Canada: Mueller, Limited, Sarnia, Ontario. 


Check 029-216 on Reply Card 
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You'll be more than a cat’s whisker ahead of competition with GM-Delco. Be py. St ote MS oe oe 
Here is today’s tiniest boiler—less than 26” high—yet it’s capable of pouring : 
out the BTU’s required to heat most modern homes. What’s more, it’s of Why pussyfoot around? 
rugged cast iron construction with accurately sized, raised port burners These are the facts . . . 
assuring long life and maximum efficiency. THE GM-DELCO 
GM-Delco boilers set owners purring with content. And, dealers purr KEY DEALER PLAN 
GIVES YOU... 


because GM-Delco covers not only the cream—but every segment—of 
the home heating market, with gas boilers from 50,000 to 340,000 BTU/H * A Nationally Accepted 





input and oil boilers from 83,000 to 425,000 BTU/H output—all designed Grand Name 
* Direct Factory-Dealer 
Tor space saving. ; Distribution from 
General Motors’ reputation backs every Delco boiler, of course. And they Regional Warehouses 
are rated in accordance with one or more of the nationally known AGA, * Selective Dealer Policy 
ASME and IBR standards. * Sound and Stable Pricing 


* Dealer Listing in National 
and Local Ads 


* A Complete Sales 
Building Plan 
- * Over 200 Models— 
aoe Plus Accessories 
* Group Insurance 


vf 








BOILER ! .....%5%s 


Check 030-217 on Reply Card 
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Modern 


Dependable 
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FROM YOUR REPUBLIC DISTRIBUTOR 


Republic x-TrRu-coAT—the plastic-coated steel 
pipe that prevents external corrosion—is now 
stocked by Republic distributors in many 
localities. Many more will add it to their inven- 
tories during the coming year. 

Coated with polyethylene plastic at the 
pipe mill, x-TRU-COAT is immune to oxidation, 
offers greater resistance to electrolysis and 
chemical action. It is ideal for underground 
pipelines and industrial applications involving 
corrosive atmospheres. 


Gas companies alone have used more than 


50,000,000 feet of x-TRU-COAT in the past four 
years. They like this pre-coated pipe because 
it’s always ready to use, because the plastic 
coating resists shipping and installation punish- 
ment; because X-TRU-COAT gives better corro- 
sion protection at the lowest overall cost. 


Developed by Republic Steel, x-TrRU-coAT 
is available through your distributor in %” 
through 8” nominal. The complete package 
includes X-TRU-TAPE and primer for protecting 
welded joints. Get complete information from 
your Republic distributor. 





CALL FOR REPUBLIC STEEL PIPE 


-MADE IN AMERICA AND BACKED BY AMERICANS Ebon 


Check 031-218 on Reply Card 


Letters 





(Continued from page 28) 
technical advances made during 
the past 50 years. 

Giving the plumbing industry 
a high sounding name, such as 
sanitary engineering, sanitarians 
or hydromechanics, is an excel- 
lent proposal. However, the 
plumbing fraternity is still living 
in the dark ages in many locali- 


x 


VAN \eal SINK and FRAME 


ties. Consequently, only through 
extensive educational programs 
will the change in status be 
achieved. 

It is a recognized fact that the 
advances in sanitation are direc- 
tly responsible for the conven- 
iences and health which we enjoy 
today. But who is responsible for 
the innovations that have made 


For Perfect Fit... 
For Faster, Tighter 


RLCUELCUIES 


vp, Use the Convenient... 


>|) 


PATENT NOS. 2,440,741 AND 2,704,379 


these advances possible? Not the 
majority of plumbers. Most of 
the new techniques and mate- 
rials were not favorably received 
by them at the outset. 
Although the plumbing con- 
tractors and journeymen are well 
organized groups, the majority 
are not qualified in the sense that 
doctors, dentists, architects and 
bankers are. Therefore, there is 
no uniformity of thought and dis- 
unity prevails. In many cases, 
| the heads of the local unions and 
| associations are incompetent, to 
say the least. 
Today’s plumber is far re- 
moved from the lead worker of 
| the past. The intricate mazes of 
pipe that are installed in our 
modern buildings demand the 
abilities of a trained mechanic, 
schooled in the basic principles 
of engineering and the plumbing 
| codes applicable to the area in- 
volved. 
C. A. Nico. 


Plumbing Inspector 


|'A Tongue Twister 

| for Jacklegs 

| SUMMERSVILLE, W.Va.—I like 
| the name hydromechanics be- 


| cause the jacklegs I know 
| wouldn’t be able to spell it. They 


| | wouldn’t be able to pronounce it, 
_ | either. 


One thing we can do to help 
| improve the image of the indus- 
| try is to promote better plumb- 

ing standards in rural areas. 
M. H. JoHNSoNn 
Contractor 


COMBINATION PACKAGE 6 ontemplated Change 


VanSeal stainless steel sink bowls come with matching frames, 
plus all accessories, in ONE convenient package to be opened 
on the job site for faster, easier installations. Nothing else 
to take along — all lugs, bolts, corner brackets are included, 
plus the proper frame to make the bowl watertight, neat and 
uniform in appearance. 

Order your sinks and frames to match—no guessing 
needed—no odd frames or bowls lying around—every- 

thing goes together, in one perfect pair...in ONE package. 


Write for catalog and prices today 


VANCE INDUSTRIES, INC. 


W- Wilson Avenue, Chicago 3). Illinois 


Check 032-219 on Reply Card 


Is “Terrible” 


St. Louis—I think changing 
the name of plumbing to hydro- 
mechanics would be terrible. 

In the heating and cooling in- 
dustry the only persons who 
have really accepted the new 
term hydronics are a few manu- 
facturers. The trade in general 

| thinks we are crazy when we 
refer to it as anything but heat- 


ing or cooling. Most of them don’t 
(Please turn to page 111) 
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only Imperial-Eastman offers every tool 
you need for your best tube circuitry 


Here’s why: Imperial-Eastman offers the right tool for every 
purpose—cutting, flaring, bending, deburring, reaming, swag- 
ing, sizing, refacing. It’s the most complete line in the industry. 
No matter what fitting or tube size you work with (from 14” 
to 414”) there’s an Imperial-Eastman tool for the job. Every 
Imperial-Eastman tool is job-matched to perform highest quality 
work at maximum efficiency. Every one is precision-engineered 
to deliver maximum performance. 

To be sure your tube circuitry is always at its best, insist on 
Imperial-Eastman tubing tools. Write for Catalog 3121. 


IMPERIAL EASTMAN 


Imperial-Eastman Corporation General Offices: 6300 West Howard Street, Chicago 48, Illinois 


Imperial-Eastman Corporation (Canada) Ltd., Barrie, Ontario + Imperial-Eastman, $.A., Apartado Postal 26544, Mexico 13, D.F. 
Check 033-220 on Reply Card 
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Another First From CENTRAL 


PACKAGED — 
FITTINGS 


Newest of the new... Packaged Fittings! You 
can now have CFCO fittings in individual dispos- 
able wooden crates. Enables you to save storage 
space, valuable handling time and money, Each 
crate contains approximately 1800 to 2000 
pounds of castings. 


SAVE! SAVE! SAVE! with CENTRAL! 
Why not get the best — you pay no more. 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe ¢ Machine-Made Fittings © Bituminized Fibre Pipe 
Office: 932 Broadway, New York 10, N.Y. Plant: Holt, Ala. 








Check 034-221 on Reply Card 
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PALLETIZED CAST IRON PIPE 


* FASTER UNLOADING 


‘REDUCED HANDLING 
*LESS STORAGE SPACE 
*SAVES YOU MONEY 





Central Foundry Cast Iron Soil Pipe is now Palletized Packages are all self- 
available in these new palletized packages for contained when the holding 
both five and ten foot lengths. Makes fork-lift straps are cut. Wire loops hold 
unloading fast and easy. Saves storage space. the pipe uniformly to allow 
Can be stacked up to five bundles; however, it removal of individual pipe as 
is recommended that stacks be limited to three needed. 

packages for added safety in handling. 








How to Select Automatic Regulating Valves | 


For Temperature Control “ 


1. Instantaneous 
Heaters 


3. Air Control 
Systems 
Spence 

EAT Series 


During the past year, our field repre- 
sentatives have reported many cases of 
improperly, and uneconomically, ap- 
plied temperature regulators. To help 
you avoid some of these costly mis- 
takes, here are a few tips on selecting 
the most effective and economical tem- 
perature regulating valves for your 
applications. 


1. Instantaneous heaters require a 
special action for close temperature 
control and freedom from hunting. 
In the Spence ET 124 series, steam 
pressure is modulated according to 
temperature (demand) and is auto- 
matically regulated at any pressure 
established by the demand. 

. Storage heaters, on the other hand, 
are more economically controlled 


by the Spence ET14D, which in- 








4. Very Low 
Pressure 
Differentials 
2” Through 8” 
Spence G2T40 


cludes a simple temperature-actu- 


ated pilot that opens and closes the 


main valve to maintain a constant 
temperature. 


. Air control systems can now have 


a +5°F control accuracy under wide 
and instantaneous load swings with 
the Spence EAT regulator. Engi- 
neers report savings of up to 50% 
in installed costs with this recently 
developed Spence cascade system 
when it has been used in place of 
conventional instrumentation. 
For the combination of very low 
pressure differentials and air or 
water control, Spence recommends 
Type G2T40. This single seated 
pilot operated valve provides fast, 
positive response in 2” through 8” 
valves. Double seat Type G22 is also 
available in 10” through 12”. 

Check 036-222 on Reply Card 


mOST 
COMPLETE LINE OF 
PRESSURE AND TEMPERATURE 
REGULATORS 
IN THE 


2. Storage 
Heaters 
Spence 

ET14D 











5. Very Low Pressure Differentials 
Up Through 2” Valves 
Spence Direct Acting T2 


. When very low pressure differen- 
tial is encountered with valves of 2” 
or less, the Spence direct operated 
T2 is recommended. The sensitive 
vapor tension thermostat responds 
quickly to small changes in bulb 
temperature for continuous, accu- 
rate control. 


In this brief description of industrial 
process and heating temperature con- 
trol, we have given a few important 
tips in proper regulator selection. If 
you would like more detailed informa- 
tion on these control applications, 
write for the new Spence Temperature 


Control Bulletin [V 1014. st-150 


SPENCE ENGINEERING COMPANY, INC. 
Walden 1, N. Y. 
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control temperatures 
with gas unit heaters 





@s¢5| Free from Reznor: ‘Commercial and Indus- 
&—} trial Uses of Direct Gas-Fired Unit Heaters”, 
Sa) fourth in Reznor’s new series of Heating Hand- 
‘nerecam books, contains valuable information on how to 
choose the right heater to achieve and maintain desired 
temperatures in a wide variety of applications. 

Reznor manufactures four heater series, each of which 
has a different control arrangement regulating the length 
of heating cycle and fluctuation from room temperature 
setting. Your choice depends upon the degree of comfort 
desired for the specific job. 

Choose from: the Reznor Standard and Deluxe series, 
with controls designed for use in warehouses, storerooms 














and manufacturing plants; the Reznor Unitemp series, 
with sensitive low-voltage controls, for offices and restau- 
rants; and the Reznor Flexitemp series, with low-voltage 
controls and automatically operated two-speed fan, for 
banks, libraries, and finer offices. Each series features 
eleven sizes. You may specify either propeller or cen- 
trifugal fan. 

To guide you in your specifications, send for your 
copy of the latest Reznor Heating Handbook, published 
by the world’s largest manufacturer of gas unit heaters. 


Just mail the coupon below, or contact your nearby 


Reznor distributor. He’s listed in the Yellow Pages under 
*“‘Heaters-Unit”. 


REZNOR MANUFACTURING COMPANY 

Dept. DE-12, Mercer, Pennsylvania 

Send me a copy of “Commercial and Industrial Uses 
of Direct Gas-Fired Unit Heaters.”’ 

name__ ——* a a 
A ee = 
address js 





city, state 





Check 037-223 on Reply Card 
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Avoid These 
Legal Pitfalls 
in Managing 
Your Business 


This review of recent court decisions 
involving contractors can help you take 
steps now to avoid costly legal action 


Is contract ambiguous? Use blueprints, 
specs to prove your right to payment 


How can an ambiguity in a job 
contract be resolved when work 
is completed and the contractor’s 
right to payment for his work is 
challenged? 


In one case, a plumbing con- 
tractor installed a sprinkler sys- 
tem in a school. He did so upon 
the basis of a subcontract and 
verbal orders from a general 
contractor. Later, 
fused payment because “a sprin- 
kler system was not specified in 
the general contract.” 

However, in litigation that fol- 
lowed the court ruled in the 
plumbing contractor’s favor. The 
decision was based on two main 


he was re- 


points: (1) The general contrac- 
tor’s verbal orders, which the 
plumbing subcontractor accepted 
under terms of his contract with 
the general and (2) the blue- 
prints and specifications for the 
school installation both indicated 
that a sprinkler system should 
be installed. 

The court ruled that blue- 
prints and specifications help 
clarify contracts that appear to 
be incomplete or ambigious. The 
plumbing contractor collected 
his money. 

Citation: Greenwich Plumbing 
& Heating Co. v. A. Barbaresi & 
Son, 164A (2d) 405. 


Does Plumbing Code 
Apply to Pipefitters? 


How broad can a plumbing 
code be? 

In one city, it included pipe- 
fitters and required them to ob- 
tain a journeyman plumber’s li- 
cense. A pipefitter sued, saying 
his was a separate trade and that 
he should not be tested as to his 
plumbing skills. 

The court agreed, saying: 
“Pipefitting is a recognized 
trade, and the right to pursue 
such a trade subject only to the 
restrictions made necessary to 
protect the public health, safety 
and welfare, constitutes a prop- 
erty right protected by law.” 

Citation: Wilson v. City of 
Cincinnati, 168 N.E. (2d) 147. 


Protecting Your 
Reputation Is Legal 


Can a wholesaler collect dam- 
ages if a manufacturer cancels 
his distributorship? 

In one case, a manufacturer 
was brought into court by a 
wholesaler whose distribution 
contract he had cancelled. The 
manufacturer’s defense was that 
he learned the wholesaler 
couldn’t pay his bills and had 
written worthless checks. He 
didn’t want his product to be 
identified with this type of dis- 
tributor, the manufacturer said. 


«After examining the evidence 
the court ruled in favor of the 
manufacturer, asserting that 
there were valid grounds for 
terminating the contract. A busi- 
nessman—of any size—has the 
right to protect his good name, 
the court said. The manufactur- 
er’s reputation would have been 
in jeopardy if he had a distribu- 
tor with a bad one. 
Citation: Best Co. v. 
national, 252 Fed. 278. 


Inter- 
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Know your lien laws if you want to 
collect on an unpaid installation 


Be sure you know the lien 
laws of your state. Otherwise, a 
technicality may invalidate your 
claim to payment. 

Two plumbing contractors 
found this out the hard way. In 
one case, a contractor served a 


lien on the attorney of a property 
owner. Although the attorney 
had served as the owner’s agent 
and had handled all contracting 
negotiations, the court declared 
the lien void. Its decision was 
based on the fact that state law 








* * 


long time. 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A wholesaler took a plumbing and heating contractor 
to court, claiming that the contractor owed him $4,300 in 
past due bills, some of them going back two years. The 
contractor insisted he had paid the bills by cash and 
check, and his bookkeeper’s testimony backed him up. 

However, the contractor was unable to produce any 
receipts or cancelled checks. His defense was that he 
“didn’t bother to keep such things for more than a few 
months after payment.” Did his defense hold up in court? 
* * 

No it did not. The court ruled that where payments 
are in dispute, there must be tangible evidence in the 
form of cancelled checks or receipts to prove that pay- 
ment has been made. Since the contractor’s files con- 
tained neither, it must be assumed that the bills were 
still outstanding, the court said. The contractor was or- 
dered to pay the bills—and received a lesson on the im- 
portance of keeping adequate records for a sufficiently 


(Citation upon request from Domestic Engineering.) 
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required the lien to be served on 
the owner. 

“The statutory language must 
be observed literally,” the court 
said, in making its decision. 

How “literally” is indicated by 
another case. Here the contrac- 
tor served a lien on the husband 
and legal guardian of the prop- 
erty owner. He did so because 
the woman was in a mental in- 
stitution. Still, the court ruled 
that the lien should have been 
served on her, as the actual 
owner, and the contractor’s lien 
was declared void. 

Citations: Lustig v. Rockhurst 
Plumbing & Heating Co., 341 
Pac. (2d) 1018; Long-Bell Co. v. 
Dettinger, 902 P.622. 


‘Intent’ Makes an Oral 
Contract Binding 


To be binding, a contract 
doesn’t necessarily have to be in 
writing. Intent of contract is 
enough if it can be proven. 

In one case a contractor 
agreed to give his salesman a 
$50-a-week draw against profit- 
sharing at the end of the year. 
When he didn’t receive a share 
of profits, the salesman sued. 

In the litigation that followed 
the contractor admitted that he 
and his salesman had agreed to 
sign a contract. But, he argued, 
they had never gotten around to 
it. Since the agreement had 
never been consummated in 
writing, the contractor said, he 
was under no obligation to pay. 


=» The court disagreed. The fact 
that the salesman received $50 a 
week clearly indicated a verbal 
contract had been made. This 
was not invalidated by the fact 
that the agreement had not been 
put into writing. The contractor 
had to pay. 

Citation: Woodard v. Schwartz, 
5 Cal. Rptr. 231. END 
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CONVENTION DATES — 





CONTRACTOR ASSNS. . . . National 


Jan. 7-9—NARDA—Annual conven- 
tion of the National Appliance & 
Radio-TV Dealers Assn.; Edgewater 
Beach Hotel, Chicago. 


Jan, 28-31—ASHRAE—Semi-annual 
meeting of the American Society of 
Heating, Refrigerating & Air Condi- 
tioning Engineers; Park Plaza Hotel, 
St. Louis. 


Feb. 11-15—RACCA—Annual con- 
vention of the Refrigeration & Air 
Conditioning Contractors Assn.; Bilt- 
more Hotel, Los Angeles. 


Apr. 9-12—NOFI—Annual conven- 
tion of the National Oil Fuel Institute 
(held in conjunction with the National 
Oil Heat & Air Conditioning Exposi- 
tion); Conrad Hilton Hotel, Chicago. 


MANUFACTURER ASSNS. 


Dec, 3-7—NAHB—Annual conven- 
tion and exposition of the National 
Assn. of Home Builders; McCormick 
Place, Chicago. 


Dec. 7—NIWKC—Winter meeting of 
the National Institute of Wood Kitch- 
en Cabinets; Sheraton Hotel, Chicago. 


Dec. 18-19—NBHC—Annual meet- 
ing of the National Better Heating- 
Cooling Council; Delmonico Hotel, 
New York City. 


Jan. 22-25—NSPI—Annual conven- 
tion of the National Swimming Pool 
Institute; Stardust Hotel, Las Vegas, 
Nev 


Jan. 31-Feb. 2—HIPS—Home Im- 
provement Products Show; Cobo Hall, 
Detroit. 


Feb. 12-15—ARI Show—12th Na- 
tional Exposition of Air Conditioning, 
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May 8-11—MCA—Annual conven- 
tion of the Mechanical Contractors 
Assn.; Sheraton Hotel, Philadelphia. 


June 10-14—NAPC—A nnual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing 
& Heating Exposition); hotel not yet 
determined, St. Louis. 


June 18-20 — ASHRAE— Annual 
meeting of the American Society of 
Heating, Refrigerating & Air Condi- 
tioning Engineers; Deauville Hotel, 
Miami Beach, Fla. 


Oct. 14-18—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; (hotel not yet deter- 
mined), Little Rock, Ark. 





Heating & Refrigeration (sponsored 
by the Air Conditioning & Refriger- 
ation Institute); Great Western Ex- 
hibit Center, Los Angeles. 


Apr. 9-12—NOFI—National Oil Heat 
& Air Conditioning Exposition (held 
in conjunction with the annual con- 
vention of the National Oil Fuel In- 
stitute); Conrad Hilton Hotel, Chicago. 


Apr. 23-25—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn.; Greenbrier Hotel, White 
Sulphur Springs, W. Va. 


Apr. 29-May 2—LPGA—Annual 
convention of the Liquefied Petroleum 
Gas Assn.; Conrad Hilton Hotel, Chi- 
cago. 


May 13-16—CABRA—Annual meet- 
ing of the Copper & Brass Research 


Assn.; Homestead Hotel, Hot Springs, 
Va 


June 4-7—IBR—Annual meeting of 
the Institute of Boiler and Radiator 
Manufacturers; Seaview Country 


Club, Absecon, N. J. 
Nov. 5-9 — NWAHACA — Annual 


convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Netherland-Hilton Hotel, Cincinnati. 


Nov. 11-15—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Hollywood Beach Ho- 
tel, Hollywood Beach, Florida. 





WHOLESALER ASSNS. 


Jan. 28-29—PHWNE—Annual con- 
vention of the Plumbing & Heating 
Wholesalers of New England; Shera- 
ton Plaza Hotel, Boston. 


Feb. 9-12—ARW—Annual conven- 
tion of the Air Conditioning & Re- 
frigeration Wholesalers; Biltmore Ho- 
tel, Los Angeles. 


Feb. 18-21—WDA—Annual conven- 
tion of the Wholesale Distributors 
Assn.; Statler-Hilton Hotel, Dallas. 


Mar. 25-28—SWA—Annual meeting 
of the Southern Wholesalers Assn.; 
Americana Hotel, Bal Harbor (Miami 
Beach), Fla. 


Apr. 1-3—MAWA—Annual meeting 
of the Middle Atlantic Wholesalers 
Assn.; Shoreham Hotel, Washington, 
Dt. 


April 25-27—CSA—Spring meeting 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Supply 
Assns.; (hotel not yet determined), 
Washington, D. C. END 





New Oil Burner for Gas 
Equipment Announced 


HARMERVILLE, Pa.—An oil burner 
that can be installed in existing 
gas-fired equipment has been de- 
veloped by the Gulf Oil Corp. 

The device uses an “air-aspirat- 
ing” nozzle through which air is 
pumped at low pressure, a company 
spokesman said. Heating oil is 
mixed with the air, becoming a fine 
mist which is ignited. 

The company is offering the 
invention royalty-free and on a 
non-exclusive basis to interested 
manufacturers. 

To date, Gulf says, 38 licensees 
are adapting the burner design to 
their appliances. 
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PARTNERS IN PROFIT 


At left, William G. Carson, owner of Carson Plumbing Co., 
Tampa, and Stanley A. Supplee, Gerber Regional Sales 
Manager, enjoy a round of golf at the Palma Ceia Golf 
»* and Country Club. 
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“Bill, what are the builder requirements 
in your market?” 


“Builders are most conscious of quality at a price, Stan. I am 
convinced that Gerber is a cinch to get the bids. Gerber 

has more to offer—a complete quality line, to meet all needs, 
that is more than equal with the higher priced competition 


without cutting profits.” 
GERBER & 


Stee/ Enamelware Shower Stai/s 
"Plumbing Fixtures for The Mighty Middle” 
Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Illinois 


5 Factories: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., West Delphi, Ind. * Export Div.: Gerber Int'l. Corp., 500 Green St., Woodbridge, N. J. 
Check 041-224 on Reply Card 


,. Cast lron Enamelware Vitreous China 








CUTS rimeim No. 360 Cutter, 
shown here, cuts "’ to 2”’ pipe and 
conduit —up to 1” rod. Extra-wide 
rolls keep cutter straight for perfect 
high-speed tracking. Cutter stays back 
out-of-way when not in use. 


DRIVES GEARED THREADERS 
Compact, Ritaim No. 300 Power 
Drive has plenty of power for up to 
12” geared tools. New Ritaatp Close- 
Coupled drive shown here, for Nos. 
141 and 161 Jam-Proof Threaders 
eliminates Univérsal Drive Shaft .. . 
saves working space. 


THREADS immip No. 535 
Quick-Opening Die Head locks 
in position on easy-sliding Car- 
riage to thread \”’ to 2” pipe... 
4’ to 2” rod. No slow back-off 
... dies release at flip of lever. 
Any Rttaip Machine Pipe and 
Bolt Die Head may be used. 


THREADS 
CLOSE 
NIPPLES 


No. 310 Carriage is so 
designed that by using 
a Rita No. 19 Nip- 
ple Chuck you can 

» thread even close nip- 
ples right on the job... 
no waiting for nipples 
of special lengths. 


REAMS 300 Power Drive 
does all the work. Heat 
treated cutting edges of 
Ritaip ‘‘LonGrip’’ Reamer 
won’t dig in . . . produce 
smooth pipe or conduit walls 
in seconds. 


AND IS EASY 


TO MOVE with 

the aid of the Trans- 

porter, one man can 

easily move a RIZAaID 

300 Power Drive with 

its No. 1206 Folding 

Stand attached. Set- 

up is fast and easy. 

Stand’s integral 

tool tray locks 

legs in position, 

g .g forming rigid 
c“-*. work base. 


Save Time and Increase Your Profits 
on Every Job. See and Try This 
Biggest ‘Threading Machine" Bargain 
at your Supply House! 


Check 042-225 on Reply Card 
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Made wy ALCO 


OF CAST IRON AND STEEL 


£ pa WAY VALVES ce aes 


2 to 3 tons 


for all reverse cycle systems 3: to 5 tons 


+4WB6-79 Capacities 


3 to 5 tons—Refrigerant 12 


Features ’ : 5 to 7 Vz tons—Refrigerant 22 
‘ 


® fine machining and precision honing ¢ 
of cast iron slide and steel outer shell— 

NO PLASTICS ARE USED. 
® operating tests of 300,000 cycles 
without failure to shift and without loss 


of tight seating—tests made by inde- 
pendent laboratories. 


tem is in operation with a 300 PSI 
differential. 





® shifting (change cycle) while the sys- yo a7 | 
| . 


© rapid shifting—to shorten change- 
over time and therefore shorten defrost 
cycle. 


® the shifting of the valve independent 
of any pressure drops, and efficient 
shifting under any combination of 
operating conditions. 


® mounting in any position—except 
with the pilot valve upside down. 


Call your Alco wholesaler — 
write for Specifications. 





® BUY SECURITY 
© BUY QUALITY 
°® BUY ALCO 








The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors 
Solenoid Valves ° Suction Line Regulators © Flooded Evaporator Controls and Reversing Valves 
Check 043-226 on Reply Card 
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Yes, that just about sums it up for the SHERWOOD No. 
86-A Ball Cock, except to add that the entire SHERWOOD 
Line of lowdown, high tank ball cocks represent a standard 
of quality long established by the founders of the SHER- 
WOOD BRASS WORKS wherein it was de- 

termined that a well made product, rated PRWoo 
from its basic design on up through its vari- SBS 
ous production procedures, could do no Ja 
other than render the wholesaler, the dealer 
and the customer the very best of service 
for many years to come. 


DerRoIT 


Manufactured Only by 


SHERWOOD BRASS WORKS ss tx suerwoor we 


86-A sh left, and 

6331 E. Jefferson Detroit 7, Michigan the Ne. 77 ball cock, Prag 

. are a distinct one pin, trou- 
Established 1903 ble-free assembly. 










SHERWOOD 
ANTI-SIPHON 
NO. 86-A 
BALL COCK 









ANTI- SYPHON BALL - COCK 


Check 044-227 on Reply Card 
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Sunbury Youth and Community Center’s new ice rink will provide a five-month continuous skating season 
despite outside temperature variations. Over 10 miles of SpanGrid Steel Pipe circulate the refrigerant in the rink. 


10 miles of SPANGRID Steel Pipe installed 
in new Sunbury Community Center Ice Rink 


Early in 1961, the new ice rink at the 
Sunbury Youth and Community Cen- 
ter, Sunbury, Pa., opened for skating. 
The rink area is 85’ x 185’, and over 
10 miles of SPANGRID Steel Pipe are 
used in the refrigeration system. The 
pipe is covered by a concrete slab so 
that the rink surface may be used for 
summer recreational activities. 


REPORT FROM THE ARCHITECT 


Architect Stan Seiple, Jr., of Sunbury, 
reports, “Our sPANGRID Pipe order 
arrived in excellent condition. The 
pipe ends and interiors were smooth. 

“More than 6,000 welds were re- 


ou? 
ARMCO N 


V 


quired during fabrication, and we did 
not encounter a single problem with 
the pipe. The whole system passed the 
hydrostatic test with no leaks. We 
know it is a fine installation which will 
give us years of dependable service.” 


SPANG QUALITY ASSURES 
DEPENDABLE JOBS 

SPANGRID Pipe is ideal for skating 
rinks, and for radiant heating, snow 
melting and refrigeration jobs, too. Its 
uniformity through quality-control 
manufacturing gives you easy bending, 
cutting, threading and welding. It’s 
worth trying. Contact your nearby 


SPANG Pipe Distributor for service. 

SPANGRID Steel Pipe is one of the 
many fine products produced by 
National Supply Division, Armco 
Steel Corporation, 
Two Gateway 
Center, Pittsburgh 
22, Pennsylvania. 


Steel’s Symbol 
of strength, 
long life, 

and economy 


Architect: Stan Seiple, Jr., Sunbury, Pa 
Mechanical Contractor: 

The Frick Company, Waynesboro, Po 
General Contractor: 

C. F. King, Inc., Sunbury, Pa 
Spang Distributor: 

Busser Supply Company, Lewisburg, Pa 
Pipe Supplier 

Sunbury Supply Company, Sunbury, Po 


ational Supply Division 


Check 045-228 on Reply Card 








Texas Joke No. 356AA 


One of those rich Texans was 
showing off his new sportscar. 

“I suppose it’s air condition- 
ed,” his neighbor said, obvious- 
ly unimpressed. 

“No,” replied the sportscar 
owner, “but I keep a couple of 
them cool in the refrigerator.” 


Water Water Everywhere 
—Except in Paris 


Nobody ever went really thirs- 
ty in Paris, but some people may 
have gotten a little dry before 
this past summer was over. 

A rainless spring dropped 
Paris’ water supply to a new low, 
and in some sections of the city 
there wasn’t enough pressure to 
get the water above the second 
floor in multi-story buildings. 

Frenchmen were particularly 
concerned because summer and 
early fall always brings those 
“strange” Americans—who not 


only but 


bathe in water daily, 
even drink the stuff. 


Deflation at Last! 


For years an armored car has 
driven into the basement of the 
city hall in Dallas without en- 
countering any trouble. 

Recently, though, it ground to 
a halt as its top ripped loose 
on an overhead heating duct. 

An inspection showed why— 
the truck had new tires, and the 
heavier tread raised it too high. 

Only a heating contractor who 


e The lighter side of the news 


was on the scene could figure out 
the proper solution. He let some 
air out of the tires. 


A Long, Tall Job 


A 32-year-old air conditioning 
job will be completed this year. 
It’s in the complex of New 
York buildings called Rockefel- 
ler Center. Since World War II, 


in our industry 


new skyscrapers added to the 
center have had air conditioning 
installed as an integral part of 
their construction. But older 
skyscrapers had to be converted 
floor-by-floor so as not to disturb 
daily business. 

The center now has a cooling 
capacity of 25,355 tons, twice 
that of any other building group. 

The lengthy process began in 





nace,” 


down, Mr. 





Oh, Brother! 


“I want to report that my brother has fallen into the fur- 


said a little girl’s voice over the police telephone. 

Officers and rescuers rushed to the home of William 
Hinz in Salina, Kan. to find him lowering his 5 year-old 
son, Jimmy, down a furnace duct via a rope. Ten feet 
Hinz explained to the horrified beholders, 
was 2-year-old Alan, who had unfastened the register 
and fallen inside while searching for a lost television 
knob. Maureen, age 6, had alerted the police. 


=s Jimmy turned out to be the hero. He unfastened his 
rope and tied it to Alan, who was then hoisted up. The 
rope was lowered a second time, and up came Jimmy. 

No injuries. What’s more, there’s no need to clean that 
duct—only Alan and Jimmy! 
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1932, when Radio City Music 
Hall put an extra kick into its 
famed line of chorines—the 
Rockettes— with 592 tons of re- 
frigeration. It’s been a matter of 
degrees ever since. 


Coal Drive Scuttled 


It’s the job of the National 
Coal Board in England to sell 
consumers on using coal as fuel. 
Recently it published a beautiful 
brochure relating coal’s many 
advantages. Some 250,000 copies 
were sent out before somebody 
called attention to a small tech- 
nical error: 

The illustration showed a boil- 
er that uses oil. 


Plumbing Contractor 
Sued for Love Theft 


In Heidelberg, Germany, a de- 
serted bridegroom has launched 
an unusual court complaint. 

It all started when he and his 
fiancee rented an apartment just 
before the wedding. It was an 
old building, and they decided 
to remodel the bathroom. 

They called in a plumbing con- 
tractor to do the job. Then the 
trouble began. The sweethearts 
couldn’t agree on the color of 
the tile or make up their minds 
about the fixtures. The argu- 
ment grew heated and the 
groom-to-be left in a huff, slam- 
ming the door behind him. 

He returned an hour later to 
apologize. His fiancee announced 
that she had decided to marry 
the plumbing contractor. 

Now the bridegroom is suing 
the contractor for alienation of 
his sweetheart’s affections. 


Lady Jackleg Is 
Tired of It All 


Don’t bring your daughter up 
to be a jackleg—only misery will 
result. 

That’s the moral of the sad 
story told by a plumbing contrac- 
tor’s daughter to Ann Landers, 


nationally syndicated columnist 
(Please turn to page 50) 














NBER 


Would you buy insurance from 
a company you never heard of? 
Probably not. Because you want, 
above all, protection you can 
depend on .. . and you're more 
likely to get it from the well 
known, well established 
company. 

Similarly, your customers are 
buying “insurance”. . . protec- 
tion against flood water damage 
... When they buy a sump pump. 
They, too, want protection that 
can be depended upon. And you 
can provide it, with Penberthy 
... the best known name in sump 
pumps. Penberthy . . . the name 
that’s been synonymous with 
dependability since 1886. 


Penberthy, what’s more, offers 
one of the most all-inclusive 


sump pump lines on the market. 

. vertical or submersible . . . 
pumping capacities for every 
need... features as required... 
prices from $57.50 list up. Lead- 
ing plumbing wholesalers stock 
Penberthy . . . leading mechani- 
cal contractors install Penberthy. 
How about you? 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Company 
PROPHETSTOWN, ILLINOIS 





Check 047-229 on Reply Card 
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“ARI. 

paid me 

for this 
testimonial— 


a hundred 


times x DIRECTORY 
P CERTIHED 


— UNETARY ay 
AgR-CONDITIONER® 


Mr. Louis E. Bake, Air-Conditioning Dealer,* says: 


“Selling with the A.R.I. Directory is 
easter, faster, more profitable.” 


How profitable? Ask Louis Bake, who uses the ARI Directory regularly, 
finds it a big help in closing sales, and a major factor in his company’s 50% 
sales increase in 1960. 

“When I show customers that the unitary system I’m recommending is listed 
in the ARI Directory, and certific J under the program of this national asso- 
ciation, I add authority to my presentation. 

“IT point out how the equipment is carefully rated under the Certification 
Standards, that this rating is subject to checking at any time by the Institute 
through an independent testing laboratory in New York. Result: I back my 
sales talk with the authority of the Air-Conditioning & Refrigeration Institute, 
give my prospects more confidence in what I say. 

“T thought selling with the ARI Directory couldn’t be beat—until I saw the 
new ARI Consumer sales piece, ‘How to Buy Central Air Conditioning.’ This 
is a must for any dealer who wants to tell his prospects the how and why of 
central air conditioning. It tells the full, technical story in words John Q. 
Public can understand, and helps any honest dealer sell a quality system.” 


Free copies of both the A.R.I. Directory and “How to Buy Central Air 
®Mr. LOUIS E. BAKE is Conditioning” are available from: 


Giles Semana Sas: ot AIR-CONDITIONING & REFRIGERATION INSTITUTE 


Washington, D. C. Department D-1211, 1346 Connecticut Avenue, N.W., Washington 6, D. C. 


Check 048-230 on Reply Card 
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THRU 


HIGH PRESSURE i} me 


ing lever 


No. 81 34" 


Special heat- 


resistant 


Relief Valves (Maga =- 


MEET ALL A.S.M.E. Ae 
CODE REQUIREMENTS 


Brass seat 


WHEN SAFETY of life and property are at stake 
only the best is good enough. Give your customers 
safe protection of water heaters and storage tanks 
of domestic water supply systems. Install the No. 


81 - 34”, or the No. 181-1” Thrush Safety Relief 


Valve. Look at these features: 

1. A.S.M.E, rated and National Board listed. 

2. Positive opening, tight closing, low fallback. 

3. Works like a water relief valve should. 

4. Will relieve steam if an emergency occurs. 

5. Spring protected from water by special seal. 

6. Weatvesictent water eeel. Ulustrates simplicity and quality construction. 
% High heat-resistant silicone disc will not stick, swell, 


warp or distort. 


This valve is built for years of dependable service " “ 
yet costs no more than most valves without these _ a No. 81 - % 
outstanding features. Ask your wholesaler today P ond 
or write Department A-]2 for more information. No. a ” 
No. ta “atu PER HOUR Ez HIGHLY RATED 

75 1,040,000 — DEPENDABLE 
81 -%4" 100 1,340,000 ‘ ™ VALVES 

125 1,640,000 a 
150 1,940,000 
75 2,475,000 
100 3,170,000 


125 3,865,000 Quality Hydronic Heating Specialties 
150 4,560,000 























H. A. THRUSH & COMPANY * PERU, INDIANA 


Check 049-231 on Reply Card 
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Between Ourselves 





(Continued from page 47) 
whose specialty is giving advice 
to people in trouble. 

A woman who signed herself 
“Getting Tired” wrote Ann that 
she took over as “temporary 
maintenance man” when the 
janitor in a four-family building 
owned by her and her husband 
quit several years ago. She’s still 
got the job. 

“I’m a plumber’s daughter,” 


she said, “and I know how to fix 
things in that line. I can also fix 
air conditioners and do a little 
carpentry.” 

(She also wallpapers, paints, 
cans vegetables and takes care of 
six children.) 

Her trouble: “Even though I 
work so hard, I can’t get a few 
dollars out of my husband for 
any personal use. If I ask for 
money for a permanent wave or 





Ends grease and odor problems | 


a must for every plumber’s kit | 








Cloroben is the all-in-one waste system chemical that safely 
and easily dissolves grease deposits in drains and drain lines, 
cesspools, septic tanks and drain fields. Not a caustic or an 


acid, not an enzyme or bacteria additive, Cloroben quickly 
emulsifies grease, fat, soap and detergent accumulations and 


washes them away. Cloroben eliminates obnoxious waste 
odors, too, by controlling the cause. 


Cloroben means high profits and customer satisfaction. Write 
us about your tough problems, and for further details: Cloro- 
ben Chemical Corporation, 115 Jacobus Avenue, South Kearny, 


New Jersey. 


CLOROBEN’ 


Check 050-232 on Reply Card 





a new pair of shoes, he says 
‘wait until I die. You'll get 
everything.’ ”’ 

Ann Landers told “Getting 
Tired” to take on one more job— 
collecting the rent. And, she ad- 
vised, stop acting like a journey- 
man. “At the rate you’re going, 
lady,” she said, “you'll die and 
he'll get everything.” 


All That Glitters ... 


City fathers of Wells Ford, 
New Zealand, discovered their 
new $160,000 fire station had 
completely modern plumbing— 
but no water supply! 


Tom Sawyer 
Wasn't So Cool 


If the wonders of life on the 
Mississippi lured Tom Sawyer to 
run away in the good old days, 
think what temptations await an 
adventuresome lad in 1962. 

Those river tow boats are now 
being air conditioned against 
summer heat as well as winter 
chill. Dunham-Bush room con- 
ditioners were installed in the 
pilot house and engine room 
control area in one recently- 
launched tow boat. 

A remotely located package 
chiller furnishes water when 
cooling is needed. The same pip- 
ing system is used to deliver 
steam when heat is required. 

That “Ole Man River” must 
know somethin’ — that workers 
roll along much faster when 
they’re comfortable. 


What's in a Name? 


The New Yorker magazine 
tells about a Long Island resi- 
dent who is still shaken up by an 
incident now several months old. 

He was watching the Presiden- 
tial inauguration on television 
when his youngster burst in ex- 
citedly and said: 

“Mr. Kennedy’s on the phone!” 

The father rushed breathlessly 
to the phone—then remembered. 
Mr. Kennedy was the local 
plumbing contractor. END 
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CORNER SUPPORTS 


LIGHTNING” 


Installation 


AN EXCLUSIVE KINTRIM SPEED FEATURE 


Just tap in the KINTRIM frame’s pre-cut 
corner tabs for safe, sure, sink support. All 
it takes is one man, one screw driver and 
one minute. And because it takes so little, 
KINTRIM means more profit per job. 
KINTRIM’S wide flange and stronger 
Pat. Nos. 2,440,741 and 2,502,553 ridged corners assure a longer lasting water- 
tight seal, too! 


KINKEAD 


empnoustTReees 
INCORPORATED 


PIIZZZ 


Main Office and Plant 
5860 N. Pulaski Road, Chicago 46, Illinois 


Branch: 5250 W. 102nd St., Los Angeles 45, Cal. 


Check 051-233 on Reply Card 
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Q. What do you mean, Ray, by 
“Waste Heat’? 


A. A “Waste Heat system” is a 
none-zone system—one thermo- 
stat controlling heat for the en- 
tire house. 


Q. Why do you call it a “Waste 
Heat” system? 


A. Simply because so much heat 
is wasted. As we all know, in 
order to keep the living-room 
warm, all the rest of the house 
must be heated to the same de- 
gree or hotter. 


Q. That’s typical of most of to- 
day’s homes. What’s the solution? 


A. The solution is Edwards Zone 
Control using Edwards Motor- 
ized Valves which automatically 
regulate the hydronic heat in in- 
dividual zones. The home owner 
will save money on fuel bills—as 
much as 30%. 


Q. I’ve heard that some contrac- 
‘tors have experienced trouble 
with motorized valves. What 
about that? 


A. Edwards uses sealed mercury 
switches which are superior to 
mechanical switches. Mercury 
switches assure _ trouble-free 
function of the valves. Thou- 
sands of our valves have been 
working perfectly over the na- 
tion for a number of years. 


Q. What do they look like? 


A. The next column shows an 
illustration of four Edwards 
Zone Valves mounted on an 
Edwards boiler. As an alternate, 
they can be mounted in each 
zone in the baseboard. 


Q. Is your system good for 
buildings other than residences? 
A. Of course—apartments, mo- 
tels, commercial buildings—you 
can install Edwards Zone Con- 












EDWARDS 
ENGINEERING 
CORP. 


Pompton Plains, N. J. 
TEmple 5-2808 


PACKAGED HYDRONICS 
THROUGH YOUR DISTRIBUTOR 





YES, 


SEND ME A COPY 
OF YOUR FREE 
210 PAGE 
HANDBOOK-CATALOG CITY 





Ray Edwards answers some questions on: 


THE DIFFERENCE (nw pottars anp cENTs To you) 
BETWEEN HYDRONIC ZONE CONTROL 
AND “WASTE HEAT’ SYSTEMS 





trol in them all at a fine profit 
to you and complete satisfaction 
to your customer. 


Q. What do you mean when you 
say your Zone Control system 
can mean dollars and cents tome? 


A. A Zone Control system, in 
itself, is a quality system on 
which you make more profit. In 
addition, if you sell a two-zone 
system, for instance, your cus- 
tomer will be so pleased the 
chances are good he will come 
back to you later for additional 
zones. 


Q. What other profit opportuni- 
ties are there for me? 


A. Use half-inch baseboard tub- 
ing instead of %”. Because the 
Edwards packaged hydronic 
heating system has a circulator 
designed for modern baseboards, 
you can use %” baseboard tub- 
ing instead of the usual %”. 
(I.B.R. ratings show that the 
%” element has a slightly higher 
output per lineal foot than the 
%”). This means less cost to 
you for tubing and fittings and, 
in addition, much less labor costs. 
Half-inch tubing can be easily 
bent whereas %” needs con- 





siderably more fittings. You can 
save as much as $36. per house. 
With this savings, you can sell 
your customer on Zone Control 
for his house—two zones at 
least. By the way, we have just 
reduced the cost of %” by 9¢ 
a foot. 


Q. What about baseboard radia- 
tion — do you make that as 
well as your boiler and valves? 


A. Yes, as I indicated, Edwards 
offers a package system—every- 
thing from one manufacturer. 





Here’s an illustration of Ed- 
wards baseboard radiation fea- 
turing our unique box-fin ele- 
ment. It is widely imitated in 
the industry. It is available in 
these colors: white (which can 
be repainted any color), copper- 
tone and wood-grain. We offer 
long-length baseboard — up to 
20 feet. Long-length baseboard 
radiation covers go in fast. 


Q. What kind of help do you 
have available for contractors? 


A. Our 210 page handbook-cat- 
alog contains complete details 
and specifications on Edwards: 
boilers, zone valves, baseboard, 
and packaged silent cooling. It 
also shows you the ad mats we 
have available for your own 
advertising, as well as merchan- 
dising aids, signs and mailing 
folders. Use the coupon below 
to send for your copy. 








NAME 








COMPANY 





ADDRESS 















STATE 














DE-12 
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RAISE PROFITS 


with this new Du Pont power-cleaning unit for burnouts 


You can prevent costly call-backs on refrigeration burn- ——|New 


outs—just use this new portable unit designed by Du Pont. Ey 
It does a fast, thorough first-time cleaning, by complete ) Fa ugg 22 





Another help on burnouts is 


? : : : Du Pont's new Acidity Test Pa- 
pressurized recirculation. And it uses Freon-11*, the most per**. It tells you quickly and 


effective, selective solvent available for oil and grease. r - surely when the solvent in your 
When you recharge the system, Du Pont's improved NM pass beg hermetic burnout unit has be- 
light-weight ‘‘Zephyr’’ cylinders make that job a lot easier = |= come too acid for use. See your 
too. Both the burnout unit and the ‘‘Zephyr”’ can increase Ms a er ae eee 
your profits and your reputation for good service. Ask 


your local air conditioning and refrigeration wholesaler ® premium quality 
who sells ‘‘Freon”’ for details. REFRIGERANTS 


*FREON and F- followed by numerals are Du Pont’s registered trademarks for its fluorocarbon compounds. —ao 
**Patent Applied For BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
Check 053-235 on Reply Card 
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“‘We get calls worth $275 and more from our Yellow 
Pages advertising!’’ say A. Pentel and R. Horwitz, part- 
ners, North Side Plumbing and Heating Co., Minneapolis, 
Minn. ‘‘We get about 45 calls a week for service. 75% 
of these calls result from our Yellow Pages advertising. 
We've been in the Yellow Pages since 1929. This year, 
the major portion of our advertising budget is in the 
Yellow Pages. | guess that proves how much we believe 
in the power of Yellow Pages advertising.” 


Display this emblem. It builds your business! 


Check 054-236 on Reply Card 


REPAIRS AND 
REMODELING 


Budget Payment 
Plone Aveilable 


TAKE UP TO 
3S YEARS TO PAY! 


1724 Plymouth Av W 


Display ad (shown reduced) runs under PLUMBING — CON- 
TRACTORS. Call the Yellow Pages man at your Bell Telephone 
Business Office to plan your business-building program. 
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VALU E What Price Quality? Less than you think. Price Pfister 


plumbing brass is more than competitive with other national brands. This 
is made possible through the efficiency of highly automated production, 
the use of only the finest materials, plus continuous inspection. Quality 
is true value, and Price Pfister has become the by-word for quality in the 
plumbing trade. So make Price Pfister your buy-word. You'll always get 
the finest! 


PRICE PFISTER PRODUCTS INSTALL EASIER, WORK BETTER, LAST LONGER. 


Sold only through wholesalers. Warehouses in these principal cities: Birmingham, 


Alabama e Boston, Massachusetts e Chicago, Illinois e Dallas, Texas e Detroit, 


Michigan e Kansas City, Missouri e Minneapolis, Minnesota e St. Louis, Missouri 








BRASS MFG. CO. 
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Clover-East Avenue Apartments, Rochester, N. Y. 


In a housing project such as this, pencils are sharpened all down 
the line . . . owner, architect, builder and contractor. Every dollar 
spent must buy a dollar’s worth of value and then some. 

Furthermore, the capital investment can’t be risked by using 

oor quality materials merely to ‘‘save money.” Apartments must 
* built to last in order to be a paying proposition. That’s why 
Revere Copper Water Tube was specified for the drainage, 
plumbing and heating lines in these apartments. It gives the 
owners top quality at the least possible cost. 

Time and time again plumbing and heating contractors and 
builders tell us they can install copper for less than rustable pipe, 
because it is easy to handle and install, lends itself to prefabrica- 
tion, requires only solder joints which are leak-proof and can be 
made in the tightest corners. 

For a top quality job at least cost, ‘go’ copper . . . all the way. 
Be sure to ceoaily Revere, oldest name in copper, newest in 
installation techniques. Revere’s new movie will show you how. 
Ask your local Revere office about it. 


LS ih. A ae 








{Above)—Roughing in of bath. Note neat installation when you use Revere 
Copper Water Tube. Architect: MICHAEL J. DE ANGELS. Gen. Contr.: 
WILMORITE, INC. Plumb. & Heat. Contractor: H.P. LENHARD & SONS, INC. 
Revere Dist.: ROCHESTER PLUMBING SUPPLY CO.., INC. All of Rochester, N.Y, 


IT’S NEW! IT’S FREE! IT’S A MUST! 


Revere’s 16mm, 30 min., sound-color motion picture, “COPPER TUBE 
IN BUILDING CONSTRUCTION.” First and only film to cover entire 
subject of proper copper piping practice. Covers full range of 
building applications and proper joining techniques. Now available 
for group showings. Descriptive folder on request. We will be glad 
to help you with sales meetings. Write your local Revere Office Today! 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Ave., New York 17, N.Y. 


Mills: Rome. N.Y.; Baltimore. Md.; Chicago and Clinton, Ll; 

Detroit, Mich.; Los Angeles, Riverside and Santa Ana, Calif.; New 

Bedford and Plymouth, Mass.; Brooklyn, N.Y.; Newport. Ark: 
Ft. Calhoun, Neb. Sales Offices in Principal Cities. 


Distributors Everywhere 


(Above)—No trouble at all to install copper 4” to 6” vent lines. One man can 
handle a 20’ length with ease. Shown ares DWV and water supply lines 
installed in attic. 16,979 Ibs. of Revere Copper Tube (DWV and “L") were 
used in this project in sizes ranging from 2” to 6". 


Check 056-238 on Reply Card 


56 


DoMESTIC ENGINEERING, DECEMBER 1961 








DomMEstTIc ENGINEERING, DECEMBER 1961 





pressure 


greater 
benefits 


Check 057-239 on Reply Card 


a new 
Submersible 
series with 
new sales 
features 


DEMING 


@ SMOOTH, corrosion-proof Fianite®, ex- 

clusively Deming, is used in diffuser and 

other important components. Water fric- 
tion is reduced. 


@ STAINLESS steel pump shaft is 

flatted on two sides for a positive 

drive of the impellers. Spline shaft 

couplings keep pump and motor 
shaft in perfect alignment. 

@ SEND today for your free bul- 

letin on Deming Submersible 

Pumps and Water Systems 
—Bulletin No. 6700-F. 


DEMING 


DIVISION CRANE CO. 


1286 Broadway 
Salem. Ohio 





Two flexible plastic pipes 


GUARANTEED to stop 
your water-pipe problems 


SACHIN Ochiai hichiche 
(salem let. 


WARRANTY 


Golden Jet 100# CS197-60 Series III Type Ill in sizes 4%” through 2” is designed specifically 
for use as drop lines with jet pumps and cold water distribution pipe for domestic, municipal 
lications. When installed as drop pipe or service lines in 
hs 


nt warranty, The Yardley Pla will, ii 
1 fen te of Nation, supply g to 
p older of the warranty 
Pump Pipe: 
- a. 4 qWontity of new Golden Jet equal te thet proven te be defective, free of charge 
“ * and freight prepaid. 
. b Payment for all direct labor chorges incurred on the site in removing the defective 
* drop pipe and replacing with new Golden Jet, plus $10.00 te cover operation of 
w4 equipment 


te and trom the job site. 





Distribution Lines: 


CS) 97-60 SERIES Ill TYPE 3 a. A quentity of new Golden set equal to that proven te be detective, free of charge 
os end freight prepeid 
if b Payment for oll direct labor charges up te 50< per linear feet incurred on the site in 
* removing the defective distribution pipe ond replacing some with new Golden Jet. 
J 4 On expiration of the fire year labor warranty, or if Golden Jet is used for other purposes than 
outlined above, the standard Yardley warranty will apply 
“Yardley Golden Jet is guaranteed against rot, rust and electrolytic corrosion and free from 


fects in and workmanship. Note: The manufacturer's responsibility under its 
to the furnishing of sufficient plastic pipe and fittings to replace 








standard ¢ limited 
materials acknowledged to be defecti 


e e a 
... for use with single and i TEE 
EY ENE EY EN PY EN EN EY EYE YEN EY 


multi stage jet a d Introduced in 1959 in a limited number of 


e ° H ° sizes, more than four million feet of Golden 
cold-water distribution lines Jet pipe have been sold and installed — yet 


not one reported failure. Now, Golden Jet is 
produced in all sizes, 4” through 2”, and its 
warranty is expanded to cover both jet pumps 
and distribution laterals up to 100 p.s.i. 


, % Se a A RE A A 
FASASASASRS ASO SES ORES en eaeS YA 


WARRANTY 


Black Diamond—75# CS197-60—Series I] Type Ill, flexible pipe in sizes 4” through 2” is 
primarily recommended for cold water distribution pipe for domestic water systems. It is also 
recommended for other cold water applications, which due to their design operate at low velocity, 
with @ minimum amount of surge. When Black Diamond flexible pipe is installed in accordance 
to the recommendations on the reverse side of this warranty, The Yardley Plastics Company 
will, if its Black Diamond pipe fails within five years from the date of installation, supply the 
following to the holder of the warranty 


a, 4 qwentity of Block Diamond flexible pipe equal te that proven te be defective, free 
* of charge ond freight prepaid. 


p, Pevment for all direct lobor charges up to 50¢ per linear foot Incurred on the site 
* im removing the defective distribution pipe ond replecing seme with the replece- 


CS 197-60 SERIES II —TYPE 3 , mont mane 


On expiration of the five year warranty, or, if Black Diamond flexible pipe is used for other 
than outlined above, the standard Yardley warranty shall apply. It ix ax follows 
“Yardley Black Diamond is guaranteed against rot, rust and electrolytic corrosion and free 
from def material and workmanship, Note; The manufacturer's responsibility under 
its stand: rantee is limited to the furnishing of <uflwient plastic pipe and fittings to 


; fs 4 | d , > replace Ta knowledged to be defective 
eee ° r ° m e st i . Cc ie] = WwW a te r For Jet Pump drop lines, Use Golden Jet, it's guaranteed Jor your protection 


YARDLEY PLASTICS CO., 142 Parsons Ave., Columbus 15, Ohic 


distribution lines REXEL NI ea 


Black Diamond is made of the same high- 
molecular-weight polyethylene with the same 
quality standards. It is produced in sizes 14” 
through 2” to meet the requirements of lateral 
distribution lines with maximum allowable 
pressures up to 75 p.s.i. 


YARDLEY PLASTICS CO., 142 Parsons Avenue 
COLUMBUS 15, OHIO 


Check 058-240 on Reply Card 
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“CHALLENGE AND RESPONSE” de- 
scribes the process of civilization’s 
growth, a contemporary historian says. 

Whether we’re talking about such 
vast reaches of the total human experi- 
ence as the advance of civilization in 
today’s space age—or whether we lim- 
it ourselves to the growth and prosper- 
ity of just one industry—this basic 
interplay of challenge and response 
remains. It remains because without 
challenge there is no growth. Chal- 
lenge is incentive. It’s inspiration. It’s 
motivation. 


«What we're getting at here is this: 

ae The water systems segment of our in- 

A specu dustry in 1962 will enter what is per- 
>» ofa haps its most challenging — and in 

i in od : many respects potentially most re- 
warding—period in its history. How 
the individuals who make up this in- 
dustry, and the industry itself, re- 
spond to these challenges will, of 


course, determine how rewarding the 





period will be. 
Let’s take a brief look at the chal- 
lenges. 





The years of the free-flowing dollar 
for the water systems industry, when 
expanding rural modernization trig- 
gered a constant windfall of virgin 
sales, have just about run their course. 
Like many other industries, water sys- 


e More Money 
stems and Related 
t Year... 
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Outlook ‘62: A Special Report 
on Water Systems 


tems must compete in a largely “saturated” 
market in 1962 and the years beyond. 

The prime future prospect for the water sys- 
tems salesman is the man who wants or needs 
to replace his old system or the homeowner in a 
subdivision beyond city mains. They’re a dif- 
ferent breed of cat to make a customer of than 
the farmer who beat down the dealer’s door 
during the heyday of spreading rural electrifica- 
tion—a period of roughly 25 years. The indus- 
try has not yet reached them effectively, as static 
sales figures over the past five years show. 

They require a different approach—the “cre- 

ative” sale. And whether or not the industry 
can adjust successfully to this fact is one of its 
primary challenges in 1962. 
*It's not the only one, however. In recent 
years, there have been some pollution problems 
that have tended to put the private water system 
in disfavor with public health authorities, Indi- 
vidual cases of water pollution have gotten into 
the headlines, giving the private system a “bad 
press,” Public health and other authorities tend 
lo encourage the idea that the private system is 
desirable only where a central souree ia out of 
the queation for economic reasona, They tend to 
HWHpose iMereaaing restrictions on the individual 
ayetom aa Hot being aubjeet to enough super 
Vision and henee in constant danger of contami 
Hation, 

Doe any of this mean a possible business 
letdown in 1962 and beyond? Tt doesn't have to, 


It simply means that the water systems contrac 


continued 


tor-dealer—and the wholesaler and manufactur- 
er behind him—must take a new look at, and, 
perhaps, a new approach to, his market. He 
must respond in a new way to a new challenge. 
There must be a shift in his business strategy. 


®"In 1962 and the years beyond, the man who 
sells water systems most successfully can’t be 
solely a “water systems dealer.” In addition to 
his sales capabilities and his technical know-how 
on pump installations, he’ll have to become fully 
conversant with the water problems in his area 
and what to do about them—both those requir- 
ing treatment (such as pollution or potential pol- 
lution) and conditioning (such as hardness, 
alkalinity, ete.). 

He’ll have to familiarize himself with testing 
techniques to discover these conditions. He’ll 
have to know what types of treatment and con- 
ditioning equipment are on the market to correct 
the problems and how to apply and install them, 

In other words, the water systems dealer of 
today will have to be the “water expert” of to- 


Morrow aa well aaa “oreative salesman, 


*®Leta explore this point of creative replace 
ment selling more thoroughly, Mor yeara, be 
dvuae of expanding rural electrification, the 
“Hhaht of eity folk to the auburba,” 


eral availability of produeta that had been aoaree 


and the gen 


during the war period, the water ayatenme indus 
try-like many othera——wae in a eeller’s market, 
Now the induatey has entered an era in whieh 


the new market continues to be an important 
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factor, but in which the replacement sale is the 
big item. 

The replacement potential is great because 
many of the 15 million water systems installed 
during the period of the seller’s market are ob- 
solete. They’re not necessarily obsolete mechan- 
ically, although a large and growing number 
of them are 12 years old or more—the generally 
accepted age at which a water system “wears 


out.” They’re obsolete because they can’t deliver 


all the water called for by modern water-using 


appliances. 


*This replacement market calls for greater 
emphasis upon the creative sale—the sale in 
which the contractor-dealer takes most of the 
initiative and creates a desire for the benefits of 
a given product. It’s up to him to convince po- 
tential customers that they do in fact need a 
bigger and better water system, 

The average householder or farmer tends to 
think there’s nothing wrong with his water sys- 
tem as long as it’s still working, He may be so 
accustomed to poor water delivery that he doesn’t 
realize how much it could be improved or how 
much comfort, convenience, improved stock pro 
duetion, ete, would be hia if his water syatem 
could support several more wateruaing appli 
anoea, Ta up to the contractordealer who wants 
Nin Duaiiews to tell hin 

The role of the replacement aale in the future 
Market expansion of our induatey was eloquently 
stated by the president of the Water Systeme 


Couneil, Louie Wovar, at a seminar on water 


Domestic ENGINEERING, DeceMBeER 1961 


systems recently sponsored by this publication. 
Wozar said: 

“The key to our replacement market will be 
found in our answers to these questions: 

“How can we create replacement sales even 
before an ‘obsolete’ system needs repair? Or 
is it true that the only time you've got a good 
prospect for a replacement is when a pump fails, 
the owner has kicked it a few times and then has 
been forced to call in a serviceman? 

“I think we must all agree that many owners 
of private water systems need a new one before 
the old one falls apart. If we are to approach 
this market creatively, we must sell the present 
owner of an undersized private water system a 
new way of life. We must show him that there 
are many water-using appliances he can’t have 
now because he doesn’t have enough water or 
enough pressure. 

“In addition to a better way of life for his 
family, we must sell many of these people on 
more profitable ways of farming that can be 
achieved with more water under greater pressure 


from a replacement water system, 


*"For too long we have been looking at the age 
at the private water ayatem as a measure of our 
replacement potential--whereas, actually, the 
water avatem becomes obsolete when it faila to 
meet a need or fulfill a deaire, 

hia idea of “oveative selling’ that we've been 
talking about-—and the compelling need for 
bringing it more vigorously into the marketing 


of private water systeme—-is not a theoretical 





Outlook '62: A Special Report on Water Systems (continued) 


idea, but a completely practical one. It calls for 
increased emphasis on merchandising, on adver- 
tising, on display, on vigorous personal sales- 
manship, on the increased use of special sales 
tools such as financing. It calls for new or re- 
newed emphasis upon add-on sales such as big- 
ger water heaters, washing machines, new 
kitchens, bathrooms, heating systems, etc. that 
are made possible with adequate water delivery. 

Creative selling means using the new water 
system to sell water-using appliances. And con- 
versely, it means using the potential benefits of 
water-using appliances to sell a new and bigger 
water system. 


#In short, creative selling calls for responding 
in new ways to new sets of circumstances. For 
the contractor-dealer who’s already doing some 
or most of the above-mentioned things, it may 
mean doing them more vigorously. For the one 
who hasn’t found it “necessary” to do much 
merchandising so far, it may mean embarking 
upon new activities for the first time. 

Beginning with this issue and continuing into 
next year, Domestic ENGINEERING is launching 
a new series of articles on how to make more 
money in water systems. A list of some of the 
subjects to be covered appears on page 79. 
They ll include not only strong emphasis on 
merchandising to the replacement market and 
cultivating the new market, but also technical 
articles on installation and on coping with water 
pollution problems and problems of government 
control and regulation. 


"Among the articles we're featuring this month 
is the story of how one rural contractor is suc- 
cessfully meeting today’s challenges. This con- 
tractor, Roy Linnemeyer, has built a $250,000 
annual gross in a business area that radiates 
from a town of 375 people—Liberty, Ill. He 
does it by applying all the basic principles of 
promoting and selling—and doing it with a flair. 
He does it by employing display, promotion, ad- 
vertising, public relations and personal sales- 


manship techniques that could well be emulated 


by contractors with much larger potential mer- 
chandising resources. 

He does it with a keen awareness of how to 
approach his rural market. Here’s one example: 
When he doesn’t have something special to pro- 
mote—such as the approaching heating season 
or participation in a home show—he creates a 
reason for having a special sale. 


® For example, he'll hold an “appreciation sale,” 
in which he offers special prices to show his 
“appreciation to his customers for their business 
all the rest of the year.” His sincerity and 
warmth of personality comes through in all his 
advertising and goes a long way toward drawing 
customers in. 

He adds special inducements such as a hog- 
weight guessing contest (with a free frozen pig as 
the first prize); a display of the area’s “first gas- 
fired air conditioner—in operation;” a cooking 
school for the ladies, and “free gifts for all” 


($705 worth in one recent sale). 


=But just in case there are still some disinter- 
ested folk, his sales promotion might add a 
clincher like this: “All this is going on just 
across the street from the Liberty Legion Inde- 
pendence Day Celebration.” He shrewdly lists 
the attractions of this latter event—“‘free enter- 
tainment, free fire works, carnival rides and 
chicken dinners.” So folks who come to town for 
one event, can take in both. 

This is creative selling at its best. Roy Linne- 
meyer’s story, which begins on page 64, contains 
many more ideas for selling with flair, imagina- 
tion—and results! 

We hope you'll find this story of a small-town 
contractor with big ideas, as well as the other 
articles in this and subsequent issues, helpful to 
you as you develop your own strategy guide for 
building a bigger and more profitable business 
—not only in water systems and related products, 
but in all your goods and services. A vigorous 
application of these principles can help you to 
get more out of your business in 1962—and in 


the other challenging years ahead. END 
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“OUR NEW LOOK in ‘62 calls for more publicity on 
the advantages of a private water system and closer 
agencies,” 


liaison with government 


- 


council presi- 


dent Louis Wozar tells a DE editor. 
Breeden (right), secretary-manager of the council, out- 
lined the association’s 1962 plans during the interview. 


Wozar and Richard 


Water Systems Council 
Plans Big Push on Pumps 


New program will feature larger membership, selling 
tools for contractors and improved public relations 


“THE WATER SYSTEMS industry 
is on the move! It’s going to 
move forward in 1962 by giving 
its immediate attention to all 
marketing, technical and public 
relations matters that need ac- 
tion!” 

This is how Louis Wozar, new- 
ly elected president of the Water 
Systems Council, summarized his 
association’s plans for bolstering 
the market for water systems in 
1962 at the recent fall meeting of 
the council. 

In an exclusive interview with 
DE editors following the meet- 
ing, Wozar and Richard Breeden, 
the council’s secretary-manager, 
told DE about the group’s plans 
to improve the industry’s public 
image, as well as its “relations” 
with government. 

These plans include expanded 


DomEstTIc ENGINEERING, DECEMBER 1961 


technical programs and market- 
ing, research and public relations 
activities, Wozar said, and are 
part of the “new look” prom- 
ised for the industry last spring 
when the old National Assn. of 


Domestic & Farm Pump Manu- 
facturers changed its name to the 
Water Systems Council. 
At that time, council members 
also voted to open membership 
(Please turn to page 100) 


Prime movers in the council program 


M. T. Jensen 
Aermotor Corp. 


Sam Bunis 
Goulds Pumps Ince. 


Dick Reeves 
Decatur Pump Co. 


THESE MEN are among the pacemakers for the Water Systems Council’s 1962 
programs: Jensen is first vice president, Bunis heads the council’s marketing 
committee, and Reeves is chairman of the technical committee. 
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He Built a 
Quarter 
Million Dollar 
Volume in a 


Town of 375 


Roy Linnemeyer found the 
formula for profit. He mixes 


generous portions of home 


spun philosophy with high- 


powered promotions to net 


li percent on sales 





x NZARD...TELLS HIS SALES SECRETS ( 








b 3 


A BUCKET of water and two lengths of clear plastic pipe are all you 
need to demonstrate the self-priming features of a shallow well 
pump. Linnemeyer, left, is making the system perform for a customer. 
It's one of two live pump displays in his store. 


- 


i ~* hee Gas 
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who went broke in the ranch- 

ing business because when- 
ever he drilled for water, all he 
struck was oil. 

He could have learned a thing 
or two from Roy Linnemeyer, a 
plumbing and heating contractor 
in rural Illinois. 

Linnemeyer produces gushers 
of water for his customers—and 
a quarter of a million dollar an- 
nual gusher of sales in water 
systems, plumbing, heating and 
other products for himself. 

He does this in Liberty, IIl., a 
community centered around a 
town of 375 people! It’s north of 
St. Louis and about 20 miles east 
of the Mississippi. 

This year Linnemeyer will 
gross $250,000, netting 11 percent 
on an average markup of 33 per- 
cent. Water systems sales num- 
ber an even 100 units, account- 
ing for $30,000 of the gross. 
Plumbing, heating and cooling 


I’ Texas, they tell of a man 


LINEN E So 
| 


work adds about $75,000 more. 
The other $145,000 comes from 
retail sales of appliances, hard- 
ware and general farm supplies, 
L-P gas, a coin-op laundry, and 
rental of large tents to small 
fairs and other public gatherings. 

While Linnemeyer is a “small- 
town contractor,” businessmen 
anywhere could take a page or 
two from his sales philosophy. 
His imaginative advertising, pub- 
lic relations flair, personal sales- 
manship and sense of participa- 
tion in the life of his community 
would strike a responsive note 
anywhere. 


# Roy Linnemeyer is a far cry 
from the stereotype of the sleepy 
country shopkeeper sitting com- 
fortably in front of his cracker 
barrel with nothing to do but 
wait for business to come through 
the only door in the area. He’s 
a clever showman who mixes 
standard principles of merchan- 


dising with an acute knowledge 
of his surroundings and how to 
sell his customers. 

Some of the recent Linne- 
meyer promotions—which ex- 
emplify his application of these 
principles—are shown by the il- 
lustrations in these pages. 

His ads and promotion pieces 
feature door prizes, cooking 
schools, special prices, entertain- 
ment, and product shows—and 
include anything and everything 
from guess-the-weight-of-the-pig 
contests to stagecoach rides. 

The result is a flow of traffic 
that would make the face of 
many a big-city merchandiser 
green with envy. 

Linnemeyer allots 3 percent of 
his gross business for advertising 
and promotion. For a major pro- 
motion, he’ll buy from one to 
four pages in country newspa- 
pers and reprint the ads for mail- 
ing to all area boxholders. 

His techniques work. For his 


WATER 
SYSTEMS 
REPORT | 
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continued 


THE BUSINESS DISTRICT in Liberty, Ill. is just three blocks long, 
and the enterprises of plumbing contractor Roy Linnemeyer 
occupy nearly a third of it. 

Sign at left points up the features of his plumbing business. 
Next in line is his Cozy Corner coin wash. Many of the women 
who use it sooner or later buy a washer, dryer or some other 
product from Linnemeyer’s The next two buildings headquarter 
the water systems, plumbing, heating, hardware and farm sup- 
ply portions of his business. 

This complex of buildings is more than just a “general store.” 
Displays and merchandising aids on the inside (following 
pages) are on a par with most “big city” plumbing operations. 
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WHAT DOES IT LOOK LIKE? Customers want to know, and 
Linnemeyer shows them with a display of 18 water sys- 
tems (two are live ones) on his showroom floor. Mixed 
in are filters, chlorinators and other related equipment. 


WHAT CAN IT DO? Submersible pump capacity is news 
to most buyers. Linnemeyer says they don’t realize how 
much water they can get from even a half horsepower 
model. In this operating display, the submersible is in 
the left corner of the water tank. Gauge shows pressure. 


continued 


latest in-store promotion, Linnemeyer drew more 
than 400 people, sold three water systems and 
more than $5,000 in other merchandise. A recent 
outside promotion—held in conjunction with a 
Lion’s Club convention—drew 4,500 people and 
resulted in the sale of $6,000 in merchandise. 

How does he manage to stir up so much re- 
sponse? For one thing, he doesn’t wait to be 
prodded into a promotion. If there isn’t an obvious 
occasion, he thinks something up. 

A good example of one of Linnemeyer’s special 
events is the “Appreciation Day” sale illustrated 
on page 69. (Appreciation Day was held “in 
appreciation of your past business with us.”) 
This is what the promotion included: 

1. A new product show with a gas-fired air 
conditioner “in operation” and a cooking school. 
The show featured two new heating and cooling 

(Please turn to page 68) 


WERE PLEASED To 


EXTEND YOUR CREDIT FOR 30 DAYS 


4; 
4 


NGER THAN 
9E ASK ABOUT OUR 
‘4 


mS! 
3 > DAYS P EA S 
A FINANCE PLANS 


B IC AND FH 

WAVE MOT ke FEA MAL Oo 

WTS. AINIEREST CHAR 
YOUR ACCOUNT 
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FINANCING: Linnemeyer boosts time-payment plans 
in store signs and in ads. He also has an arrange- 
ment with the bank to extend credit to customers. 
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SOFT WATER at Linnemeyer’s coin-op laundry 
prompted this woman to inquire about home soft- 
ener while her washing was in progress. Women 
using coin laundry come to the store frequently to 
look around, ask prices and features of equipment. 


BECOME A WATER EXPERT, Linnemeyer says, or you 
may lose ground in selling pumps. He says the day 
is fast approaching when the water systems dealer 
will need a strong working knowledge of contami- 
nation problems and their solutions. Purification 
equipment (below) is pushed by Linnemeyer where 
shallow wells or open sources of water are used. 





KEEP YOUR MEN well 
informed on product 
features and installa- 
tion and _ servicing 
techniques, Linne- 
meyer says, and 
theyll produce more 
profit for you. 

His men are sent 
to factory or distrib- 
utor training schools 
once a year. He also 
holds monthly ses- 
sions in his store, 
such as the one here. 


continued 
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continued 


Looking for Promotion Ideas? 


These “stunts” bring people from miles around—people who 


stop, look and buy. They can do the same for you 


(Continued from page 66) 
product lines with a large head- 
line proclaiming: “Never before 
shown to the public within 100 
miles of Liberty.” In 
type it adds: “As far as we can 
determine.” 

2. Free gifts and door prizes. 
Door prizes included a water 
heater, floor polisher, carving set, 


smaller 


a 40-piece silverware set, a blan- 
ket and $480 in gift certificates. 

3. A chance to win a fully- 
dressed frozen pig by guessing its 
weight. Kids with parents could 
get a free piggy bank, too. 

4. An auction, held in a big tent 
erected outside the Linnemeyer 
store. Several water systems 
were sold to the highest bidders. 


5. Special sale prices on a vari- 
ety of items. These included the 
choice of an automatic stock 
watering device at half price with 
the purchase of a water system. 
Another feature was an offer of 
20 percent off on space heaters, 
plus a free blanket on a heater 
purchase. 


One portion of the 4-page ad 
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TRADE-IN OFFER helps stimulate new replacement pump 
sales for Linnemeyer. The used pumps are reconditioned 
in his shop and usually sold as second or third systems 


to farmers requiring a supplementary source of water. 
These advertisements (shown one-third actual size) also 
illustrate Linnemeyer’s use of manufacturers’ ad mats. 
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APPRECIATION DAY DRAWS 1,000 PROSPECTS: “In ap- 
preciation of past business,” Linnemeyer staged a special 
product show and sale last July 2. In a 4-page flyer (12 
by 18 inches), he offered to show a “gas-fired air condi- 
tioner in operation,” a cooking school, free gifts for all 
($705 worth at this sale), a chance to win a fully dressed 
frozen pig by guessing its weight, a free piggy bank to 


all children accompanied by parents, a free water test 
and a host of product specials—including the sale at 
auction of a water system and other products. As an 
added inducement to attend, his flyer pointed out that 
the Liberty Legion Independence Day Celebration was 
being held across the street—with “free entertainment, 
free fire works, carnival rides and chicken dinners.” 





announcing the promotion 
dramatized the fact that “water 
systems of greater capacity than 
those in use 32 years ago can be 
purchased today for 20 percent 
less cost.” 

Appreciation Day coincided 
with the Liberty Legion Inde- 
pendence Day celebration held 
just across the street. Linne- 
meyer, always on the lookout for 
ways to boost his own crowds, 


DoMEsTIC ENGINEERING, DECEMBER 1961 


used the special features of the 
legion celebration—free enter- 
tainment, fireworks, carnival 
rides and a chicken dinner—to 
attract an even greater number 
of people to his own event. 

Linnemeyer holds at least one 
major in-store promotion such as 
Appreciation Day each year, and 
a yearly minimum of two outside 
promotions. 

The two outside promotions 


this year were held at the annual 
Lions Club celebration and the 
annual meeting of the area’s 
electrical co-op. 

Linnemeyer used the same pat- 
tern at both events: 

He set up a big display of 
plumbing, heating and water sys- 
tems, plus other merchandise. 
The display included fountains 
and “waterfalls” made with tanks 
and pumps. Then, he advertised 
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that all merchandise would be 
sold to the highest bidders. 

The results? Linnemeyer says: 
“T’ll lose three or four $5 bills 
from items going below cost, but 
this is more than made up by the 
other sales. 

“This year I showed 30 major 
items at the co-op meeting and 
sold them all. The Lions conven- 
tion followed the same pattern. 
We sold three water systems and 
did a total business of about 
$6,000. At these affairs, nine out 
of 10 people who buy water sys- 
tems will also buy some related 


state 
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products, such as a water heater 
or an automatic stock watering 
device. This means that we get 
the piping job too.” 

In between his big promotions, 
Linnemeyer advertises consist- 
ently, using copy themes as 
shown in the illustrations. 

Here 
meyer 


are some other Linne- 
promotions that have 
helped him become the “water 
wizard” of southern Illinois: 
Spring Heating Show: For this 
promotion, Linnemeyer had 
$4,000 worth of heating equip- 
ment on display for two days in 


April, from 9 a.m. to 10 p.m. 

He gave away $300 in door 
prizes, including a floor polisher, 
gas water heater, a water system, 
seed corn and a gym set. 

He offered FHA loan terms on 
heating units, advertising that 
buyers didn’t have to pay until 
September 1. (The sale was in 
April.) 

He offered a thermometer free 
to each family interested in a 
heating system who brought in a 
drawing and 
their home. 

Free stagecoach rides and re- 


measurement of 
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Facing page: 


“TEN PERCENT OFF on everything in the store’ was the 
offer during a recent “open house” promotion (far left). 
Typically, valuable free gifts and door prizes were of- 
fered to those attending. In the promotion flyer at near 
left, Linnemeyer announced the grand opening of his 
Cozy Corner Coin Wash and used the occasion to an- 
nounce his appointment as a direct factory Maytag dealer. 


COMPETES WITH THE CHAINS: Everything from rifles to 
reverse-trap water closets were offered in Linnemeyer’s 
fall sale. The wide variety of products at sale prices— 
and special coupon inducements, such as the battery offer 
—are merchandising appeals used by Linnemeyer to com- 
pete with similar offers by the chains. The promotion 
piece was 4 pages, full color, standard newspaper size. 


freshments were also part of the 
heating show. 

Fall Open House Sale: This 2- 
day promotion began with free 
gifts of charm bracelets, gold car 
keys, caps, pocket rulers, dough- 
nuts and coffee. 

Door prizes included an LP- 
gas table lamp, tools, kitchen sets, 
blankets and thermometers. 

There was a cooking school, 
with a free cake given away 
every two hours. 

Also, Linnemeyer advertised 
“10 percent off on everything in 
the store, except items that al- 
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ready have special sale prices.” 

Grand Opening: When Linne- 
meyer was ready to open his 
coin-operated laundry, he held a 
special sale in connection with 
the opening and his appointment 
to a Maytag dealership. 

He offered three “free washes 
and dryings” to each family and 
valuable gifts to each 25th person 
registering at the laundry. 

The portion of his ad announc- 
ing the new dealership carried 
this clever bit of copy: “See your 
favorite salesman—Bill, Bernie, 
Norman or Gary— at our store 


all day Saturday. They have a 
quota to meet. Since Roy will be 
at the new laundry and not at the 
store to check the deals, these 
boys will be trading wild.” 

Linnemeyer sees nothing but a 
bright horizon for his water sys- 
tems business and feels that con- 
ditioning and purification are 
“the coming things.” 

He chlorination 
where shallow wells are used for 
drinking water, or where drink- 
ing water is drawn from open 
sources such as ponds. 

He tries to sell the package—a 


believes in 
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STAGE COACH RIDES and $300 in 
door prizes were extra inducements 


offered to those who attended spring 
heating show. 
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continued 


softener, iron filter, chlorinator 
and dechlorinator — wherever it 
appears feasible. 

“One thing we make sure of is 
to keep a careful check of shal- 
low well water,” Linnemeyer 
says. “We keep track of the wells 
and test them frequently for 
purity. Our advertising features 
these free tests. 


s “Purification will be a major 
market opportunity in the near 
future. We'll be ready. Anything 
we can do to provide more and 
better water helps build our 
whole business.” 

While Linnemeyer modestly 
admits that his continuous public 
relations and promotional ac- 
tivity—all geared to the custom- 
er’s interest and livened up with 
entertainment features—have a 
great deal to do with achieving 
that $250,000 annual volume, he 
also credits two other factors in 
his business setup. 

One is the fact that he carries 
so many “sidelines” of interest to 
a rural community. “If I didn’t,” 
he says, “I’m sure I’d lose many 
of my customers to the stores in 
Quincy, which is nearby. With its 
population of 40,000, it has much 
bigger stores and entertainment 
resources than we have here.” 


» Linnemeyer credits his water 
systems business with even more 
sales-pulling power: 

“While water systems account 
directly for about 12 percent of 
my annual gross, I think that at 
least 50 percent of my business is 
traceable to them. Water systems 
are, of course, practically the life 
blood of a rural area. If the vil- 
lage dweller doesn’t have enough 
water, under presure, it goes 
without saying that he can’t have 


enough hot water, he can’t have 
modern conveniences in the 
kitchen, he can’t have an up-to- 
date bathroom or laundry equip- 
ment for his wife. 

“For the farmer, inadequate 
water under pressure is even 
more crucial because it can have 
a serious effect upon his liveli- 
hood—his crops, his cattle, hog or 
poultry production and so on— 
besides all the home conven- 
iences. 


» “This is why I place so much 
emphasis upon water systems in 
my advertising. This is why I de- 
vote so much display space to 
pumps in my store—and why I 
keep two operating pumps con- 
stantly on display. It’s why I 
have a special promotion on 
pumps at least once a year. 

“It’s why I send my men to 
pump schools. It’s why I offer 
the best pump emergency serv- 
ice of which I’m capable. It’s 
why I have a pump test bench 
and maintain an inventory of 
hundreds of parts. 

“There’s no question about it. 
A pump is behind it all. I don’t 
really sell pumps, I sell all the 
things the water system makes 
possible, but I try to make sure 
that my potential customers 
know that a good-sized pump is 
one of their key possessions. 

“When I say ‘a pump is behind 
it all’ for my customers, you can 
also see that it’s behind a lot of 
my sales. In just one recent case, 
the sale of a replacement pump 
to a prosperous farmer led to a 
whole chain of add on sales.” 


= But this is another story. How 
Roy Linnemeyer built a pump 
sale into a purchase of $2,500 
will be told next month. END 
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WATER TREATMENT 


Dark horse creeping up fast: What's 
being done, what needs to be done in 


ONE OF THE BIGGEST challenges 
facing the domestic water sys- 
tems industry in 1962 and be- 
yond is coping with increased 
problems of pollution—both po- 
tential and real—as typified by 
the case of Sam Johnson. 

Sam, a substantial farmer on 
the outskirts of Dayton, Ohio, 
stared in disbelief when he got 
the news. 

“T just don’t believe it,” he 
said. “What can they mean, my 
well’s contaminated?” 

Two weeks before, a contrac- 
tor’s salesman had taken a sam- 
ple of Sam’s water and sent it to 
a laboratory for analysis. His 
aim was to perform a service 
that would make Sam feel good 
and help pave the way to the 
sale of a water softener. 

But the lab dropped a figura- 
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purification and conditioning? 


tive bomb. The water sample had 
a “bacteria count” and it had a 
“virus count,” the lab report 
said, making it unfit to drink. 
These were strange syllables to 
Sam Johnson. Since the days of 
his great-grandparents this well 
water had been as pure as the 
girl of his dreams, and Sam was 
a very clean-minded man. 

“My brother up in Minnesota 
has had some water trouble,” 
Sam protested to the salesman. 
“His water was declared unsafe, 
but that was because they had 
too many septic tanks in a small 
area. But look at my place. The 
septic tank is downstream from 
the well with plenty of sink. The 
well is deep and far away from 
it. I’m getting good Lake Erie 
water out of that well with 
hundreds of miles of filtration. 


Ist of a series 


How can my water be contami- 
nated?” 

Sam didn’t know it, but his 
problem was one of the most 
modern of the 20th century. Not 
far from his tri-level farmhouse 
he could see the broad rolling 
ribbons of a new interstate high- 
way. He and his neighbors had 
rejoiced when it was built, be- 
cause to the blessings of rural 
life it had added the gift of quick 
access — access to the cities of 
Cleveland and Cincinnati, with 
links to the far horizons. 

Sam didn’t know that this high 
road to adventure had brought 
with it a shortcut to trouble— 
because its mighty bridges rested 
on huge caissons that dug deep 
into the earth, through the hard- 
pan to rest on bedrock. Rainfall 
liked this route. It washed over 
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DE offers $75 for best answers to govern- 
ment critic of private water systems... 


WasuHincTon, D. C. — As you no 
doubt know, the Public Health Serv- 
ice is interested in the general sub- 
ject of individual water supplies. 
Increasing numbers of instances 
where such water supplies have been 
contaminated or polluted by septic 
tank effluent point up the seriousness 
of the problem from a public health 
standpoint. 

Currently, so far as I know, there 
are no absolute, simple devices, pro- 
cedures or techniques that can be 


applied to the individual household 
water supply in order to insure main- 
tenance of quality over extended pe- 
riods of time. 

In built-up subdivisions or fringe 
urban areas, it is our feeling that the 
problem of both water supply and 
sewage disposal can best be handled 
through the installation of commu- 
nity systems. Not only public health 
but economic considerations usually 
support this thesis. 


In rural areas where community 





continued 


the acres of farmland fertilized 
with animal manure and sprayed 
with weed poisons, then took the 
“concrete elevator” under- 
ground, through the holes 
punched by the caissons to bed- 
rock. charged 
with surface contaminants, be- 
came ground water, roaming the 


bedrock in search of Sam's wel). 


Surface water, 


= The source of Sam’s problem 
is probably more “spectacular” 
than the more common causes of 
private well pollution, but it 
does serve to illustrate an im- 
portant and basic point: 
Incongruous though it may 
sound, the increasing complexity 
of modern life is continually add- 
ing threats to the safety of our 
water supply. Industrial wastes, 
sewage and even radioactive 
substances are being dumped in- 
to our surface sources of potable 


water, such as lakes and rivers. 


While central systems, the 
principal users of surface water, 
are getting most of these new 
forms of contamination, some 
eventually be- 
comes ground water, particular- 
ly where the process is speeded 
up as surface water finds short- 
cuts—as in Farmer Sam’s case. 


surface water 


Furthermore, there’s an ever- 
increasing contamination of the 
soil and subsurface strata that 
traditionally have provided fil- 
tration and purification. Added 
contamination in such regions 
cuts purification power—so more 


and more surface contaminants 
are showing up in ground water. 


eThough modern technology is 
thus a major cause of potential 
contamination of the private sys- 
tem, it’s not the most important 
one. In its most familiar form— 
particularly in rural nonfarm de- 


velopments where homes are 


sometimes too close together— 
pollution of the private well 
comes from a nearby septic tank, 
if either the tank or the well or 
both are incorrectly constructed. 
With insufficient sink area, the 
septic tank contaminants seep 


into the potable water supply. 


=» When a case of such contami- 
nation is discovered, it often 
banner headlines. Too 
often, the result is not sensible 
correction. Rather, isolated cases 


are accepted as generalized con- 
ditions—and the private system 


makes 


has another black eye. 

The private water system’s 
“bad press” is something that 
must be taken seriously by the 
water systems industry, because 
it is also reflected in the official 
or semi-official attitude of public 
health and other government 
authorities. They have a basic 


distrust of the individual water 


Domestic ENGINEERING, DECEMBER 1961 








systems are not practical, the 

individual water supply must be 

relied upon by the home owner. 
Matcotm Hope 
Asst. Chief 

Div. of Environmental 

Engineering 

Dept. of Health, Education 

& Welfare 


Editors Note: 


Mr. Hope is a powerful voice 
in the field of environmental 
sanitation and his words carry 
considerable authority. 

His basic distrust of the private 
water system is typical of many 
public health and other author- 


ities who believe the private 
system is potentially dangerous 
to health because the average 
homeowner can’t be relied upon 
to keep his own system pure. 
This is true, these authorities 
feel, not only because the home- 
owner won't exercise constant 
surveillance, but also because 
“there are no existing techniques 
for insuring that a private sys- 
tem that was pure when installed 
will stay that way.” Only public- 
ly controlled systems under 
supervision are deemed safe. 
How would you answer Mr. 
Hope and other critics of the 
private water system? What can 


be done to “prove the case” for 
the individual system from the 
health and economic stand- 
points? What constructive steps 
would you recommend that 
would obviate the criticism? DE 
will pay $50 for the best answer, 
and $25 for the next best. 

Members of all segments of 
the industry are eligible to write. 
Ideas rather than writing style 
wil) determine the winner. 

Send your letter to the Editors, 
DomMeESTIc ENGINEERING, 1801 
Prairie Ave., Chicago 16. It must 
be postmarked no later than Jan- 
uary 31, 1962. The winners will 
be announced in our March issue. 





system except as a “last resort” 
where a central supply is un- 
economical) and, in recent years, 
‘they've tended to impose in- 
creasing restrictions on them. 
The presumption in govern- 
mental circles is that the central 
water system is under the con- 
stant surveillance of duly con- 
stituted authorities. As such, its 
potability at all times is presup- 
posed to be assured. The private 
system, on the other hand, is not 
under such watchful supervision, 
they say. Hence it is presumed 
to be in constant danger of po- 
tential contamination. 
a This view is succinctly sum- 
marized in a statement to Do- 
MESTIC ENGINEERING by Malcolm 
Hope. He’s assistant chief of the 
Division of Environmental Engi- 
neering and Food Protection of 
the Department of Health, Edu- 
cation and Welfare and one of 


Domestic ENGINEERING, DEcEMBER 1961 


the federal government’s most 
powerful voices in the field of 
sanitation. Mr. Hope’s statement 
appears above. 


« Now let’s sum up what all this 
means to the private water sys- 


tems industry: 

1, It means that the industry 
must take full cognizance of the 
real and potential pollution prob- 
lems facing it, in a wholly prac- 
tical and realistic way—neither 
exaggerating or glossing over 
them. 

2. It means that the industry 
must take preventive measures 
where possible or necessary to 
keep down the incidence of pol- 
Jution. 

3. It means that where pollu- 
tion problems occur, local indus- 
try representatives must cooper- 
ate fully with local government 
authorities to correct them as ex- 
peditiously as possible, to keep 


unnecessary fanfare and un- 
pleasant publicity to a minimum. 

4. It means that when a case of 
pollution hits the local headlines, 
industry representatives must 
assume a vocal] role—as spokes- 
men who help put the problem 
in its proper perspective and 
keep it there. They can do this 
by seeking personal interviews 
with newspaper editors, local 
health authorities, community 
leaders and so on, and explain- 
ing that just as “one swallow 
doesn’t make a summer,” so a 
case of well pollution doesn’t 
mean the private system is per se 
unsafe. 


sIn summary, it means a major 
shift in business strategy for the 
man who sells water systems. 
Whereas in the past he may 
have been content to be a “water 
systems dealer,” now he’ll have 
(Please turn to page 84) 
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Plastic Pipe: 

What You Can Do to 
Improve Its Performance 
in Water Systems Jobs 


ia A BLEAK DAY in January. Contractor John 
Smith mutters an oath as he sets his journeymen 
to digging in frozen ground to find out why a 
water system he installed last June has been 
steadily losing its ability to deliver enough water 
at the right pressure. 

It’s not the pump or any of its accessories, 
Smith knows, because he’s already checked out 
those possibilities. So now he’s investigating the 
well-to-house pipeline. 

When Smith’s journeymen reach the plastic 
pipe that was used for the line, they find that 
it’s split in a couple of places. They also find a 
few pin holes. The pipe has to be repleced and 
the profit Smith had originally made on the instal- 
lation—-and more besides—is lost. Even worse, 
Smith’s “public relations” is suffering—since the 
homeowner is thoroughly convinced that both 
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Smith and the private water system can’t really 
be trusted. 

Smith had used plastic pipe before, apparently 
with excellent results. What suddenly went 
wrong? 

The simple fact is that this was a price job, 
Smith admits to himself honestly. He had used 
a high-quality pump, accessories, etc., but he had 
compromised on the quality of the pipe. 

Smith recalled his conversation with the cus- 
tomer last June, when he had contracted for the 
sale. It went something like this: 

“We’ve got prices from a couple of other 
places,” the customer had said. “They all come to 
about $20 to $30 less than yours. Unless you can 
beat their price, we'll have to give our business 
to somebody else.” 

Smith knew that this particular homeowner 
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The story of a water systems installation 


that came apart at the seams—and a contractor 


who won't use poor quality plastic pipe again 


A TIP-IN SUBMERSIBLE PUMP installation with plastic pipe 
goes in completely assembled, with at least 10 minutes 
of waiting time between making the last joint and low- 


—a recent newcomer to the area who had just 
purchased the house—soon would be in the mar- 
ket for other work if he laid the groundwork now 
and went after the additional business later. 
With a new water system, the household could 
handle a new and bigger water heater. The kitch- 
en was old-fashioned. The house lacked a complete 
bathroom. There were other big sales potentials. 

So, for the sake of future as well as present 
business, Smith entered into the price competi- 
tion. 

He decided to use his top-line pump in the 
installation to assure top performance. Where 
could he cut corners? He talked price with his 
wholesaler salesman, who told him he had a good 
competitive pipe at 13 cents a foot less than the 
higher quality brands. 

“We stock this cheaper pipe to help contractors 
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ering the pipe and pump into the well. In the photo, 
installers for the Kogge Plumbing & Electric Co. of 
Moulton, Ohio, are doing the work. 


out in just such situations,” the salesman assured 
Smith, 

So Smith bought the pipe, got the job and 
thought everything was all set. But we know 
what happened. The pipe turned out to be un- 
lucky. It was off-brand and not of uniform qual- 
ity. In an operating situation, some of it failed to 
stand up. 

Fortunately for Smith, he’s a man who profits 
from experience. He resolved never again to 
compromise on the pipe he uses, not even for the 
sake of getting business from a price-conscious 
customer. 

Now when a customer wants to talk price, 
Smith takes a different tack. Instead of trying 
to meet a competitor’s bid, he convinces his cus- 
tomer that the higher-quality installation is really 
cheaper in the long run. His sales argument goes 
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WATER 
SYSTEMS 
REPORT 


like this: “Sure, I can cut the 
price for you, but it will have to 
be at the expense of quality. Are 
you sure you want to do it? 

I could use a _ lower-priced 
pump or cheaper components— 
pipe, for instance—and you prob- 
ably wouldn’t know the differ- 
ence. 

“But the fact is, it might turn 
out to be one of the most ex- 
pensive and inconvenient bar- 
gains you ever got in your life 
if something goes wrong. Why 
take that chance when, for just 
a few dollars more, you can get 
top-quality brand-name materi- 
als for everything that goes into 
your system?” 

Smith’s customers find this 
line of argument convincing, and 
he seldom loses a job because he 
can’t match prices. 


sThere’s a second moral to this 
tale—-which, by the way, is a true 
one — according to several pio- 
neer plastic pipe manufacturers 
with whom DE recently dis- 
cussed the subject. Here’s how 
Bob Rosel of Yardley Plastics 
Co. puts it: 

“The moral of this story can 
be applied just as convincingly 
to any product, of course. It’s 
the old story of quality vs. price. 

“But there’s an important dif- 
ference: In the majority of cases, 
when a homeowner buys a com- 
petitively priced product—say 
an appliance—he knows exactly 
what he’s getting. He knows 
that there are higher-priced lines 
and that he’s getting a cheaper 
one. This isn’t generally true of 
something like pipe—plastic or 
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otherwise—which is ‘part’ of an 
over-all installation. Here he 
has to depend upon the seller. 

“The seller, therefore, has an 
obligation to his customer to use 
only quality materials—or at 
least make the customer cogni- 
zant of the possible consequences 
of using cheaper materials. These 
consequences can be pretty cost- 
ly if the pipe has to be pulled or 
dug up. 


« “Furthermore, the installing 
contractor (and the homeowner) 
doesn’t save as much by using 
cheaper plastic pipe as might be 
believed. Let’s say the contrac- 
tor is going to install 100 feet of 
l-inch pipe. If he uses a pre- 


mium grade, it'll cost him about 
$17. If he uses a cheaper grade, 
it’ll cost around $7. If you put 
this in terms of percentages, the 
difference sounds great. But if 
you put it in dollars, the differ- 
ence is a $10 bill. 

“Now let’s assume that the 
trench for the pipe costs $40 to 
dig. If you add the price of the 
premium pipe, the total comes 
to $57. If you use the cheaper 
pipe, the trench still costs $40, 
but the total price is $47—the 
difference is the same $10 bill. 

“Ts there a homeowner who 
wouldn’t be willing to invest an 
extra $10 if he were assured of 
satisfaction that couldn’t be as- 
sured with an installation that 





Answers to your questions about... 


Plastic Pipe for Water Systems 


The following answers are 
based on the assumed use of 
high-quality plastic pipe bearing 
the seal of approval of the Na- 
tional Sanitation Foundation 
(NSF). Unless otherwise speci- 
fied, the answers apply to all 
types of plastic pipe used for wa- 
ter supply systems. 


Q. What types of plastic pipe 
are most generally used for wa- 
ter supply service? 


A. Polyethylene, acrylonitrile- 
butadiene-styrene (ABS) and 
polyvinyl chloride (PVC) are 
three principal types. According 
to our figures, flexible poly- 


ethylene pipe represents about 
75 percent of the total dollar 
market in the plastic pipe indus- 
try. 

This pipe has been mainly used 
since its introduction in 1948 in 
the transportation of water un- 
der moderate pressure and 
temperature conditions. 


Q. What are the essential dif- 
ferences between these types? 


A. The degree of flexibility is 
one major difference. Pipe man- 
ufactured from polyethylene is 
highly flexible, while pipe made 
from the other types is rigid or 
semi-rigid. There are other dif- 
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cost only $10 less? We don’t 
think so.” 

To help our contractor-readers 
improve the performance of their 
plastic pipe installations, DE 
presents below a “refresher 
course” on application and instal- 
lation techniques. For the latest 
data on plastic pipe, DE editors 
interviewed members of the Plas- 
tic Pipe Research Council. This 
is the “research arm” of the 
Society of the Plastics Industry, 
an organization of manufacturers 
concerned with improving the 
standards of plastic products and 
their acceptance. This interview 
is reported in question and an- 
swer form in the article that 
begins below. END 





ferences, of course, such as meth- 
ods of joining and ability to 
withstand pressure. 

ABS pipe is noted for its 
toughness, its impact strength 
even at low temperature, its di- 
mensional stability and its high 
heat resistance. 

PVC pipe is very rigid, has 
good dimensional stability, 
weathers well and will operate 
at a wide range of temperatures. 


Q. Why is one type used more 
than the others? 


A. The flexibility of poly- 
ethylene pipe and its resulting 
ease of handling has contributed 
to its popularity. Its early ar- 
rival on the market and its 
adaptation to use in jet wells and 
the widespread requirements for 
this use are one reason it has 

(Please turn to page 90) 
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Coming up in the series of DE 


specials on water systems... 


Should the Plumbing Contractor Add Well 
Drilling to His Business? 


What You Can Do About the Problems of 


Excess Air in Water Systems 


How a Replacement Pump Started a Chain 
Reaction that Netted $2500 in Related 
Business—and It’s Not Over Yet 


The Economics of a Pump Test Bench 


Memo to Big City Contractors: Why This Is 
a Good Time to Go Into Water Systems 


Maintenance Contracts: Use Service Calls 
as a Door Opener to Replacement Sales 


Which Pump for What Job? Product 
Application Tips 


Submersibles: Pros and Cons on Their 
Use in Shallow Wells 


Ten Contractors Tell Their Water 
Systems Sales Secrets 


A New Look at the Balance of Power: How 
to Keep the Chains from Cutting In on Your 
Water Systems Business 


Problem Clinic for Water Conditioning Jobs 


What the Experts Say About Selling Multiple 
Water Systems to the Same Customer 


The Place of the Individual Water System 
in Our Civil Defense Program 





Water Systems Report (continued ) 


Problems, Profit Potentials 
Explored at Water Conference 


ls the market for private water systems fading? Top 


industry people meet at 2-day seminar to find out. They 


- 7” 
see some problems—but also “‘great opportunities” for 


growth through more vigorous approaches to the market 


mre Ss 


Ware A 


THE SOUNDING BOARD: A unique innova- 
tion at the seminar was a “jury” composed 
of water systems contractor-dealers and 
wholesalers. Their job was to evaluate the 
practicality of the views presented by the 
panelists. The jury members were (front 
row): Wholesaler Al Larson (Batavia, Ill.), 
contractor Tom Webster (Kankakee, Ill.), 


contractor Charles Dye (LaPorte, Ind.) and 
contractor Arch DeLancey (Minneapolis). In 
second row are contractor Stan Green 
(Huntsville, Mo.), wholesaler Thomas Clark 
(Davenport, la.), contractor Bob Guthrie 
(New Berlin, Wis.), wholesaler W. E. Nuss 
(Lindsay Bros. Co., Minneapolis) and whole- 
saler Tom McDermott (Oshkosh, Wis.) 


It’s UNANIMOUS! The private 
water systems market is a big, 
but only partially-tapped, source 
of major business for plumbing 
and heating contractors who are 
looking for ways to 
profit potentials in 1962. 

This is the consensus of some 
of the industry’s top men who 
met last month in Chicago to dis- 


increase 
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cuss the future of the individual 
system in the nation’s water sup- 
ply picture. 

The setting was DE’s Water 
Systems Conference, a 2-day 
series of seminars sponsored by 
this publication which observ- 
ers said added up to one of the 
most intensive efforts in recent 
years to examine the problems 


confronting the industry. 

The cast of experts included 
dealers, distributors and manu- 
facturers representing the water 
systems and related industries, 
marketing and public relations 
experts, government officials, ed- 
ucators, editors, builders and 
others. They gathered to come 
to grips with some of the basic 
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technical, public relations, mar- 
keting and application problems 
facing individual water systems 
in the coming decade. 

Among the controversial areas 
explored at the conference were 
the “increasingly serious restric- 
tions” against individual systems 
by government agencies; public 
misconceptions of the health, 
safety and convenience factors 
involved in owning a private wa- 
ter system; new problems of wa- 
ter purification, conditioning and 
treatment; the need for a shift 
in sales strategy from a virgin 
to a saturated market; contami- 
nation problems caused by im- 
proper waste disposal, and the 
place of the private water system 
in the nation’s civil defense pro- 
gram. 

General chairman of the con- 
ference was Louis Wozar, presi- 
dent of the Water Systems 
Council and president of the Tait 
Manufacturing Co. Moderator 
was James Purnell, editor and 
assistant publisher of DE. 

The conference was composed 

(Please turn to page 82) 
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IN THE AUDIENCE at the seminar were about 75 contractor-dealers, 


distributors and manufacturers of water systems. They participated 
by asking questions of the panels. The panelists spoke from a 
stage at the front of the room (right background). The sounding 
board was strategically located at one side (middle background). 





Meet the Panelists 


PANEL 1: Selling in a saturated rather than a virgin market: 
How to make more replacement sales. Why wait for May? 
Let’s get out of the seasonal selling rut. 


Samuel Bunis, general sales manager, Goulds Pumps Inc., 
Seneca Falls, N. Y. 


James Hulse, manager of water systems sales, Barnes Manufac- 
turing Co., Mansfield, O. 


George Katzenberger, account executive, Cramer-Krasselt Co. 
(advertising agency), Milwaukee. 

Ken Lampton, assistant to the vice president of marketing, 
Franklin Electric Co., Bluffton, Ind. 


Jerry Matson, director of marketing, Sta-Rite Products Inc., 
Delavan, Wis. 


Robert Tanner, director of publications, Rural Electric Con- 
sumer Publications, Washington, D.C. 


PANEL 2: How can we solve the problem of government re- 
strictions on private water systems? Improving a “bad 
press.” How to increase product acceptance through a 
favorable press. 


Dan Blank, president, Bland-Rand Associates, Public Relations, 
New York City. 


Richard Breeden, secretary-manager, Water Systems Council, 


Glenview, Ill. (Continued on page 82) 
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Meet the Panelists (continued) 


Ben Determan, advertising and sales promotion manager, Red 
Jacket Manufacturing Co., Davenport, Ia. 


Ed Francis, real estate editor, Milwaukee Sentinel, Milwaukee. 
Donald Knudson, sanitary engineer, Water Supply Section, Ar- 
chitectural Standards Division, Federal Housing Administration, 
Washington, D.C. 

Joseph Schmitt, executive director, Plumbing-Heating-Cooling 
Information Bureau, Chicago. 

Fred Slater, public relations counsellor, Carl Byoir & Associ- 
ates, Public Relations, Chicago. 

David Williams, sales manager, R. R. Howell & Co. (distrib- 
utor), Minneapolis. 


PANEL 3: The coming revolution in water treatment: 
What’s being done, what needs to be done in purification 
and conditioning? The monkey on our back: What can be 
done about contamination of private wells caused by im- 
proper waste disposal? Are the critics of the private water 
system justified in their allegation that the private source 
of supply always stands in danger of contamination—and 
hence should be severely restricted in its use? 


William Anderson, product manager, Rated Aeration, The Chi- 
cago Pump Co., Chicago. 

Dr. Edward Bauman, professor of civil engineering, lowa State 
University, Ames, Ia. 

John Crane, chief engineer, Jobber Sales & Special Products, 
Calgon Co., Pittsburgh. 

Robert Davis, sales manager, The Deming Co., Division of Crane 
Co., Salem, O. 

William Lange, executive sales staff, San Equip Division, Vega 
Industries Inc., Wauconda, III. 

Russell Lewis, director of sales training, Fairbanks, Morse & 
Co., Chicago. 

Robert Oliver, vice president of marketing, Everpure Inc., Chi- 
cago. 

Frank Woodward, director, Division of Environmental Sanita- 
tion, Minnesota State Department of Health, Minneapolis. 


PANEL 4: Can we prove the case for the private water sys- 
tem in housing developments beyond the mains? The place 


of the private water system in our civil defense program. 


William Barnes, general sales manager, The F. E. Myers & Bro. 
Co., Ashland, O. 

Chauncey Carveth, executive director, Illinois Office of Civil 
Defense, Chicago. 


William Helene, advertising manager, Goulds Pumps Inc., 
Seneca Falls, N.Y. 


Frank Hickey Jr., vice president of sales, Tait Manufacturing 
Co., Dayton, O. 


Fred Hout, president, Barnes Manufacturing Co., Mansfield. O 


Art Swan, sales representative, Jacuzzi Bros. Inc., St. Louis. 


Thomas Thomson, Tomsinger Construction Co. (builder), Mil- 
waukee. END 





(Continued from page 81) 
of four seminars, each dealing 
with separate problems. A differ- 
ent panel was enlisted by DE for 
each seminar. (The subjects and 
the list of panelists are presented 
in the sidebar reading.) 

Lasting about 2 hours each, 
the seminars attracted a large 
crowd at every session. 

One of the unique features of 
the conference was a “jury” 
composed of dealers and distrib- 
utors who evaluated statements 
by members of the panel and 
added their own ideas to the dis- 
cussion. The jurors were hand 
picked for their success in water 
systems sales in “problem” areas. 
They put questions to the panel- 
ists from the “point of view” of 
the men who sell and install wa- 
ter systems products and hence 
must cope daily with such prob- 
lems. They represent 125 years 
of combined experience in mar- 
keting water systems. 


sWozar kicked off each panel 
with a summary statment out- 
lining the problems to be dis- 
cussed. In introducing the first 
panel, he said: 

“We could set a vacant place 
at this table today and entitle it 
‘Mr. Replacement Sale.’ We have 
been looking for the occupant of 
that chair for several years now, 
expecting him any minute, but 
he hasn’t really arrived. He is 
the man who doesn’t come to 
dinner often enough with the 
water systems industry ... 

“Mr. Replacement Sale repre- 
sents a facet of the sales picture 
in our industry that could spell 
the difference between gloom 
and boom for all of us. So we’ve 
got to find out what’s happened 
to him.” 

(Additional observations made 
by Wozar on the subject of sell- 
ing replacement water systems 
are contained in the editorial be- 
ginning on page 59.) 

Taking their cue from the 


statement, members of the panel 


(Please turn to page 84) 
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THE OTHER HALF OF THE 
STORY IS STOVER 


BECAUSE THERE ARE ‘PROS’ 
IN PRODUCTS, TOO... 


Pacemaker automatic water softeners, pioneered 
since 1924 for better performance in do- 
Whe o«°o mestic, commercial and industrial fields— 
a\\ —_ backed by factory-trained sales and service, 
professional research facilities, productive promo- 
tion. Stover fibreglass tanks carry lifetime guaran- 
tees on original installations. You can be sure that 
the water problem is solved when you're partners 
in profit with Stover. 


FOR DIFFICULT WATERS, IRON AND 
SEDIMENT, SPECIFY PACEMAKER MODEL 


PA 30FG 


Completely automatic downflow model—motor-driven 
3-cycle brass valve—hydro-syphon brining permits mini- 
mum use of clean pellet salt—pure white enamel finish— 
lifetime guarantee on both fibreglass tanks. 


Write or ask your Jobber. 


ee inane ahaa STOVER WATER SOFTENER 
WATER SOFTENERS AND FILTERS € °o MA PA N Y 


Pioneer and Pacemaker Since 1924 
St. Charles, Illinois ST. CHARLES, ILLINOIS 


Check 083-241 on Reply Card 
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Problems, Profit Potentials 
Explored at Water Conberence 


(Continued from page 82) 
went on to discuss the problems of “selling 
in a saturated rather than a virgin market 


and how to make more replacement sales.” 
Panelists also took up the difficulty of getting 
the industry out of “a seasonal sales rut.” 

The second panel dealt with the problems 
of government restrictions on private water 
systems and how to improve the industry’s 


, 


“bad press.” Tossing the problem of this 


session to the panelists, Wozar noted that 
“the average householder does tend to be- 
lieve that the private water system is a 
throwback ... 

“Many officials tend to look upon a private 
system as something to be accepted only as 
a last resort... 

“Correcting this type of thinking is a job 
for our industry. How are we going to do 
that job?” 


# Subjects of the third panel included puri- 
fication and conditioning methods and what 


can be done about contamination of private 
wells caused by improper waste disposal. 


of pollution of the nation’s water resources,” 
Wozar told the panel. 

“Ror the most part, our contamination 
problem stems from the fact that where we 
have a private well, we usually also have a 
septic tank for waste disposal. 

“What can we as an industry do about this 
‘monkey on our back’—the contamination of 


private wells caused by improper waste 


disposa)?” 


aIn introducing the subject for the fourth 
panel, Wozar said: 

“New subdivisions are spreading rapidly 
from the fringe areas of every American 
city, appearing almost overnight on land 
that only yesterday was a farmer’s back 40. 

“Each of these areas needs water for its 
existence as a community unit. 

“Can we demonstrate that the private wa- 
ter system has substantial advantages in 
filling this need?” 

The fourth panel also discussed the place 
of the private water system in the nation’s 
civil defense effort. 

Material from the conference will be used 
by DE to prepare articles dealing with the 


water systems industry, beginning with this 
issue. The series will continue throughout 


“We all know there is a growing problem 


Water Treatment 


(Continued from page 75) 

to become a water expert. He'll 
have to understand the real and 
potential water problems of his 
area. He'll have to know what 
testing and other techniques to 
follow to uncover them and what 
to do to correct them. 

Future articles in a_ special 
series on water treatment will 
cover every facet of what it 
takes to become a water expert. 
They'll include answers to such 
questions as the following: 

1. What are the main patho- 
genic causes of water pollution 
(bacteria, viruses, cysts, etc.) 
that are injurious to health? 
Where do they come from? How 
are they detected? How are they 
removed? 

2. What means are available to 
correct mineral or chemical con- 
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ditions that, while generally not 
injurious to health, still are un- 
desirable for other reasons— 
such as hardness, acidity, alka- 
linity, etc? These conditions are 
not as publicized as are the in- 
festations of live organisms, but 
they’re important. Hardness can 
create laundry problems. The 
presence of iron and certain 
other minerals can cause corro- 
sion or leave a constant stain on 
plumbing fixtures. Some miner- 
als affect the taste of water. 
Others give it an unpleasant 
odor or appearance. And so on. 


#3. What’s the answer to the po- 
sition taken by public health 
authorities that the private sys- 
tem is always in potential danger 
of contamination because the in- 
dividual homeowner doesn’t po- 
lice his system? Is a sustained 
preventive maintenance program 


the coming year. 


END 


of periodic inspection by water 
systems dealers on a contractual 
basis one answer? What, if any, 
are the limitations of such main- 
tenance controls? 

- 4. Is the correct location and 
proper construction of septic 
tanks and wells a major answer 
to the pollution (or potential 
pollution) problem? If so, what 
construction and installation spe- 
cifications should be followed? 


#5. Is the “package water sys- 
tem” that includes an automatic 
chlorinator or other purification 
equipment at the time of instal- 
lation the answer to the charge 
that even a system that’s safe at 
the time of installation may be- 
come polluted later? Is such a 
package economically feasible for 
the average consumer? Would 
the average purchaser of a water 
(Please turn to page 86) 
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Your business depends CONTROLLED VENTILATION 


on the performance of . | EASY-ACCESS CONNECTIONS 
the products you sell. PERMANENT LUBRICATION 


MULTI-SEALED WINDINGS 
Today, leading pump 
manufacturers design 


and build pumps that 


PRECISION-MACHINED FACE 
exceed all past per- 


STAINLESS STEEL SHAFT 


formance. These better BUILT-IN SHAFT SEAL RECESS 
products continue to ALUMINUM CONSTRUCTION MOISTURE-ISOLATED BEARINGS 
serve your customers QUICK-CONNECT TERMINALS ; 
when they are de- LUBE-SEALED BEARINGS 

pendably powered. PROTECTORS BUILT-IN 


Franklin water system 


motors are built for last- ee ee HERMETICALLY SEALED 
ing reliability, You will oe a tc WATER-LUBRICATED 
henley: sahil yale: cus. : 7 fee. RUGGED THRUST BEARINGS | 
tomers when you make =a : — ABOVE-GROUND CONTROLS 
sure the pumps, you —— 

buy are powered by 

Franklin Electric Motors 

. .. recognized for per- 

formance-longevity. 





INSIST ON 

FRANKLIN POWERED 

PUMPS FOR 

DEPENDABILITY 

AND SERVICE. y 


” ieclili. Bleatian Cou Tien 


BLUFFTON, INDIANA 


Check 085-242 on Reply Card 
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Ye- pal l- bronze foot valves 


save many times their cost in service, greatly increase 
efficiency of shallow well or jet-type pump units. Heli- 
cally-wound brass spring wire strainer lasts almost for- 


ever, cleans itself with continuous motion, can’t corrode. 


Tough, flexible, silicone-treated, abrasion-resistant taper- 
type poppet with metal insert holds tight without seep- 


age. Very slight flow resistance, no loss of head, Used by 


over 30 of the largest pump manufacturers, Samples in 
any size for your own tests, Write for Bulletin 207 or 


telephone Harrison 3313 today, Order from your jobber, 


STRATAFLO PRODUCTS, INC, 
4939 $, LAFAYETTE STREET 
FORT WAYNE, INDIANA 


Check 086-243 on Reply Cord 


Water Treatment 


(Continued from page 84) 


system will be willing to pay extra for purifi- 
cation equipment if his water is safe, on the 
chance that it may some day become con- 
taminated? 

This is a particularly important and con- 
troversial question at the present time—and 
opinion among water experts varies widely. 
It will be the subject of a future article. 
Meanwhile, here are a few representative 
views to show how widely divergent pres- 
ently-held opinions are. Robert Davis, sales 
manager for the Deming Co., says: 


» “I believe that the critics are wrong when 
they take the attitude that all water is bad 
and must be treated. This is much too in- 
clusive and does not state the facts. A good 
well is necessary. The pump does not add or 
contribute any pollution. When not neces- 
sary, water treatment can be costly to the 
consumer. The economics in many cases 
would be against it. 

“Treatment should be given where neces- 
sary, but it’s wrong to take an aspirin today 
for a headache that might occur six months 
or six years from now.” 

Taking a different view is Robert Oliver, 
vice president of marketing for Everpure 
Inc. He has this to say: 


» “A package water system that includes the 
three musketeers — proper location of the 
well in relation to the septic tank, proper 
construction of both, and proper disinfection 
on a continuous basis—this is something that 
will work together to give the consumer safe 
watey continuously from a private supply.” 

Thus, Oliver at least tacitly accepts the 
criticism that the private water system is 
potentially unsafe, but believes purification 
equipment installed at the same time as the 
water system will insure its safety, particu- 
larly if it is “automatic” and not dependent 
upon the householder to operate 

Russ Lewis, who until his recent retire- 
ment was with Fairbanks, Morse & Co,, takes 
an in-between view: “Not everybody needs 
water treatment equipment, but where it's 
needed, it should be as automatic as possible, 
to eliminate dependence upon human whim.” 

Robert Guthrie, a 
who's active in water systems, thinks all this 


Milwaukee contractor 


sounds fine in theory but won't work, 

“The average homeowner isn't qualified to 
handle chlorinators or other purification 
equipment,” he says. “There isn’t such a 
thing on the market as really automat- 
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Olynipian Pump-Tank Units, compact water 
systems for shallow or deep wells. 1/3, 1/2, 
and 3/4 hp. models. 


Pressure Tanks, Corrosion-resistant 
“Fire-Cured” Myers Epoxy or hot 
dipped galvanized. Vertical and hori- 
zontal types, with capacities from 
11 to 315 gallons. 


Reciprocating Pumps, for shallow or deep wells. 
Capacities up to 66 gpm. 


Sump Pumps, cast iron or Olympian Water Condi: 

all bronze, Capacities to tioners, fully automatic, 

3050 gallons per hour semi-automatic, manual 
and economy water soft: 
eners, Complete tine of 
filler and neutralizers 
also available, 


Olympian Jet Pumps, convertible for shallow or deep 
wells. 1/3, 1/2, 3/4, 1, 1-1/2 and 2 hp. models. 


the name your 
customers know 


...and trust 


Submersible Pumps, for 
4 and 6 inch wells. 1/3 
to 15 hp. models. 


Portable Seif-Priming Utility 
Pumps, lightweight, high 
capacity. M-5 discharges 
5000 gallons per hour, M-7 
discharges 7000 gallons per 
hour. 


YES, I'm interested in learning more about Myers quality product(s). 
Please send me complete information on the items checked below: 


Pumps and Water Conditioners L_| Water Conditioners 


Sump Pumps Utility Pumps Farm and Power Sprayers 


[Myers The F. E. Myers & Bro. Co. 


} ASHLAND, OHIO KITCHENER, ONTARIO 


UBSIDIARY Fr TME MCNEIL MACHINE @ t 





Check 087-244 on Reply Card 
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Water Treatment 


(Continued from page 86) 
ic equipment. Thus it’s imprac- 
tical to talk about a package in- 
stallation as the answer to pos- 
sible contamination problems.” 

Dr. Edward Bauman of Iowa 
State University, a well-known 
professor of sanitary engineering, 
feels strongly that every preven- 
tive measure must be taken to 
“guarantee” the purity of water. 
He says: 

“You install fire escapes on 
buildings as a means of escape 
from fire. The fire may never 
happen, but no prudent builder 
would take a chance and omit 
the escape. We shouldn’t take 
any more chances with possible 
water contamination, just be- 
cause there’s no evidence of it at 
the time of installation.” 

Dr. Bauman maintains that 
the “average” homeowner can’t 
be counted on to regulate his 


dosage of chlorine to assure 
water safety. His solution is a 
high enough concentration of 
chlorine to kill any potential 
pathogens, then dechlorination at 
the point of usage to eliminate 
undesirable taste, etc. 

These are only a few of the 
views offered by industry leaders 
on this timely question, but they 
do serve to point up the urgency 
with which many in the industry 
view the criticism of the private 
system inherent in government 
regulations. They do point up 
the fact that the water systems 
industry has a major new chal- 
lenge before it in 1962—assuring 
the purity and otherwise gcod 
conditicn of the water it pro- 
vides to consumers beyond city 
mains. But like every other chal- 
lenge, this one can be the knock 
of opportunity for the water sys- 
tems dealer who responds by be- 
coming a water expert. END 


(To be continued) 
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MR. CONTROLS 


Space Saver Softener 


The “Scotty,” a compact domestic 
water softener that’s fully auto- 
matic, yet requires “25 percent less 
space than conventional units,” has 
been announced by the Bruner 
Corp. It has a standard softening 
capacity of 10,000 grains of hard- 
ness per recharge, which is equiv- 
alent to 1,000 gallons of 10-grain- 
hard water. 

The new softener consists of two 


Reliability that pays off with 
customer satisfaction 


Robertshaw reliability is available to you in a rede- 
signed line of water systems controls. Advanced 
features and exacting engineering standards 

assure you of dependable performance. Easy 

installation saves you time on the job. 

Robertshaw controls and fittings are also 

available in display kits which simplify = 

stocking. Bulletin BT 447 describes the com- 

plete Robertshaw line. For your copy, write: 


BRIDGEPORT THERMOSTAT DIVISION 


Robertshaw-Fulton Controls Company + Milford, Connecticut 


New Cut-out Controls 


Positive protection for 


submersible pumps 


The New Type 12 Robertshaw Low Flow Cut-out 
Control is a must for protecting a submersible pump. 


*Designed to stop pump operation whenever rate of 


discharge drops below a predetermined minimum. 
May be installed above ground at any convenient 
point in the discharge line. Shuts pump down if it is 
not immersed to proper depth, when well recovery 
falls below pump capacity or if flow is reduced be- 
cause of clogged screen. Flow check and shifter valves 
are built in. Manual reset optional. Write for New 
Bulletin BT 448. 





compact units—a 9 by 27-inch 





softening tank and an 18 by 28-inch 
salt storage container. It is not nec- 
essary to install the units side by 
side; they can be located anywhere 
convenient to the homeowner. 

In announcing the unit, James 
Bruner, the firm’s vice president, 
told DE: “The Scotty will retail for 
about $220, considerably less than 
most automatic units of equivalent 
capacity.” He said the dealer will 
“still obtain full profit margin.” 

The company claims that savings 
in installation time will run up to 
50 percent. The mineral tank is 
shipped fully loaded and ready to 
connect. It weighs 48 pounds, 
“making one-man. _ installation 
practical.” 

The unit features a corrosion- 
proof chamber completely encased 
in a separate metal outer tank. It 
has an insulation jacket to prevent 
“sweating.” 

Readers who wish further infor- 











mation on the product may have 
it by checking “Compact Water 
Softener” on the postage-free re- 
ply card, page 148. END 


‘| think | left the kitchen faucet on.” 





Pressure Switches 


Seven major improvements for 
greater life and reliability 


Improved Type 8 pressure switches have seven big 
design advances. Double-thick riveted contacts to 
resist pitting and sticking. New switch toggle geom- 
etry, aided by back-up leaf, for positive make or 
simultaneous break with least arcing. Doubled sand 
reservoir volume... largest of any pressure switch. 
Closer tolerances for a tight fitting cover that snaps 
on and off easily. New-style locknuts to hold adjust- 
ments in all temperatures and vibrations. Controls 
100% factory calibrated. Four basic types cover a 
variety of pressures and pump ratings. Write for 
Bulletin BT 447. 


Air Volume Controls 


New quality for improved 
service and reliability 


Improved Type 17 air volume controls incorporate 
important advances in materials and parts design that 
yield better performance and longer life. New formula 
coating is applied inside and out for complete corrosion 
protection. Contour and material of diaphragm have 
been upgraded for heavy duty service. Rubber air 
intake and tank-side check valves are self-cleaning 
under all conditions of domestic water service. All 
these sturdier, longer-lasting parts are combined into 
a balanced design that now operates on less than two 
inches of vacuum. 18 types to cover all fitting and 
connector sizes. Write for Bulletin BT 447. 








Answers to Your Questions About 
Plastic Pipe for Water Systems 


(Continued from page 79) 


such a large share of the market. 
The special adaptability of the 
other types will be covered later 
in this article and in future is- 
sues. 
Q. How long has plastic pipe 
been used for water supply? 


A. Cases of the use of plastic 
pipe in water supply systems 
have been reported as far back as 
1940. Its use has not been wide- 
spread until recent years, how- 
ever. In 1948, less than $1 million 
worth of plastic pipe was sold in 
the U.S. By 1957, the total 
jumped to about $40 million, and 
is expected to reach more than 
$90 million this year. 


Q. Is plastic pipe affected by 
any particular type of soil con- 
dition, such as acid or alkalinity? 


A. Tests show very little effect 
resulting from burial in an acid 
soil of pH 2.0 in open glass jars 
held at 35 degrees centigrade for 
one year. The soil was soaked in- 


termittently, using distilled wa- - 


ter to simulate rainfall. 


Q. Are there any conditions 
under which plastic pipe is toxic? 


A. Tests to date in domestic 
water systems indicate there is 
no problem of toxicity with NSF- 
approved plastic pipe. 


Q. Does plastic pipe give any 
kind of taste or odor to water? 


A. There are no problems of 
taste or odor transmission with 
NSF-approved pipe. Some of the 
off-brands may impart objection- 
able tastes or odors. 


Q. Suppose a water system 
using plastic pipe becomes con- 
taminated. Can it be disinfected? 


A. Plastic pipe systems can be 
satisfactorily disinfected follow- 
ing standard procedures. 


Q. What effect does plastic 


pipe have on the chlorination of 
water supplies? 


A. Tests of chlorination of tap 
water in systems using plastic 
pipe showed that in no instance 
was the reduction in free chlor- 
ine so rapid as to change the ef- 
fectiveness of the chlorination 
process. Also, tests showed that 
higher than usual concentrations 
of chlorine may be used in the 
water supply without damage to 
the pipe. 


Q. Is plastic pipe affected by 
treatment of water for any of the 
following conditions: Calcium, 
magnesium, iron, manganese, 
sulphur or acid water? 


A. Standard domestic t reat - 
ment procedures for these condi- 
tions do not affect plastic pipe. 


Q. Is plastic pipe affected by 
treatment of water for bacteria, 
virus or algae? 


A. Testing to date indicates 
that standard disinfection proce- 
dures do not have adverse effects 
on plastic pipe. 


Q. Is plastic pipe susceptible 
to rodent attack? 


A. Rodents will eat plastic 
pipe — if it obstructs access to 
food. However, there’s no indi- 
cation they like to eat it in pref- 
erence to other substances. 


Q. Is plastic pipe affected by 
“natural weathering.” 


A. Samples of plastic pipe ex- 
posed to “natural weathering” 
for one year under standardized 
conditions showed only slight 
changes in color. A major man- 
ufacturer of polyethylene resins* 
has been producing an electric 
cable covering compound from 
similar materials for about 20 
years, and has recently adver- 
tised that “after 20 years’ ex- 
posure, there has been no 


damage due to weather or ultra- 
violet rays.” (*Name on re- 
quest.) 


Q. How are breaks in plastic 
pipe repaired? 


A. The offending section is cut 
out and removed. Then, a re- 
placement section is inserted, us- 
ing the proper method of joining 
for the type of pipe being re- 
paired. 


Q. Is plastic pipe usable for 
hot water lines? 


A. Generally speaking, plastic 
pipe is recommended for use 
only in cold water lines. How- 
ever, some brands have been in- 
troduced recently which will 
withstand temperatures up to the 
boiling point, but most available 
brands will not. 


Q. At what working pressure 
is plastic pipe rated? 


A. Working pressure varies 
with the type of pipe. For in- 
stance, the pipe industry is mak- 
ing more polyethylene pipe of 
high density resins. These can 
withstand higher psi than medi- 
um or low-density resins. 

Contractors should check care- 
fully the manufacturer’s pres- 
sure ratings for his pipe. 


Q. Are conventional pipe fit- 
tings available in plastic? 


A. Yes. Manufacturers pro- 
duce a complete variety of 
standard fittings. 


Q. Are special fittings re- 
quired? 

A. Some fittings peculiar to 
plastic pipe may be needed. Poly- 
ethylene pipe, for instance, is 
joined with insert type fittings. 
Plastic pipe may be joined by 
clamping, solvent welding, 
threading or heat welding, de- 
pending on the type of pipe. 


Q. What methods and fittings 
are used to join plastic pipe to 
other materials. 


A. Some common methods of 


(Please turn to page 95) 
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YOU'RE COVERED by Flint and Walling YOU'RE COVERED Saleswise, too! The 
for all of your water system needs, : people at Flint and Walling know the 
when you stock one of the world’s water systems business and have the 
oldest, longest and finest lines of sales tools and savvy to help you 
pumps. There’s a Flint and Walling build your volume. We'd like you to 
pump for every purpose, each backed by join the family of successful F&W cus- 
more than a century of engineering know- tomers. Just write today and ask about the 
how, research and finest craftsmanship. Flint and Walling “PROFIT PACKAGE!” 


FLINT «~WALLING 


KENDALLVILLE, INDIANA 











Check 097-246 on Rep!y Card 
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LONG-LASTING. FLEXIBLE 


| TENITE 


an Eastman plastic 


The pipe manufacturer's 
BRAND NAME 


displayed in this space 
—— 









lexible plastic Tenite Polyethylene plastic is made by 
pipe made of Eastman, one of the oldest producers of plas- 
Tenite Polyethyl- tics materials. It is available, in pellet form, 
ene is helping con- to extruders throughout the country who pro- 
tractors to install duce the actual pipe. This pipe carries the 
lawn sprinkling "Tenite” label on every coil. Look for it; it’s 

systems, ice skat- your assurance of quality material. 
f ing rink tubing, We have prepared a folder explaining the 
conduit for under- features and durability of pipe made from 
ground wiring, utility pipelines—scores of di- Tenite Polyethylene and listing many of its 
verse insta))ations—quick)y and at low cost. current uses. For your free copy, write for 
Tough, durable Tenite Polyethylene pro- “Some Questions and Answers about Poly- 
duces pipe that is light in weight and easy to ethylene Pipe.””’ Address: EASTMAN CHEMICAL 
handle. The pipe is flexible; can be curved § Propucts, INc., subsidiary of Eastman Kodak 

around obstructions with minimum need for Company, KINGsPporT, TENNESSEE, 


angle fittings. lt offers outstanding resistance 
to weathering, stress cracking, and electro- 
lytic attack; it's undamaged by freezing and 
corrosive soils, 


WEIN; 


POLYETHYLENE 
an Eastman plastic § 


Tenite Polyethylene pipe-grade resins have beentested and approved 


by the National Sanitation Foundation for carrying drinking water. 


Pipe extruded from these resins has also passed and exceeded all 
tests specified in CS 197-60, a U. S. Government Standard for the 


over-all quality of polyethylene pipe. 











Check 092-247 on Reply Card 


Now! Sell any submersible job with 
just 4 Barnes Water Wizard Series! 








On 


Meet any submersible application 
with these 4 Barnes planned Series! 
405 SERIES: New 2-wire moderate capac- 
ity, deep-well models. Y% through 4 hp. 
Capacities to 500 GPH, Depths to 380 ft. 
409 SERIES: 2 and 3-wire all-purpose 
models. 144 through 2 hp. Capacities to 888 
GPH. Depths to 800 ft. 

413 SERIES: 3-wire high-capacity models. 
¥2 through 3 hp. Capacities to 1115 GPH. 
Depths to 800 ft. 

418 SERIES: 3-wire extremely high-capac- 
ity models. 3% through 3 hp. Capacities to 
1220 GPH. Depths to 600 ft. 








6104 


Now! Sell any major domestic submersible 
application with just 4 Barnes series! Secret? 


Barnes new planned submersible line. Four 
sensational series with performance and price 
engineered to a specific requirement. Both 
economy 2-wire and deluxe 3-wire models with 
capacities to 1220 GPH at depths to 800 ft. 
And only Barnes gives you these Years Ahead 
submersible features for fast, fast sales! 

= Hydraulic Stage Design with rust and abra- 


sion-resistant, friction-free molded materials 
for years longer wear, 


Check 093-248 on Reply Card 


® Teflon U-Cup Seal that positively prevents 
performance-robbing recirculation. 


= High-Capacity Oil-Filled Motors with ten 
times motor’s oil requirements to eliminate 
chance of burnout. 

BE A BARNES WATER WIZARD! Barnes has a com- 


plete merchandising program that makes you the 
recognized water systems expert in your area. 


Write today for free literature. Barnes Manufac- 
turing Co., Mansfield, Ohio. 


(BARNES 


BARNES MANUFACTURING CO. 
™. Ohio - Cam. 








Two sides of the same coin 


IN Ke@ptaag@nw JETS, QUALITY MEANS PROFIT 
Rapidayton jet pumps are quality-built, through and 
through. Check a Rapidayton jet, part by part, with any 
other jet on the market. In Rapidayton jets you will find 
no partial motors, no short-cut construction, no substitute 
materials. Here is quality that sells in a competitive 


market—in any market. For maximum profit, a very 
minimum of service calls, and lasting customer goodwill, 
sell Rapidayton QUALITY jet pumps. See your Rapi- 
dayton wholesaler today—and step into a NEW ERA of 
profit in water systems. 


MODERN NEW JETS —There’s a 
Rapidayton jet for every need 
to 200 ft. Complete new line 
of Shallow Well, Convertible. 
and Deep Well models. Fully 
packaged systems. Quality that 
insures maximum profit and 
customer satisfaction. 


STANDARD NEMA MOTOR — Big. 
long-lasting heavy-duty 56- 
frame motor. Overload pro- 
tected. NEMA standard, avail- 
able locally. The motor shaft 
couples with the impeller out- 
side the pump body; never 
touches water. 


NEW SHELL CORED CASTINGS 
with micro-smooth water pas- 
sages for optimum efficiency 
Quad-Volute pump body (in 
single casting) has NEW stream- 
lined circular volute passages 
which are designed for pos- 
itive self-priming. 


NEW OPEN, SEPARATE MOTOR 
MOUNTING BRACKET — Bolts 
easily accessible, so motor or 
pump head can be removed 
without disturbing tank or in- 
stallation. Exclusive sand elim- 
ination chamber and brass seal 
retainer. 


@ 


division The Tait Manufacturing Company, Dayton 1, Ohio 


© 1961 TAIT MFG. CO. 


Check 094-249 on Reply Card 
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Questions and Answers on Plastic a | 
Pipe for Water Systems P| » New and Approved 


(Continued from page 90) : sae THE 
joining plastic pipe to other materials include ’ 
threading and coupled joints, flanged joints, 
victaulic couplings and “O” ring joints. 


Q. Are there any special techniques or é : FALLOUT SURVIVAL 
practices called for in trenching, laying and | 


backfilling a plastic pipe installation? 


A. The trench should be free from sharp | | Water Supply Tank 


objects and rocks, and so should the fill above 
the pipe. (The recently enacted Illinois code 3 
requires that the first six inches of backfill : pepe. cy 
be placed and compacted by hand.) Cold es 

water should be run through the lines prior 
to backfilling to bed it and test connections. 


* 





hers 


Q. How is buried plastic pipe traced? 


A. Many installations are mapped when 
they are made. Also, common practice is to 
run a wire with the pipe so that a detector 
can be used in tracing if necessary later. 


Q. How deep is it normally buried? 


A. It must, of course, be buried below the 
frost line when used for potable water sup- 
ply. In non-frost areas, the recommended 
minimum burial depth for polyethylene pipe, 


for instance, is 12 to 18 inches. In frost areas Today the big concern of many Americans (other than 
’ nd ’ 


that of actual nuclear war) is where to buy recommended 
equipment for their fallout shelters. 


the pipe should be buried 4 inches below the 
maximum recorded frost penetration where Now you, working with Lancaster, can provide one of 


such penetrations are erratic. the most important basic requirements of any fallout shelter 
. an adequate fresh water supply. 

Q. Must special care be taken in the stor- The Lancaster Pump Fallout Survival Water Supply 
age and handling of plastic pipe? Tank is especially designed for shelters and has been rec- 
; ; ommended by the Office of Civil and Defense Mobilization. 

A. Yes. For example, in storing poly- The glass-lined tank is available in 3 sizes—42, 82 and 
ethylene pipe care should be taken that it 120 gallon capacity, and is easily installed directly in the 


’ : . : water line of any residence, home or farm. All water con- 
doesn't come into contact with materials that sumed normally first flows through the tank, keeping it full 
may produce deterioration of the pipe. and fresh at all times. Should the alert sound, the inlet 


i i iati : a and outlet valves are closed, providing a full supply of 
These include gasoline, muriatic acid, aro fresh, clean water. Standard equipment includes inlet and 
matic compounds, synthetic paint solvents, outlet valves, water gauge for accurate measure of rate of 
turpentine, paints or acid solder draw, an air inlet tap to assure a controlled flow, and a 
‘ : ; ; water tap. 
It should be stored in coil form away from 
artificial heating units such as radiators with 
the coils laid flat, and with no pile in excess 
of 10 feet in height. 
The rigid pipe comes in 20-foot lengths and 
should be stored in conventional pipe racks. 


Be the first to offer your neighborhood this survival pro- 
tection! Send today for descriptive literature and prices. 


prt essssesess Mail This Coupon ee 


Lancaster Pump & Manufacturing Co., Inc. 
Lancaster, Pennsylvania 


Gentlemen: Please rush literature and prices on your new SWS 


Q. What about installation procedures for Survival Water Supply Tank. 


polyethylene pipe? What special measures 
must be taken? 


A. The pipe, after cutting to length, should 
be snaked in the ditch to allow for expansion 
and contraction. 

An allowance of 1-foot per 100 feet of pipe 
installed is needed for each 10 degrees of Ts sti a nicki nite a tense aeeiiaeel: cae. ae 

(Please turn to page 96) LANCASTER, PENNSYLVANIA 


Name 





Company. 





Street. 
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Answers to Your Questions About 
Plastic Pipe for Water Systems 


(Continued from page 95) 

temperature change anticipated. 

In a typical temperature cli- 
mate with the pipe buried below 
the frost line and summer ground 
temperature of 60F, the tempera- 
ture range would be from 40 to 
60F, or 20F variation. So, for 
each 100 feet of pipe installed at 
the summer temperature, at 
least an additional 2 feet of pipe 
would be laid by snaking the 
pipe from side to side in the 
ditch. The slack should be intro- 
duced uniformly along the length 
of the run. 

A similar allowance for ex- 
pansion and contraction of rigid 
pipes should be made. 


Q. How are plastic fittings for 
polyethylene pipe installed? 


A. Metal clamps are slipped 
over pipe ends and the fitting 
inserted into the pipe. 

Hot water may be used as a 
lubricant to facilitate easier in- 
sertion of fittings, but pipe dope, 
gasket cement, detergents or pe- 
troleum lubricants should not be 
used. 

Clamps should be positioned 
over the smooth section of the 
fitting ahead of serrations and 
securely tightened with a screw- 
driver. 

To attach plastic lines to me- 
tallic systems, it is reeommended 
that an insert adapter be used. 


Q. What is recommended in 
the use of polyethylene pipe for 
water wells? 


A. Flexible polyethylene pipe 
may be used for 2-pipe jet well 
installations. For this purpose, 
100 psi or series 3 pipe should 
be used. 

It is also recommended as a 
suction pipe for wells of less than 
25 feet. For this purpose, 75 psi 
or series 2 pipe should be used. 

It is not recommended for deep 
well tur bine and submersible 


pump installations. Rigid ABS 
pipe is generally used for these 
applications. Ten foot lengths of 
pipe with male adapter at one 
end and female at the other can 
be screwed together and lowered 
into the well. 


Q. What about the use of 
polyethylene pipe in lawn 
sprinkler systems? Does it have 
to be buried below the frost line? 


A. It need not be buried be- 
low the frost line. It’s recom- 
mended, however, that the sys- 
tem be drained in frost areas 
during the winter season. 


Q. Is further testing and re- 
search being conducted on plas- 
tic pipe for potable water 
supply? If so, what changes or 
improvements are being sought? 


A. Yes. The National Sanita- 
tion Foundation contracts with 
individual manufacturers to use 
its seal of approval on pipe and 
fittings which meet the founda- 
tion’s requirements. 

Plastics industry associations 
are continuing research and test- 
ing programs, and programs to 
develop standards for plastic 
pipe. 

These programs are continual- 
ly seeking higher heat resistance 
materials so plastic pipe can 
serve the hot water piping field 
better. They’re also working on 
higher impact resistance mate- 
rials for rigid pipe so it can stand 
more abuse in the field. 


Q. Where does the Federal 
Housing Administration stand on 
the use of plastic pipe for potable 
water supply? 


A. The FHA. recently issued a 
Use of Materials Bulletin No. 


UM-31 which accepts polyethyl- 
ene pipe and fittings for house 
service lines, drop pipe in jet and 
suction wells, well-to-house pip- 
ing and other potable cold water 
service outside the foundation 
walls of buildings. 


Q. What is the situation as far 
as code acceptance of plastic pipe 
for potable water supply? 


A. Several states approve 
plastic pipe for water supply and 
drainage or venting purposes, to 
different degrees. 

One of the most recent statutes 
on the subject is the Illinois code. 

This code approves the use of 
plastic pipe and fittings in a po- 
table water system “only for the 
house or building service con- 
nection and in the cold water 
piping system outside the build- 
ing walls or foundation.” 

Requirements include that all 
plastic pipe and fittings in po- 
table water systems have a seal 
of approval from the NSF and a 
“maximum continuous working 
pressure of at least 100 psi at 
73.4 degrees F. 

“The use of flexible plastic 
pipe is further limited to series 
3 polyethylene pipe in sizes up 
to and including 2 inches nominal 
as specified in Commercial] 
Standard CS 197-57,” the code 
states. 


Q. How can a contractor be 
sure he’s getting high-quality 
pipe? 

A. Be sure that the pipe you 
use carries the name of a repu- 
table manufacturer, bears the 
seal of approval of the National 
Sanitation Foundation and is 
marked as meeting applicable 
commercial standards. END 
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BOOSTS YOUR PROFITS 


Whether your customers are looking for a 
complete water supply system or one com- 
ponent, you can fill their needs when you 
carry Red Jacket’s full line of equipment. 

There’s a size and type for every home 
design and building need. Priced to sell 


quickly . . . yet profitably. Every item is 
quality produced to reduce service calls 
and build satisfaction. 

Get the complete details from your near- 
est Red Jacket distributor or write direct 
to the factory. 


SUBMERSIBLE 
Complete line 
Y% through 25 h.p. 
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WATER CONDITIONING 
EQUIPMENT 
Automatic, Semi-Automatic 
and Manual 


JET PUMPS 
Shallow Well and Convertible 
Single and Multi-Stage 


a 





PITCHER PUMPS 
BELT DRIVEN 
CENTRIFUGAL PUMPS 


CENTRIFUGAL PUMPS 
Close-couple design 
with % to 1 h.p. motor 
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* WINDMILL STANDS 
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CELLAR DRAINERS ? 


Pedestal 
and Submersible 








SHALLOW WELL @ 
RECIPROCATING PUMPS #% 


PORTABLE 
SELF-PRIMING PUMPS 
with gasoline engines 


SERVICE 
PRODUCTS 


DAVENPORT, IOWA 


Warehouses: Athena, Ore.; Boyertown (Philadelphia), Pa.; Dallas, Tex.; Memphis, Tenn, 
Check 097-251 on Reply Card 
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EVERCLOR 


automatic chlorinators 
















































eee aap 
EVERPURE EVERPURE 
water aa, HOMEMAKER 
counter-top 
water purifier 
YOUR PURESOFT EVERPURE 
water softeners sand filters 
ONE-STOP 
EVERPURE AID 
sO U RC E Education e¢ Training ¢ Publicity 
Promotion ¢ Test-kits « Demonstrators 
FOR ALL 
WATER 
TREATMENT 


EQUIPMENT...YOUR MASTER EVERPURE DISTRIBUTOR 


supplies you with 


é AUTOMATIC CHLORINATORS 
Positive displacement feed pumps and interrupted feeders 


é DECHLORINATORS 
' Incorporating fine filtration 


& SAND FILTERS 
; Automatic and manual 


# WATER SOFTENERS 
Fully automatic, semi-automatic and manual 


4 COMPLETE TRAINING AND MERCHANDISING AIDS 





to ELIMINATE these problems 


4 WATER BORNE DISEASE 6 BAD TASTES AND ODORS 
6 !RON AND IRON BACTERIA § ACID WATER CORROSION 
SULPHUR AND SULPHUR BACTERIA 6 DIRT AND CLOUDINESS 
4 HARDNESS AND SCALING 4) DETERGENT FOAMING 
4, ALGAE AND SLIME PRODUCERS 


For more information and name of your nearest Master Distributor, write 


EVERPURE, INC. manuracturers 


2627 West 19th Street, Chicago 8, Illinois © In Canada, EVERPURE of Canada, Ltd., Toronto 1 


Water Purification and Treatment Equipment for over a quarter century 
Check 098-252 on Reply Card 
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Pumps & Water Systems s 


NDONALD 


the quality name in pumps 
and water systems 





MODEL 4500 ADAPTO-JET 


The popular model 4500 Century line 
Adapto-Jet provides immediate convertibility 
from shallow to deep well operation, High 
operating pressure when needed for both 
shallow and deep well applications. Complete- 
ly packaged, fully automatic. Now available 
in ¥s and ¥2 H.P. models. 4600 series available 
in Ys, Ye, % and 1 H.P. models. 


McDONALD SERIES 5000 
MULTI-STAGE 
PUMPS 


McDONALD SERIES 

8000 & 9000 

SUBMERSIBLE 
PUMPS 








For use in 4’ 
wells, and larg- 
er. Available In 


1/3 to 3 H.P 

capacities to 

1980 GPH 

depths to 750 High capacity shallow-deep well 

feet. units. Shallow well capacities to 
2500 GPH, deep well capacities 
to 515 GPH. 

% : . corre tS 





Plumbers and Water Works Brass 





For use where suction lift does 
not exceed 25 ft. 
ins, cottages, small homes. Two 
models, 
pacity 250 and 350 GPH. 


— 


A. Y. M°DONALD MFG. CO. 


a 


TE 











NEW SERIES , i 
4500 VERTICAL TANK MOUNTED ADAPTO-JET 


The Adapto-Jet is now available as a 
completely packaged top-mounted water 
system with vertical 42 gallon galvanized, 
_— lined pressure tank. Exclusive 
eatures include stop cock in discharge 
line enabling ease of installation and ser- 
vice without draining pressure tank. Avail- 
able in Ya, Y2, % and I H. P. models. Vertical 
tank pump mounting packages available 
separately. 





RECIPROCATING 1/3 to 1 HP., 
CENTRIFUGAL 34 50 RPM. 
PUMPS PUMPS sin g le and 


three phase, 
capacities to 70 

M, 20 to 85 
foot heads, 3/4 
and 1 inch dis- 
charge. 





Ideal for cab- 


1/6 and 1/4 H.P., ca- 


ee 


ox IN gs Ba 


Dept. DE 1261 P.O. Box 508 
12th & Pine Sts. 
Dubuque, lowa 


Oil Handling Equipment * Plumbing Drainage Products 


Check 099-253 on Reply Card 
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New clip sheet is designed to improve 
public's image of private water system 
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15 Million 
Wells Protect 
Water Supply 


‘Wells, shallow o: deep, will 
proree warer supplies agsin 
the fecards of seduvactive con. 








2 } , -_ 
| U rge Fatue “Ps To Set Up |e = 
‘Long Range Water Plans | ..2°: 


WATER FACTS will reach newspapers across the nation in a series of clip 
sheets prepared by the Water Systems Council as part of its 1962 program to 


upgrade the industry’s public relations. 


They include news features pointing 


up the advantages of private water systems for home and farm owners. 


Big Push on Pumps 


(Continued from page 63) 
rolls to producers of component 
parts for water systems as well as 
manufacturers of related equip- 
ment such as conditioning and 
treatment, on an associate mem- 
bership basis, so that other indus- 
tries with a stake in the market 
could participate in its promotion 
through the council. 

Wozar, who is also president of 
The Tait Manufacturing Co., said 
the move has been “most suc- 
cessful,” with 27 such manufac- 
turers represented at the coun- 
cil’s fall meeting. He and other 
members detailed some of the 
new programs for the coming 
year during the convention. 


#A sustained public relations 
drive “aimed at the consumer 
public through newspapers and 
radio stations” is one new pro- 
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gram under way, DE was told 
during the interview. It will be 
directed by the marketing com- 
mittee, with Sam Bunis as chair- 
man. Bunis is also the newly- 
elected second vice president of 
the council and sales manager of 
Goulds Pumps Inc. 

Included in the committee’s 
plans are expanded efforts in 
education and sales training for 
contractor-dealers. Wail charts, 
merchandising aids and technical 
training materials are being pre- 
pared for distribution to whole- 
salers and dealers, Bunis said. 


#An example of the council’s 
new effort in public relations is 
a clip sheet series which will be 
mailed quarterly to newspapers 
across the U.S., Wozar told DE. 

The clip sheet includes news 
items and feature articles on the 
subject of private water systems. 

In the first sheet of the series 


there are stories on the amount 
of water families need, the ad- 
vantages of a private system for 
farm fire protection and a guide 
for farmers in setting up long- 
range water requirement plans. 
The lead story in the first clip 
sheet tells how privaie wells will 
protect water supplies against 
the hazards of nuclear fallout. 


=» Russell Lewis of Fairbanks, 
Morse & Co. and outgoing pres- 
ident of the council, one of the 
keynote speakers at the meeting, 
said the aim of the council’s new 
programs “is to make the use of 
our equipment look more enjoy- 
able, more essential or more 
profitable than the product or 
service offered by competing in- 
dustries” to get a .-rger share 
of the available consumer dollar. 

“To do this, we must sell the 
‘unique benefit’ offered by the 
private system—a pure, potable 
water supply,” he said. 

“If we, as a group, can publi- 
cize this benefit through the 
press, then we are creating that 
compensating factor our indus- 
try needs to offset the ‘glamour’ 
of other industries.” 

(Lewis also announced his re- 
tirement from business at the 
meeting. He will live in Phoenix, 
Ariz. and will continue as a con- 
sultant to Fairbanks, Morse and 
the water systems industry.) 


sIn the area of technical de- 
velopment, technical committee 
chairman Richard Reeves of the 
Decatur Pump Co. announced 
these plans for the year ahead: 
1. A study of standards for 
various components of water sys- 
tems in order to set up minimum 
codes. Such components as plas- 
(Please turn to page 106) 
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FAIRBANK SE MORSEaRorcs 
amajor BNE TNOWGL! 


x NOW! Our new WATER PURITY SYSTEM makes every 





om he srevrr F-M dealer more than a pump salesman! Today, you're 


oS 
ee NS 


See =e 


mit it 


F-M PROMOTION PROGRAM with free kit 


makes you a water conditioning expert... 
— Fi boosts sales of water systems and pumps! 


DEALER TRAINING COURSE-—gives you com- 
plete information needed to become the water 
conditioning expert in your area. 


WATER ANALYSIS KiT—gives you a sure-fire, 
educational method of approaching and inter- 
esting prospects by actually analyzing their 
water samples (which they can bring to you). 


NATIONAL ADVERTISING BACKING—A dy- 
namic national advertising campaign will pre- 
sell the Water Purity System . . . will give a 
powerful impetus to your own efforts. Colorful 
ads will be featured in a big selection of leading 
farm magazines . . . top national publications! 


PUBLICITY KiT—gives you the photos, releases, ** 
newspaper ad mats and radio scripts to use in 
spreading the word that you’re the one to see 
about water problems. 





DISPLAYS—give you an eye-catching means of 
showing customers how the Fairbanks-Morse 
Water Purity System works. 





As experts you'll be able to see more prospects . . . sell more 
Fairbanks-Morse Water Purity Systems ... You'll be able to sell 
more Fairbanks-Morse pumps. 


Check 101-254 on Reply Card 





a water conditioning expert—and as such, your way 
is paved to GREATER SALES...GREATER PROFITS! 


Now you can sell thousands of new cus- 
tomers . . . especially in crowded areas that 
make water unsafe or questionable. The 
Fairbanks-Morse Water Purity System 
makes it possible to use water . . . from any 
source .. . pond, cistern or stream! 

Our new Water Purity System means that 
now you can sell a profit-making water sys- 
tem in any section . . . regardless of well con- 
ditions, and be confident of pure, clean water! 

Fairbanks-Morse Water Purity Systems 
automatically chlorinate water. Then the 
water is filtered and completely dechlori- 
nated. No taste or smell remains. Even elimi- 
nates sulphur or iron taste! The F-M Water 
Purity System works automatically . . . takes 
up no more space than a water heater. Comes 
in a variety of filter sizes. 


PAIRBANKS MORSE 


A MAJOR INDUSTRIAL COMPONENT OF 


FAIRBANKS WHITNEY 


Your Fairbanks-Morse Field Representative has all 
the details . . get in touch with him NOW! Or write: 











DE-12 
FAIRBANKS, MORSE & CO., 

Pump & Hydraulic Division, Kansas City, Kansas 
Gentlemen: 

Please rush me: } 
C) Complete Merchandising Kit 
(_] Nearest F-M Field Representative name | 


| 
| 
| 


NAME 





ADDRESS 





CITY 














PRIMED WITH N 








Clayton Mark MITEY MITE shallow well jet pump 
packs more performance than any pump near its size—or its price 


If it sounds too good to believe—we can’t blame these are standard with either 14 or 14 H.P. models. 
you. The Clayton Mark Mitey Mite is studded with Are you getting as much from your present 
features you’re unaccustomed to finding in a budget- pumps? If not, then write Clayton Mark today for 
priced pump. full specs and details. 

There’s the all-bronze impeller—built for a long, re 
fuss-free lifetime. There’s an improved volute of \ , : 
molded plastic. It offers least resistance to free 1 at Mitey Mite 

‘. \* ; Cottage System 

water flow . . . shrugs off abrasion and heat. | ime ( is complete: galva- 

For sure, easy priming there’s the Clayton : a | saps pene ware 
Mark Fast Priming Tube. You can also count > ere } ceultioe 
on the quality NEMA Frame Motor. . . depend 


on its attention-free rotary shaft seal. And all 


i ek acid ae A 


CLAYTON MARK 


AND COMPANY 
1900 DEMPSTER STREET + EVANSTON, ILLINOIS : U.S.A. 


TQ rows WATER WELL surpuies DY conourr & UNIONS TUBING AB-2535 
—~ = 4 


Check 102-255 on Reply Card 
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this Scotty 


CS Rom 


Fully Mobamn 
WESTER SerreHere 


The new Bruner Scotty .. . a fully automatic water sof- 
tener with all the features of most larger automatics, yet 
compact enough to fit in a space only 34 inches high 
and 18 inches wide. 

The double-wall softener tank and plastic brine tank 
are so tough, so sturdy, so leakproof that Bruner guaran- 
tees them for the lifetime of the original purchaser. 

The exclusive Bruner control valve, specially designed 
for the Scotty, has only one moving part. 

No call-backs either. When you install fhe Scotty, your 
customer will be happy from the start. It’s a neat looking 
job, and you can place the brine tank wherever it’s con- 
venient. The softener tank can be installed alongside or 
on a shelf above . . . wherever you have the space. 

Your customer will like the simple controls, too... 
just pre-set to recharge automatically from one to seven 
times per week. The salt tank holds 200 lbs. of salt, enough 
for up to 100 fully automatic cycles without attention. 





With a good substantial profit on each unit you sell . . . 
plus your installation fee, the Scotty is definitely no dog. 
Get the whole story on the new Bruner Scotty. Send the 
coupon below for full information. 


BRUNER CORPORATION 


Dept. DE 1, 4767 N. 32nd St., Milwaukee 9, Wisconsin 


Send me complete information and specifications on the 
new Scotty Fully Automatic Water Softener. 


Name 








Company 





Address 





__Zone_ a 


———-—-—-—-—-—------ 4 


Check 103-256 on Reply Card 
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— s F QUALITY 
THE SUBMERGIBLE PUMP that features ; : q SUBMERGIBLE 


both QUALITY and an ECONOMICAL 

PRICE. Its pump stages are HIGH- s g s 

STRENGTH, ALL-PLASTIC. MOTOR is a ee * PIMP 
OIL-LUBRICATED with unexcelled EFFIl- 2% e 4 

CIENCY. 


The SUBURBAN is a “born” leader... 7 j | 4 YOU CAN 


born of top performance and depend- 


ability ... and it can be your top leader if :. 4 
in plastic submergible pump sales! oa i o SELL 


stages are high-strength plastic. All . a . 
other parts exposed to well fluid are x.” Se * ae 
corrosion resistant bronze, yellow brass a ae ) 

or stainless steel — oil lubricated motor 

provides years of trouble free service. 


MAINTENANCE — The Sue. 
URBAN is reparable in the field, using 
simple hand tools. Individual parts and 
components are available from the 
manufacturer. 


PERFORMANCE —  Engineer- 


ing design provides more water for less 
horsepower. 


LIBERAL WARRANTY 





THE SUBURBAN is ideal for customer 


water system needs at home, for sprink- - } i 4 
ler systems, swimming pools, gardens “J 3 a. 
and wherever a plentiful water supply : % ¥ SuB-URBAN 
is needed. Specify a SuBURBAN for j e e 
the job! a i ir MANUFACTURED BY REDA PUMP COMPANY 


OKLAHOMA 
For More Information, Write: 
Box 1181 Bartlesville, Okla. $ 
¢ 
yw 


Check 104-261 on Reply Card 
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CANADIAN GOLD MINES 
OVERCOME CHEMICAL 


! CORROSION WITH 


Rs 


a 


yiMI-RIGID 


Fr. od es made of ABS Plastic 


At the 3,875 foot level, a 4-inch line of plastic pipe 
is used to bring corrosive flow water out of the narrow 
tunnelway. Note corroding metal pipe at right. Pipe is 
extruded by Micro Plastics of Acton, and sold as 
Carlon Pipe by Beardmore & Co., Lid., Toronto. 


IN USE THREE YEARS, UNDERGROUND SYSTEM FURNISHES 
NEW PROOF OF SUPERIORITY OVER CONVENTIONAL PIPE 


Semi-rigid ABS plastic pipe, made of CYCOLAC brand 
polymers, is performing a critical job for the McIntyre Por- BE ABSolutely SURE... 

cupine Gold Mines at Schummacher, Ontario. Reaching 

thousands of feet beneath the earth, two ABS pipe systems INSIST ON SEMI-RIGID ABS PIPE 
carry fresh air and water to workmen. A third line drains off 
flow-water and seepage so corrosive that it utterly destroys 
conventional pipe in months. But ABS pipe of CYCOLAC 
brand polymers met the challenge. ABS lines, in use for over 
three years by McIntyre, are capable of withstanding these 
highly corrosive conditions indefinitely. Easier installation 
and faster service, since the lines are moved frequently, help 
to prove again and again the superiority of pipe made with 
CYCOLAC brand polymers. 


The full story of the unique properties of ABS pipe is 
told in a remarkable twenty minute motion picture 
film. For an exclusive showing, write Dept. E-12. 


ilele (Meld 


THE BORG-WARNER PLASTIC THAT IS 
TOUGH, HARD AND CORROSION-RESISTANT 


MARBON CHEMICAL vivision BORG-WARNER 


WASHINGTON WEST VIRGINA 


*CYCOLAC is the registered trademark of Borg-Warner 
Check 105-257 on Reply Card 
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treats 
water 


@ FILTERS © SOFTENS 


@ REMOVES IRON 
Solve water problems the simple 


way — with a triple-purpose 
Diamond 3T Filter and Softener. 
One space-saving Diamond does 
the work of three specialized 
units, removes all iron, impurities, 
and hardness. Time and meter- 
controlled to regenerate, return 
to service, and refill brine tanks 
— AUTOMATICALLY. Backed 
by 30 years’ experience, full 


guarantee. 





FOR COMPLETE DETAILS WRITE: 


OSHKOSH FILTER and SOFTENER CO. 
OSHKOSH, WISCONSIN 


Check 106-258 on Reply Card 





WATER SYSTEM ACCESSORIES 


| 


CAMPBELL 
MOTOR PUMP 


SUPPORT as 


HERE AT LAST: A COMPLETELY 
RIGID SUPPORT THAT KEEPS 
THE WATER PUMP SAFELY 
OFF THE FLOOR! 


FOOT VALVES FITTINGS FOR WATER HAMMER 


PLASTIC PIPE ELIMINATORS 


If 











Write for FREE Catalog! 


This new fitting and equipment catalog, described by 
the critics as the most eye-appealing in the water 
systems field, displays the complete CAMPBELL Line 


of steel, brass and aluminum metal fittings for flexible 








plastic pipe, as well as for polypropylene, styrene, ABS, 
SANITARY 


nylon and cycolac fittings for plastic pipe. Also in- 
WELL SEALS cluded are well seal and caps, 


foot and check valves, water 

hammer eliminators and other 

equipment. Write today for this 
| fine catalog. 


whe CAMPBELL 








BOYERTOWN, PENNA. 


Check 106-259 on Reply Card 


(Continued from page 100) 
tic pipe, tanks, meters and switch assemblies 
will be included. 

2. A study of farm water use and peak 
demands. 

3. The development of a water resource 
library. 

During the interview with DE, Wozar and 
Breeden revealed that a meeting with Fed- 
eral Housing Administration sanitarians is 
scheduled to be held in the Nation’s capital. 

“This meeting will be a prelude to the ulti- 
mate writing of a ‘Use of Materials Bulletin’ 
by FHA, which would establish standards 
for well construction and the installation and 


performance of individual water systems,” 
Breeden added. 


a This FHA action should have the effect 
of giving at least semi-official “acceptance” 
to the private water system, Breeden indi- 
cated. “This doesn’t mean the FHA is en- 
dorsing the private system,” he explained. 
“But such a bulletin is ‘permissive’ in that 
it describes conditions under which some- 
thing is acceptable when it meets certain 
standards. This permissiveness indirectly 
gives a boost to the product.” 

Other highlights of the meeting included 
the presentation of a plaque to Lewis for 
“able leadership and untiring service in be- 
half of the council.” 

A second plaque was presented to Glenn 
Patterson of Sta-Rite Products Inc. for “out- 
standing work as chairman of the council’s 


technical committee.” 





VOHMMIOTP 





“This is the standard contract covering wa- 
ter systems with the special clause in case 
we inadvertently strike oil.” 
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Pi WET ASO SOOT I ey, 


NOW...A 6-SIDED SHAFT 





REPLACES 
IMPELLER 


KEYS! 


You can forget about impeller keys 
—a critical item inside most sub- 
mersibles— when you install Goulds 
Silent-Flow. The Hex-a-Drive shaft 
does away with the need for impeller 
keys ... and the serious trouble they 
often cause. 


This unique, stainless steel, 
six-sided shaft stays permanently 
aligned. It gives the impeller a posi- 


tive drive which could not be 
achieved by means of keys. 

So, the pump lasts longer. In one 
test, Goulds Silent-Flow ran for 
170,000 cycles without showing a 
sign of wear, while subs tested 
against it quit at 100,000 cycles. 
Other tests showed similar results. 
BYRITE parts live longer, too. 
Impellers, guide vanes, and cover 
plates of BYRITE—a special new 
plastic— prolong pumplife. BY RITE 
parts are highly corrosion- and 
abrasion-resistant. Their light weight 
makes motor starts easier. Its sta- 
bility in water means BYRITE 
parts keep their size and shape per- 
manently—keeping pump efficiency 
at its peak. 

BYRITE surfaces providesmooth, 


efficient water passages that miner- 


als and algae don’t stick to. 


New low cost. Mirscle-Gieeh 
BYRITE lowers the cost of the sub- 
mersible without lowering quality. 
This means the Goulds Silent-Flow 


can provide a better water service for 


less money —a fact that will help you 
boost your submersible pump sales. 


New drop cable makes installation 
easier. Three leads in a single cable 
jacket simplify installation of the 
Silent-Flow. You just plug it in—no 
splice to make, no chance of wrong 
connection at the pump end. All 
controls stay at the surface for easy 
accessibility. 

Easy to service. Should you need to 
look inside this pump sometime after 
it’s installed, it’s easy! The Silent- 
Flow comes apart easily. Field serv- 
ice requires no special tools. You can 
take it apart yourself to clean out 
debris. No need to send back to 
factory. No freight charges. No need 
for you to stock replacement units. 





The Silent-Flow sub is as easy to 
service as a jet pump! 

Jet mounted on 12-galion tank. 
Compact Shallow-Flow and Prime- 


Flow jets feature positive self- 


priming and many other Goulds 
quality features ... all at competi- 


tive prices. Available on 12-, 30-, or 
42-gal. tank or as basic pumps for 


use with separate tank. 


Get information about GouldsSilent- 
Flow and the entire Goulds line. See 


how your Goulds distributor can 
help you build a more profitable 


business with a non-recourse con- 


4 


sumer finance selling plan. Just 


write to Goulds Pumps, Inc., Dept. 
DE-121, Seneca Falls, N. Y. 


GOULDS @ PUMPS 





9th Article 


of a Series 


i 
A TRIPLE-PURPOSE AIR DUCT that has ther- strong Cork Co. The duct is composed of 
mal insulation and sound absorption quali- high density glass fiber insulation tightly 
ties is now available for commercial warm encased in welded aluminum. It’s light- 


air heating and air conditioning installa- weight and easily fabricated. For details, 
tions from the Insulation Division of Arm- check No. 55 on the reply card, page 148. 


ools, Techniques 
= to Help You Cut 
Job Overhead 





(For more information on any of the products 
shown, check the corresponding number on the 
handy postage-free reply card, page 148.) 


DRILLING IN CEILING JOISTS without a ladder is possible 
with this new aluminum drill extension from Price & 
Rutzebeck. The need to stretch or bend over in other 
difficult locations is also eliminated, because the exten- 
sion is long enough (48 inches) and light enough (3% 
pounds) to reach most of these spots. 

The tool operates by means of a drive shaft that’s 
linked to a flexible cable, and uses a gear-type chuck 
with a boring bit. For more details, check No. 56. 
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A FIBER GLASS PIPE COVERING designed for easy appli- 
cation and tight fitting around hot or cold water lines 
is available from York Insulation Co. The covering is 
said to reduce application costs because it opens easily 
and “snaps” onto the pipe. Check No. 58. 














AN ELECTRONIC pipe thawer from Trindl Products Ltd. 
permits constant application of heat to frozen water 
A TRENCHER-BACKHOE that’s compact pipes. A steady stream of dry heat is generated by the 
enough to go through standard yard gates unit to de-ice up to 80 feet of pipe in one setting without 
into excavation areas has been designed damaging the pipe. For more information, check No. 59. 
by Davis Mfg. Inc. The trencher (opposite 
end) trenches from 3 to 18 inches wide 
and 78 inches deep, and at speeds up to 
840 feet per hour. 
The backhoe digs 8 feet, 4 inches deep 
and 12 to 36 inches wide. The unit in- 
cludes a dozer. Check No. 57. 


continued on page 110 


A VERSATILE PIPE CLAMP that accommo- 
dates misalignment and deflection § in 
pipes for purposes of repairing holes, 
breaks or splits is now available from 
the Dresser Manufacturing Division of 
Dresser Industries Inc. 

The clamp is made of bolts on one side 
and a thick rubber gasket that wraps 
around and conforms to the shape of the 
pipe. For details, check No. 60. 
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continued... 





A PORTABLE PIPE and tube cutter with a 2-hp motor and 
a foot control switch is available from Collins Machinery 
Corp. The unit includes a power-driven roller that re- 
volves the pipe, enabling the cutter wheel to work con- 
tinuously and not wear in one spot. Check No. 63. 


A MEDIUM-SIZED portable pipe and bolt threading machine designed 
for shop use or work at the job site has been developed by Obear & 
Sons Inc. The machine will thread pipe from % to 1\4-inches in di- 
ameter. It also features a compression ring for changing dies quickly 
(2 minutes) and full ball bearing construction. Check No. 61. 













A MULTI-PURPOSE PIPE SADDLE that in- 
sures proper insulation thickness and 
provides a positive vapor seal and vi- 
bration control is now available from 
the Insul-Coustic Corp. Check No. 62. 





TUBE CLEANER: A machine for automatic cleaning of 
% through 2-inch copper tube and fittings is now avail- 
able from Dallas Industries Inc. The model shown is 
portable and also has a center spindle for buffing or 
cleaning 3 and 4-inch fittings. Check No. 64. 





A HIGH-CAPACITY TRENCHER featuring compactness and 
maneuverability is now available from the Pcrsons Co., 
a division of Koehring Co. The trencher cuts an 18 to 
48-inch trench up to 15 feet deep, yet is small enough 
for easy transportability by truck without disassembly 
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or special permits. It has a low silhouette (9 feet, 2 
inches) and a width of 7 feet, 10 inches. Hydraulic 
actuation of the steering and bucket line clutches permits 
the trencher to hold close grade tolerances and respond 
quickly to depth variations. Check No. 65. END 
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Letters 





(Continued from page 32) 
know what we mean, 

As an industry I think we have 
done a mighty 
promoting the 
been using, 


poor job of 
name we have 
but the consuming 
public, architects, engineers, gen- 
eral contractors and tradesmen 
all know what is meant by the 
word plumbing. 


elt takes a mighty long time to 
educate the public, much less to 
change it. I think instead of try- 
ing to find some fancy name to 
change to, we should do a lot 
bigger job of supporting the 


esis as Crooks 
in Some Places 


GRANVILLE, O.—The word hy- 
dromechanics would go far in 
changing the impression of the 
public that we are just repair- 
men or mechanics in the do-it- 
yourself class. 

In some places, let’s face it, we 
have the reputation of “crooks.” 
Anything we can do to improve 
this image will be good. 

FRANK RoMEI 
Contractor 


A Rose by Any 
Other Name... 


Ettwoop Crry, Pa.—In reply 
to your recent articles on the 
proposed change in name for the 
industry, I’d like to express my 
feelings that this is an insult to 
real plumbers. We should not 
change our name for no better 
reason than the fact that some 
unlearned and unethical persons 
have cast a shadow on our pro- 
fession. 


= Would you change a gangster’s 
name in an effort to straighten 
him out? Would you change a 
leopard’s name in order to 
change his spots? 

The name of a profession as 
old as plumbing—and as rich in 
history with great achievements 


Plumbing-Heating-Cooling —In- 
Bureau with 
and backing in order that they 


formation funds 
might have a chance to at least 
make a real attempt to promote 
the name that everyone already 
knows. It would be interesting to 
know how well the manufacturer 
who wants to change our name 
is advertising his products as 
well as promoting their use 
through the wholesaler and con- 
tractor? I wonder how much this 
manufacturer supports the PH- 
CIB with financial aid? 
CHARLES THOMPSON 
Wholesaler 


to its credit—needs real men to 
live up to the name, not a change 
in its name. 

When honor, honesty and 
ethics are the high points of a 
credit report there will be no 
necessity for trying to find a bet- 
ter name. 

A. W. RicHarps 
Contractor 


Plumber Is a Rugged, 
Honored Citizen 


New York Crty—To me the 
name “plumber,” when applied 
to a licensed master plumber, 
represents an honored, rugged 
profession. 

We can better our image by 
policing our own industry, just 
as the medical and legal profes- 
sions do. 

M. BAUMBLATT 
New York Plumbers 
Specialties Co. (wholesaler) 


Plumbing OK—So Is 
Image, Architect Says 


CLEVELAND, O.—A famous au- 
thor once wrote, “A rose is a rose 
is a rose.” I think plumbing is 
plumbing is plumbing. 

I think the industry is doing 
well. It needs no new image or 
a new name. 

WILLIAM FazuLak 


Architect END 
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NOW YOU CAN 





DISPOSER MARKETS 


Some manufacturers make domestic disposers 


. some make commercial disposers... 


NATIONAL DISPOSER MAKES BOTH. 


Citation 
Model 
744-P 


lar, 
sg... Regu 
Duty p. to 7% h . 


¥3 ih 
models in 

sizes, with comp 
accessories. 


NATIONAL DISPOSER provides you 
with a single, reliable source for qual- 
ity, precision made disposers. Ask your 
NATIONAL DISPOSER Representative 
or Distributor for details, or write to: 


NATIONAL 
DISPOSER 


A PRODUCT OF PLUMBING pe oh = 
NATIONAL RUBBER MACH 
920 LAFAYETTE ROAD - MEDINA. onto 


Check 111-269 on Reply Card 
111 











Hammons added 
four service calls 


per day per truck 
with... 


2-WAY RADIO 
JOB CONTROL 


fa gee 





WE “RODE THE TRUCKS” on a typical working 
day with journeyman Tom Robinson (right) 
to study first hand the results of 2-way radio 
job control at Hammons Plumbing & Heating. 
Manager Keith Hammons (above) is trans- 
mitting the order for a rush job at 2:11 p.m. 
—one of 10 handled by Robinson that day. 
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Two-way RADIO—gadget or 
good business? 

One answer to our question 
comes from William Hammons, 
president of the Hammons 
Plumbing & Heating Co. of An- 
derson, Ind. He says: “Anything 
that puts an extra $80 into the 
till every working day—and a 
smile on our customers’ faces— 
is good business. That’s what 2- 
way radio job control does for 
a" 

In last month’s issue, DE de- 
scribed Hammons’ radio set-up 
and told why the owners—Wil- 
liam and his son Keith—decided 
to try it on their four service and 
installation trucks and in the 
company station wagon. The cost 
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of the system and how it works 
on a typical job was described, 
and a brief list of the basic ad- 
vantages of 2-way radio was 
given. For this issue, we asked 
the Hammons to expand upon 
some of these advantages. 

Says Bill Hammons: “I don’t 
see how any plumbing contractor 
can get by without 2-way radio 
in these days of high labor costs 
and customer resistance to 
mounting service charges. With 
radio control, the customer is as- 
sured that he’s being charged for 
only a minimum of travel time 
and virtually no wasted time. 
And we’re able to handle up to 


50 percent more service calls 
(Please turn to page 114) 





10 jobs—73 minutes 
travel time: Here's 
the 2-way radio pay- 
off at Hammons... 


SERVICE CALLS handled on a 
typical day by journeyman Rob- 
inson are listed in the chart at 
right. They show an average 
elapsed time of 7.3 minutes be- 
tween the completion of one job 
and the start of the next, a feat 
made possible when the installa- 
tion of a 2-way radio control 
system eliminated deadheading 
and other wasted mileage. 

Each man now handles an av- 
erage of 10 to 12 service calls 
per day, about 50 percent more 
than his pre-radio performance. 
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PLUMBING 


PLUMBING — HEATING — FIXTURES 
ANDERSON, INDIANA — Office: Phone 644-8875 














934-936 EAST 
9th ST. & 109 BY-PASS 
5 
Name 
Asides ath 4 
Work At: 














Work Completed 








JOB TICKETS in use at Hammons show the time each radio call is taken 


by the journeyman and the job’s starting and completion time. 
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Typical day’s service calls made by a Hammons journeyman .. . 
Seve Radio Arrived “yar 
Customer Job Call Taken atJob | Completed 
Harold Kerk water closet 












































216 Edgewood Dr. stopped up 7:30 a.m. 7:45 8:51 
Glenn Dunkerly water closet as 
50 Linden Lane won't flush 8:52 8:54 9:30 
Marg Klain laundry drain . 

808 Winding Way stopped up 9:31 9:33 10:13 
Dr. Green water heater Ps 
2011 E. Sth leaks (replace) 10:14 10:20 11:33 ; 
Clyde Oaks sink drain 

3112 E. 7th stopped 11:34 11:38 12:02 
Ralph Arnold install new ; 
1415 Hillcrest disposer 1:00 p.m. 1:09 2:10 
A & W Food Store run air condi- 

14th & Jackson tioner drain 2:11 2:24 2:59 
Radio Station HUW pump trouble- ATK 
State Road 67 no pressure 3:00 3:14 4:39 
Anderson Industries malfunctioning 

State Road 67 air conditioner 4:40 4:43 5:44 
Mabel Whetsel sink drain gnats 
1931 Central trouble 5:45 5:50 6:16 


















What the Hammons and their journeymen 





William Hammons 


“Before we installed our 2-way radio 
system, we did little more than break 
even on our service operation. Now it 
shows a fair profit—due mostly, | sup- 
pose, to the fact that our men handle 
up to 50 percent more calls per day 
at a small increase in overhead.” 





ot ee o 
eee Ran onetre 


Keith Hammons 


“We never could route our calls ef- 
ficiently before. We would give the 
men job tickets when they left in the 
morning, but then we wouldn’t hear 
from them for hours—so emergency 
calls couldn‘t be worked in efficiently. 
Radio has changed all this.” 





Journeyman O’Neal 


“It used to bother me when customers 
would complain about their bill or the 
time it took me to get there on an 
emergency job. Two-way radio has 
largely eliminated this. One custom- 
er told me this morning, ‘Good gosh— 
you here already? | just hung up!’ ” 











2-Way Radio Job Control (continued) 


with no increase in the number 
of journeymen or the size of our 
truck fleet, and with little in- 
crease in our overhead.” 

The firm gets its costs back on 
the radio system—and a good 
deal more—since it adds a mini- 
mum of four calls per day per 
truck. Before radio, one service- 
man and truck could handle six 
to eight jobs per day—now each 
truck usually makes 10 to 12 calls 
by eliminating deadheading, 
backtracking and other “wasted 
mileage.” 

“We're doing much more busi- 
ness now than before,’ Keith 
Hammons says, “with the same 
number of men.” 

This means a minimum of $20 
in extra income per day per 
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truck, or $80 a day. The figure is 
based on a $5 minimum charge 
for service calls, figuring all 
service calls take an hour or less. 
The firm charges extra for calls 
over an hour, of course, plus ma- 
terials. 

The average time lost between 
jobs by Hammons’ men is esti- 
mated at less than six minutes— 
figuring all trucks on all days. 

(This figure seems phenome- 
nal, even for a trading area of 
85,000 people, but a check of 
several days’ job tickets satisfied 
a DE reporter that it’s accurate.) 


= One man’s tickets, selected at 
random on the day we visited 
Hammons, showed an average 
time spread of 7.3 minutes be- 


tween the completion of one job 
and the start of another. 

Because of this short time 
spread, customer challenges of 
invoiced time have been greatly 
reduced, Keith says. He termed 
it one of the radio system’s great- 
est advantages. 

“Radio proved itself on this 
point the first week we used it,” 
he told DE. “We formerly got a 
challenge on 25 percent of our 
invoices, and even when we 
knew we were right we had to 
compromise with the customer. 

“Now we seldom get the chal- 
lenges—and we take in most of 
the money we bill.” 

Radio service “amazes” the 
firm’s customers with its speed 
and efficiency—and keeps them 
coming back, Keith says. It’s a 
common occurrence for a custom- 
er to tell the journeyman, “How 


Domestic ENGINEERING, DeceMBER 1961 








learned 





Journeyman Robinson 


“| like the fact that we can get ad- 
vice from the office quickly when we 
need it. Also, there was a time when 
a misplaced address or a misunder- 
stood instruction could result in much 
wasted time. If this happens now, we 
merely call the office for directions.” 





Journeyman Leaver 


“| can make more service calls per 
dollar of overhead with 2-way radio, 
which naturally is good for the com- 
pany. And what’s good for the com- 
pany is good for me since, in the 
long run, it means more income and 
better job security.” 


about radio-equipped trucks... 


a 





Journeyman Blackshear 


“No matter how well we stock our 
trucks, we can’t put every one of the 
10,000 items in a plumbing shop on 
them. Now if there’s a needed part 
for some phase of the job that is not 
on the truck, we can get it in a hurry 
merely by radioing the office.” 








could you get here so fast? I just 
hung up.” 

Another plus advantage of 2- 
way radio is summed up by Keith 
Hammons this way: “The little 
things that used to ‘go wrong’ 
with jobs are largely eliminated, 
since each one of us now has im- 
mediate contact with all others at 
the flick of a switch. If dad’s 
across town, for example, and one 
of us has a question about a par- 
ticular job with which he’s most 
familiar, we can reach him in his 
station wagon in short order, and 
get the answer with little delay.” 

Two-way radio helps Ham- 
mons’ image with builder and 
commercial accounts too. The 
mere fact of the service stamps 
Hammons as a progressive firm. 
But there are tangible ways that 
the service impresses these ac- 
counts too. For example, Keith 
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may get a call from a builder ask- 
ing if he can get a man out “to 
lay a water line before noon.” 
With radio control, the firm can 
do it, usually by quickly pulling 
a man off a construction site or 
intercepting him enroute to a 
non-emergency service job. 

The same is true of commercial 
accounts. The firm now has sev- 
eral regular customers in this 
category because of the fast serv- 
ice they must have. For example, 
Hammons’ new facility for han- 
dling rush jobs has created new 
commercial service accounts that 
result in “several thousand dol- 
lars in extra business a year.” 

These are among the ways that 
2-way radio pays off for Ham- 
mons Plumbing & Heating—each 
of them important enough by it- 
self to justify the expense, Bill 


Hammons concludes. END 
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Two-way RADIO is a business 
“medicine” you may need to 
eliminate the aches and pains of 
a case of profit sickness. 

To figure out whether or not 
your operation needs radio, check 
yourself to see if you have any of 
the “symptoms” listed below. 
They indicate the need for the 
cure that a system of 2-way radio 
- job control may provide. 

With the aid of this article, 
contractors can also evaluate how 
profitable a 2-way radio system 
can be in their business. For 
those who already have such a 
system, it can help them deter- 
mine if they’re getting maximum 
value from the setup they now 
have. 

Speaking first of 2-way radio 
designed for communication be- 
tween a fixed point and a moving 
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How to 





Figure 


Your Stake 


in 2-Way Radio 


What you can expect; equipment 


you can use; how much it costs 


vehicle, certain symptoms devel- 
op indicating a possible cure 
through radio control. Here are 
some of the most common and the 
cure which might be expected: 


Symptom: Your service vehicles 
are constantly on the go, but it’s 
difficult to show a profit. 


In this instance, 2-way radio 
definitely can help. Deadheading, 
backtracking and other wasted 
mileage can be eliminated along 
with a corresponding reduction 
in wasted labor cost. Fingertip 
control of vehicles, through 2- 
way radio, enables management 
to cut operating expenses to a 
minimum. 


Symptom: You could use another 
man or another truck but you’re 
not sure you can afford them. 


Here again 2-way radio can 
cure the headache. Radio control 
can give your present trucks ad- 
ditional capacity. You can han- 
dle more business with the same 


equipment, or the same business 
with less equipment. Reports of a 
25 to 50 percent increase in the 
number of service calls that can 
be made each day per truck are 
commonplace. 


Symptom: Overtime in your shop 
has become “a way of life.” 


With 2-way radio, you know 
where your men and vehicles are 
at all times. Therefore, schedul- 
ing their work becomes more ex- 
act. Job completion times can be 
accurately predicted, and men 
and vehicles can be dispatched to 
meet changing conditions with a 
minimum of wasted time. Get- 
ting men back to the shop on time 
can be greatly facilitated with 2- 
way radio. 


Symptom: You find it difficult 
and unprofitable to handle emer- 
gency business. 


Quick service becomes the or- 
der of the day under radio con- 
trol. Pressure is eliminated from 
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rush and emergency situations 
since you contact vehicles in- 
stantly. Two-way radio enables 
management to exploit—not 
dread—this type of business. 


Symptom: When you’re away 
from the job or the office “things 
just don’t go right.” 


For many businessmen the fact 
that 2-way radio keeps them ful- 
ly informed over their entire 
area of operation has been 
enough to justify its application. 
Management rides the seat of ev- 
ery radio-equipped vehicle. It is 
never out of touch with the min- 
ute-by-minute events on a prob- 
lem job. 


Symptom: Telephone expense on 
the part of servicemen who must 
call the shop at the completion of 
each job is high. 

Much worse is the time wasted 
by the men searching for a phone 
—and the “coffee break” that 
often goes with it. 

Tracing men in the field is dif- 
ficult and disrupting to routine. 


Some businesses have report- 
ed that the cost of a 2-way radio 
system has been paid for through 
telephone savings alone. Where 
drivers or servicemen are re- 
quired to make frequent call-ins, 
where toll charges are involved 
and where tracing is frequent 
and time-consuming, 2-way radio 
becomes a big asset. 


= No time is wasted by office em- 
ployees. No time is wasted by 
drivers hunting for telephones in 
outlying areas. One contractor, 
servicing accounts over a wide 
area with a fleet of seven trucks, 
recently reported a savings in 
telephone toll charges of $200 per 
(Please turn to page 118) 
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2-WAY RADIO PROFIT-FINDER 


(Based on probable benefits received from direct savings as 
indicated in actual case studies. Chart does not consider in- 
tangible advantages of radio control which would increase 
profit potential.) 


Estimate what your monthly telephone sav- 
ings would be if you eliminated driver call- 
ins and telephone tracing. 


Estimate your monthly savings in vehicle 
expense if you eliminated backtracking, 
deadheading and other wasted mileage. 


Estimate savings in monthly overtime pay- 
ments if you could get men back to the shop 
“on time” regularly. 


If you operate less than five vehicles, convert 

45 minutes daily wasted time (each) into 
productive time for each manned vehicle. 
Enter monthly total. Sa 
If you operate five or more vehicles, “park” 

one and enter monthly savings in manpower 

and vehicle expense. 


Total Direct Savings 


Multiply $1.25* by number of vehicles you’d 
radio equip and then multiply by number 
of days you used to calculate monthly sav- 
ings. Enter this average cost of a 2-way radio 
system here. 3 


Subtract the above figure from total savings 
to get your probable initial monthly profit 
from the radio system. 


*This is the average cost of a 2-way radio system using standard 
equipment and including base station, antenna, mobile units and 
maintenance over seven years normal operation based on studies 
of systems using three to five vehicles. 
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(Continued from page 117) 


month as a result of his newly 
installed 2-way radio system. 


Symptom: Your bills for services 
rendered are running into more 
customer resistance. 


Not only does the fast service 
you are able to render because of 
2-way radio take the “edge” from 
your service charges, but you can 
actually hold down charges with- 
out reducing profits. Many firms, 
unable to increase charges, are 


finding service profits for the first 
time with radio control. 


Symptom: You wish there were 
more hours to add to your work- 
ing day. 


This symptom is common 
among management men with a 
myriad of details to handle. How 
many details could you clear up 
from your car if you had direct 
voice contact with your office? 
How many hours driving time 
could be saved? How much more 





Next month 





How to get in on the 2-way radio payoff 

















































































































ALL RIGHT, I’ve been sold. The examples of better job control 
through 2-way radio shown by your articles convince me I should 
look into the matter further. What’s the next step? How do I go 
about setting up a system of 2-way radio for my company? What 
radio products offer me the most value for my money? 


elf your thinking has been running along these lines as you’ve 
read DE’s current series on 2-way radio, the answers you want will 
appear in the third article of the series next month. There will be 
a step by step guide for setting up a 2-way radio system in your com- 
pany. There'll be a review of products currently available from 
radio equipment manufacturers. These will include shop-to-truck 
models for both conventional radio wavelengths and the lower cost 


citizens’ band. 


= And there'll be a special report on the new transistorized “walkie 
talkie” units and other pocket-sized radios that are becoming increas- 


ingly popular for use on the job site. 
(Illustrated is the new “personal messenger” unit introduced by 


118 


E. F. Johnson Co. of Waseca, Minn.) END 






quickly could you get the job 
done? 

There’s little question that 2- 
way radio can put many more 
productive hours in the working 
day of management. 

Have you recognized some of 
these symptoms in your own bus- 
iness? If so, your next question 
is likely to concern the cost of 
alleviating the “pain.” 


What are the factors determining 
the cost of a 2-way radio system? 


The biggest is the range you 
wish to cover with your radio 
signal. 

Standard equipment produced 
by most major manufacturers 
will transmit a radio signal 20 to 
40 miles and, in some instances, 
even greater distances. Where 
more coverage is desired, it can 
be accomplished by increasing 
both antenna height and trans- 
mitting power. Standard equip- 
ment, however, should give most 
contractors a sufficient range to 
cover their entire trading area. 


» A word of advice here may be 
in order. Once you've installed 
a radio system, vou'll rely so 
heavily on it that insufficient 
range, even of your own making, 
will be a source of annoyance. 
This pitfall can be avoiaed the 
moment you go “on-air” by hav- 
ing a competent radio engineer 
design a system to fit your spe- 
cific requirements. The manufac- 
turer of the equipment you se- 
lect will be glad to furnish you 
with a proper recommendation. 

Let’s assume that the 148-174 
megacycle band would be the 
most suitable for you since you 
need both city and country cov- 
erage. This is the most prevalent 
band in use by business. 


How much does a system utiliz- 
ing one of these frequencies 
cost? 


Using case history studies of 
firms operating 3 to 5 vehicles, it 
was shown that a radio system 

(Please turn to page 136) 
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ONE MAN LINE-UP QUICK ELEVATOR ADJUST 
WITH TWO PIECE BACK HANGER BRACKET 
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BALL BEARINGS 
\ 5 | DOWN 
® 
| | 
| a 
| up 
le 
No need for two men to install Fin-Vector. Slide up or down for exact pitch required. 
Bottom part of back (use is optional) hangs Snaps and locks tightly in 101 different 
true from cover retaining strip. Easily han- positions. Exclusive ball bearing feature min- 
died by one man. imizes noise. 


Dunham-Bush Fin-Vector saves installation time, saves money. The secret’s 
‘‘slide 'n snap’’. Once cover retaining strip is up, you can throw away your tools. 
All cover and accessory pieces quickly ‘‘slide 'n snap”’ together. 

Choice of three new Fin-Vector radiation ‘‘wrap-around”’ covers (front cover — 
top/front cover—sloping cover) for heating commercial, industrial and institu- 
tional buildings. Fin-Vector mounts 1, 2 or 3 tiers high with easy heating element 
size selection. For wall-to-wall installation, in separate units as convectors or 
combined with Dunham-Bush Unit Heaters, Heating-Cooling Units and Con- 





vectors for a combination of requirements. 





Send for complete specification details of 
Dunham-Bush ‘FC’, ‘TFC’ and ‘SC’ Fin- 
Vector. Request data sheets No. 1271, No. 


1272, No. 1273 and No. 1274. DUNHAM-BUSH, INC. 


WEST HARTFORD 10, CONNECTICUT, U.S.A. 


SALES OFFICES LOCATED IN PRINCIPAL CITIES 
Check 119-262 on Rep'y Card 
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Sf PUP (Santa Claus) Bourn i 


brings 
Christmas 
to Sayco 
Dealers 
all : 


year "round (% 


ih 










Yes, you read it right! Christmas happens 
every day in the year for Sayco’s multitude of 
/ Jobbers and Dealers. 

Because Steve (Santa Claus) Young has a 
larger bag of sales incentives and free gifts j 
than the original ‘Old Nick” ever had. 

Steve keeps adding to them regularly i “ 4 
too, in a big-hearted way that Ls 
flabbergasts the competition, 
who are constantly concerned 
with keeping their products 
and prices on a par with 
: Sayco’s superb merchandise, 
“Fixture Fashion Valves.” 

Provocative antics or not, 
there’s definitely no tom-foolery 
about Sayco’s extra quality 
controlled valve manufacturing, 
the Lifetime Guarantee Jobber 
and Dealer selling aids, and any 
one of the 43 Bean-efits. 

There’s a great new sense of \ 
excitement in featuring Sayco’s 
stunning line of ‘“‘Fixture Fashions”. . . Nee 
; that makes more sales . . . more profits, 
and keeps putting more pleasurable zest 
into the plumbing business day and many, 
| many more dollars in Sayco Jobber 
and Dealer’s pockets. 
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STEPHEN A. YOUNG CORPORATION 


Flora, Indiana 
Check 120-263 on Reply Card 





Registered Lifetime Guarantee 
Warranty Guarantee on Damage 

Wholesalers Promotion Program 

Plumbers Promotion Program 

Advertising Dollar goes further—maximum results 
Jobbers St. Bernard Service Kit 

Plumbers Right Hand Service Kit 

Work Book selling— product merchandising sheets 
Exclusive, patented buy-appeal styles and designs 


One investment serving multi-middle and exclusive 
castle-type homes 


Free Monograms—Free color discs 

C.P. Hot or Cold Indexes or in black and white 
Limited Jobber representation 
Same day-received-shipped replacement policy 
Direct maintenance service—time and money saver 
Compliments of SAYCO policy on small parts 
Reimbursement on return (PP charges) 

Realistic competitive prices 

The one and only Spin-N-Grin 

3-N-1 with refund—flexible—reduce investments 
Swingmount Arms 


Patented water saver adj. spray Shower Head, 
8” Arm, Set screw flange 


Patented sure-tite #21 flange arrangement 

In real orbit—Space Ace with a spare 

Exclusive Saturn centerset 

O-ring stems—complete line—interchangeable in all units 


Originators of telescope bath drains with complete 
installation flexibility 


Flat-back one piece castings (originators) 

Complete color cartoning —identifies— protects — 
displays—saves shelving 

Quad-plating, copper, bronze, nickel, chrome 

1,000% testing—some valves as many as 5 separate times 
2 exposed screw—No exposed threads 

ne Renu-seat— One Renu-seat washer 

o0se-proof shoulder head seat washer screw 











Wholesalers personalized display board 

All parts U. S. made 3 

Factory as your own treatment—one hour delivery if necessary 
SAYCO-Matic—eliminate compression stops—integral stops 


Ball bearing stems 












Plant-product-personnel-customer employee relationship 






— 
if 


SAYCO Hoosier hospitality —birthday presents—links, 
trays, lighters and mugs 


| ! > SAYCO-on-the-lake customer relation facilities, 

educational and sales programs 

Last but not least—SAYCO's 15-year “Top Brass” reputation 
backed with the most modern, automated plumbing 

brass plant in the United States 


Check 120-263 on Reply Card 



























































NEAR THE ARCTIC CIRCLE 
40 BaG BOOSTERS GIVE RESIDENTS 
INDIVIDUAL TEMPERATURE CONTROL 


At Fairbanks, Alaska, tenants in the 

Anderson Apartments enjoy all the 

: hae , comforts of radiant Hydro-Flo heating 
a ee Thohe | t 5 , plus their own choice of temperature. 
{CUO AL fr SRO 


ap ’ Hu ‘ Each apartment is on a separate heat- 

Re thee 4a a " ry a . ing zone and has an individual thermo- 

Sen ti : ; stat to control the operation of a B&G 

‘* Booster pump. In each circuit, a B&G 

Flo-Control Valve prevents the possi- 
bility of an over-ride in heat. 

A 2-pass B&G steam-to-water con- 


seat tesi ee ha 


BELLE LE 


‘ 
é 
Sa 


verter provides hot water for the 
heating system. 
Be«G Boosters are designed and 


built specifically to meet the exacting 
demands of circulated water heating 
and cooling systems. Their freedom 
from maintenance problems as well as 


quietness of operation explain why 


BaG Boostersare the preferred pumps. 


THE BUILDING: 


Anderson Apartments, Fairbanks, Alaska 


ARCHITECT: 


BaG Philleo Engineering Co. 


FLO-CONTROL 
VALVE HEATING ENGINEER: 


Fairbanks Plumbing and Heating 


PLUMBING AND HEATING: 


Fairbanks Plumbing and Heating 


GENERAL CONTRACTOR: 


BaG BOOSTER Kenneth P. Anderson, Contractor 


The B&G Booster is engineered for compactness, silent 
operation and years of service. It is built by precision 


manufacturing methods which translate good design into a BELL & Goss é& t ¥ 


superior product. Over 3,500,000 have been installed to date. 
The B&G Flo-Control Valve is so designed that it can be \ c ° M P A N Y 
easily cleaned without removing it from the pipe line, “ Dent. GX-1, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 
Check 122-264 on Reply Card 
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DE Wins Business Paper 
Journalism's Top Award 


DOMESTIC 
_ ENGINEERING 
- MERCHANDISING. TRADE 
& EXPORT PAPERS 


For THE 18TH TIME, the “Pulitizer Prize” of business 
paper journalism has been won by Domestic ENGINEER- 
ING Magazine. 

The award was for the best series of articles published 
in a 12-month period by a business magazine in the trade, 
merchandising and export fields and was presented by 
Industrial Marketing magazine. 

Industrial Marketing is a leading business magazine 
which, as a foremost exponent of editorial quality, has 
sponsored the contest for about 20 years. 

DoMESTIC ENGINEERING came out ahead in a competi- 
tion that involved about 300 entries, to take the top 
award. We did it with a 4-part series on the impact of 
imports upon our industry—titled “What You Should 
Know About Plumbing and Heating Imports.” 


#The series—which ran from November 1960 to Feb- 
ruary 1961—examined the effect of imports upon all 
levels of our own industry, contractor, wholesaler and 
manufacturer, as well as upon the consumer public, at 
a critica) time in the national economy. 

It was a time when the movement of American gold 
abroad was giving the federal government serious con- 
cern and causing it to re-examine some of our foreign 


trade policies. 


It was a time when rising unemployment was of major 
(Please turn to page 132) 
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PLIGHIIGNTS OF The VE 
Series on Imports... 





INTERVIEWS across the U.S. were 
made by DE editors for the award- 
winning story. Here, an editor 
ialks with T. E. Veltfort of the Cop- 
per & Brass Research Assn., who 
had just appeared before a Congres- 
sional tariff hearing. 





Exclusive! 


A Special Message on Imports 
to Our Industry from the New 
President of the United States 


Washington, DC 11-9 pm (eteowon ter Reve is the letter de you fee! chet tuber tare 
me Senses Jute F Kecumly td put yeas ah aid o—~ ~ 

da the Demweratic deckey back tate the world hating eaten edu 

hore satis » mony ower Vive A—As s practina) taptter, the queenan of United 

vectieet Richard ~ nie 


PRESIDENT KENNEDY gave DE his 
views on the import situation in the 
plumbing and heating industry in 


an interview published just after 
his election. 





FOR THE GRASS ROOTS story, DE 
editors studied the effect of foreign 


imports in typical U.S. cities, such 


as Brockton, Mass. 
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Problem 


FIG. 1 (right): Why do 
the radiators of this 
steam heating system 
spit water, a reader 
asks. The job was zoned 
some time after installa- 
tion, and he suspects the 
trouble lies in the piping 
at the boiler. 


J ob P rob) ems 










To the Editor: 

We're having trouble with a 
steam heating system that was 
zoned according to the enclosed 
sketch (Fig. 1) some time after 
it was originally installed. Zones 
A and C control the first and 


second floors of a house, and 
zone B handles an office attached 





to the building. Zones A and C 
are on one thermostat. 

Our problem is that some of 
the radiators spit water. Our 
sketch shows how the boiler is 
hooked up. We suspect that our 
trouble is starting right there 


because of some error in the 


original arrangement, If so, how 


Why Do the Radiators of 
This Zoned Steam Heating 


CEILING 
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should we revise the piping 
around the boiler to overcome 


our radiator problem? 


New Jersey AB. 


To the Reader: 

Water sputtering from the 
vent valves on steam radiators 
usually means that the radiator 
drainage is faulty and the radi- 
ator is flooded much of the time. 
We also have seen this happen 
when the vent valve is set low 
on the radiator. Just moving the 
valve to the top connection often 
stops the trouble. 

The sketch (Fig. 1) suggests 


that it may be a two-pipe system. 
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How to prove zoned heating doesn’t 


cost—it pays! (page 127) © 


If so, we’d take these steps: 

1, Open up and clean out the 
thermostatic trap on each sput- 
tering radiator. 

2. Lay a level along the top of 
each radiator and, if necessary, 
regrade the radiator to improve 
the drainage to the trap. 

With a one-pipe system, we'd 
start corrections this way: 

1. Make sure that the steam 
pressure is not backing up the 
returns to the level of the steam 
main at the ends of its run. The 
minimum clearance shown on 


the sketch is 26 inches between 


the boiler water line and zone 


A’s supply main. Since a steam 














pe 
2 


~ 





= 2%" TEE BUSHED DOWN 


pressure of 1 pound is equiva- 
lent to a water column of more 
than 27 inches, this much pres- 
sure on the boiler wil) push the 
return level right into the dan- 
ger area. 

Just as a suggestion, by drop- 
ping steam pressure to a half 
pound or so we might put a stop 
to the sputtering if it really is 
being caused by backed-up re- 
turns. The cure for such a 
situation is to lift the steam main 


to a safe elevation. 


2. While the 


looks large enough, we actually 
have no information on the size 


3", TEE BUSHED DOWN 


return piping 


(Please turn to page 126) 


Solution 
FIG. 2 (left): This is the 


arrangement suggested 
by our technical consult- 
ant, who emphasizes the 
following points: (1) Size 
main steam outlet to ris- 
er to provide cross-sec- 
tional area equal to com- 
bined areas of boiler 
outlets. (2) Pitch steam 
mains at least %4 inch per 
foot. (3) Take riser from 
front end of yoke if 
avoiding bullhead con- 
nections is desired. 


125 





“HI-JACK” SAFELY new... 





For installing Air 
Conditioners, Unit 
Heaters, etc. 





Vermette Machine Company, Inc. 


43rd St., Hammond, Indiana 
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| Job Problems 


(Continued from page 125) 

of the boiler, or on the amount 
of radiation attached to each 
zone. On one-pipe loops, water 
troubles sometimes can be elimi- 
nated by providing an intermedi- 
ate drip between the boiler and 
the end of the loop. This is be- 
cause so much condensate is 
materializing in the radiation 
nearest to the boiler that it is 
flooding the main on its way to 
a single, end-of-the-line drip, 
and the intermediate drip re- 
lieves this condition. 


#3. Water sometimes hangs up 
in one-pipe radiation as the re- 
sult of a partial vacuum develop- 
ing as the steam condenses inside 
the iron. The treatment for this 
situation is to replace the vent 
valve with one that admits air 
as soon as the pressure inside the 
radiator drops to less than at- 
mospheric. 

4. Another item to check — 
make sure that a single pipe 
radiator pitches towardthe 
steam inlet. In old buildings, set- 
tlement over the years sometimes 
will reverse a pitch that was cor- 
rect at the time of installation. 

The boiler connections could 
be improved. The steam outlet 
connections, as shown on the 
sketch, tend to set up uneven 
steam release in the boiler. To 
get away from this fault and at 
the same time provide some 
header drainage before the 
steam gets to the distribution 
system, we suggest the arrange- 
ment shown in Fig. 2. At the 
same time, elevating the steam 
mains to positions closer to the 
ceiling will ease the likelihood of 
the main’s flooding from backed- 
up returns. 


#For return connections, we 
recommend the Hartford loop. 
This also is illustrated in Fig. 2. 
The need for economy would 
persuade us to start with the 
minor possibilities and work up 
to the repiping as we find the 
changes necessary. END 
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lasts indefinitely ... 


fits all furnace and air 
conditioning units... 


one hole, 60 second installation 


Individually packaged with 
display /merchandising counter 
sales carton. A foolproof filter 
gage that really works sold on 
a satisfaction or money-back 
guarantee. Write for details 
and discount. 
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PLAYING |T SAFE 


Cautious Charlie always plays 
it safe. Especially against cancer. He 
knows there’s no guarantee he 
won't get it. But he also knows 
that most cancers can be cured, if 
people give their doctors a chance 
to find cancer early and treat it 
right away. So Cautious Charlie 
protects himself by having 
a health checkup every year. 
Why don’t you play it safe? 


AMERICAN CANCER SOCIETY 
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How to Prove Zoned Heating 
Doesnt Cost—It Pays! 


By E. A. Bogucz 


Vice President 
Edwards Engineering Corp. 


IF you’RE NOT pushing zoned 
hydronic heat, you’re missing a 
bet for making money and get- 
ting satisfied customers. 

Zoned hydronic heat is qual- 
ity heat at a price that’s very 
reasonable when considered in 
terms of the benefits received. 

But do you make sure your 
potential customers know this? 
Price mistakenly can be a “stum- 
bling block” to a sale if the cus- 
tomer has the wrong idea about 
costs. Do you have a customer, 
for example, who thinks—“yes, 
I’'d love to have zoning in my 
house, but I can’t afford it?” 


alf so, it’s up to you to prove 
that zone control doesn’t cost— 
it pays. You can make a com- 
parison of fuel costs in similar 
buildings—zoned vs. nonzoned— 
and show that fuel savings up to 
30 percent can be effected with 
zoning. 

You can point out the common 
sense behind the idea of heating 
one zone while saving fuel by not 
heating other areas that aren’t 
in use. 


sAlso, you can present the 
cost savings and comfort to your 
customer that are realizable 
from a 3 or 4-zone system as 
against a 2-zone system. By 
adopting this approach, you ig- 
nore the argument of a zoned 


ZONE 
fete] pac ie) & 
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system vs. a nonzoned “waste- 
heat” system. You’re making it 
a foregone conclusion that zon- 
ing is to be done and it’s just a 
question of how many zones are 
to be installed. We need only 
show that it’s actually more 
sensible to put in 3 or 4 zones 
(or more) instead of 2. 


«Here are the figures to prove 
this important point. 

Let’s take a 1,500 square foot 
ranch home with design condi- 
tions at -10F, with 6,300 degree 
days. The calculated heat loss is 
about 64,000 Btu/hr. 

In the “waste-heat” or non- 
zone installation the bill of mate- 
rials figures out like this: 

Using 34-inch baseboard rated 
at 600 Btu/ft we need 64,000/600 
or 107 lineal feet. Assuming a 
trade cost of $1.55 a foot for the 
34-inch element plus cover, we 
have a radiation cost of $166. To 
this we add the cost of approxi- 
mately 100 feet of 34-inch con- 
necting tubing at about 26¢ a 
foot, or $26, plus approximately 
$12 for %4-inch fittings. Total 
cost of 34-inch radiation plus 34- 
inch connecting tubing and no 
zone valves thus is $204. 


= Now let’s figure a 2-zone in- 
stallation. Using 34-inch base- 
board, we need the same amount 
of radiation and connecting tub- 
ing as in the above paragraph 
plus the cost of two zone valves 
and one additional thermostat, 
but less the cost of a boiler flow 
(Please turn to page 128) 


Spotlighting the profits 
in zoned hydronic heating 


4th article of a series 








ty 
LIQUID 


RUST 
INHIBITOR 
ty? 


LIQUID 





“x” RUST 
INHIBITOR 
is the finest chemical 
formulation that can be 
devised to prevent Rust 
and Scale formation. 
it is the only preparation of 
its type that guarantees at 
least 95% rust inhibition. 
“X" FLUSH 
is a specially designed formula- 
tion for removing Rust, Scale, 
Sludge, Grease and Oil from boil- 
ers without affecting the metal. 
It is guaranteed to stop foam- 
ing, surging or priming. 
it puts into solution all boil- 
er and pipe impurities, per- 
mitting them to be readily 
drained from the system. 

It completely removes 
scale, increasing 
heating effi- 
ciency up 
to 60%. 





LABORATORIES, INC. 
NEW YORK CITY 36, N. Y. 
Factories: LOWELL, MASS 

TORONTO, CANADA — LANCASTER, PA. 
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4%" Sink Waste Adapter for 
cleaning right through 
the basin plug. 


8%” sectional cable with guide 
hose for fast cleaning of 
stubborn stoppages. 


He’s equipped to clear 3” drain lines or plugged basins 
with this POWERFUL, LIGHTWEIGHT K-50 


You see, this alert plumber knows his 30-pound ‘‘Multi-Purpose”’ _— 
K-50 will do any drain cleaning job he comes across in %” ‘a 
to 3” lines... and do it quickly, efficiently, with no lost time. 

In seconds he can convert the K-50 from a machine that 
handles %” sectional cable to one that he can take into the most 
modern kitchen or bath to clear plugged sink or tub waste 
lines. Sink Waste Adapters handle 25’ of %” or 35’ of %” wire 
cable. The K-50 is ideal for lines from %” to 3”. An exclusive 
instant-acting clutch keeps the cable under fingertip control. 

Remember... satisfied customers will give you other profitable 
work, too. You simply can’t afford to be without a new K-50. 
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Ask your KOLLMANN jobber for a demonstration 
-.. or write for descriptive literature 
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(adj.). Yielding or bringing profit or 
gain; lucrative. (Webster’s Dictionary). 







Because Penn Boilers are 
built for performance rather 
than price, you can spend 

more time on profitable new jobs 
and less time on costly 
call-backs. A 30-year record 

of profitable performance makes 
Penn a good line to promote. 
Write us today. 








Manufactured in accordance with 
ASME codes, rated by SBI, ap- 
proved by A.G.A. 


Penn Boiler Division 


PEBBCO INDUSTRIES INC. 


LANCASTER, PENNSYLVANIA 
AREA CODE 717 * 


Check 128-272 on Reply Card 
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(Continued from page 127) 
control valve (which is elimi- 
nated by one zone valve). 
Therefore, itemizing: 

107 feet of 34-inch 

baseboard radiation ..... $166 
100 feet of 34-inch connect- 

ing tubing and fittings... 38 


2 zone valves @ $17 ...... 34 
1 additional ther- 

mostat @ $8 .....:...... 8 

$246 

Less flow control valve.... 7 

Total trade cost ........... $239 


In other words, it costs only 
$35 more to install 2 zones than 
to have a nonzone installation. 


» Next, let’s consider a 3-zone 
installation. Since 64,000 divided 
by 3 results in zone-loops under 
30,000 Btu per loop, we can—if 
we desire—use %-inch base- 
board radiation. 

Our firm’s practice in zoned 
circuiting is to recommend the 
use of %-inch (nom.) baseboard 
tubing, connecting tubing and 
fittings for circuits under 30,000 
Btu/hr. For this type of layout, 
a circulator designed for zoned 
circuits should be used, develop- 
ing approximately 13 feet of head 
at shutoff. 





s However, for the sake of a 
complete analysis, let’s consider 
both % and %-inch tubing. So 
first, let’s take a 3-zone installa- 
tion using a 34-inch baseboard as 
before. Itemizing, we have: 

107 feet of 34-inch radiation . $166 
100 feet of 34-inch connect- 


ing tube and fittings..... 38 
3 zone valves @ $17....... 51 
2 thermostats @ $8 ........ 16 


Less flow control valve.... 


$264 

Total cost: Only $25 more than 
a 2-zone installation. 

Using %-inch baseboard radi- 
ation rated at 600 Btu/ft, we 
need 107 lineal feet as before. 
However, the trade cost for 4- 
inch baseboard is 14¢ less than 
for the 34-inch element. There- 
fore, we have a radiation cost of 
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$151. To this we add the cost of approximate- 
ly 100 feet of 44-inch connecting tubing at 
15¢ a foot, or $15, plus approximately $5 for 
14-inch fittings. 

Therefore, itemizing: 
107 feet of 44-inch 


baseboard radiation ................ $151 
100 feet of 42-inch connect- 
ing tubing and fittings .............. 20 
es 51 
2 thermostats @ §B ....... 06. ce eeuee 16 
$238 
Less flow control valve ............ 7 
Total trade coat ......csicivaddes $231 


Note at this point that it actually costs less 
to offer 3 zones (using %-inch baseboard, 
connecting tubing and fittings) than to offer 
2 zones. Furthermore, the added material 
cost of 3 zones over the nonzone system is 


only about $27. 


RINDL New! Improved 





THERM-0-TRON PIPE THAWER 


THAWS - SWEATS - SOLDERS - BRAZES 
DECONGEALS FUEL OIL LINES IN HOMES, BUILDINGS AND FACTORIES 


All-year-round money-maker. Thaws frozen 
pipes ELECTRONICALLY - in minutes - no 
digging frozen ground, breaking through 
walls. No blow torches. Portable, carry 
from job to job. Simply clamp on to pipe. 
Plug into any 115 or 230 volt outlet. 
Specify voltage when ordering. Use attach- 
ment for Sweating Joints and Slipover 

. Fittings on Copper Pipes, Soldering Seams 
in Gutters and Down Spouts, Sweating or 
Soldering Sheet Metal, Spot Solder Small 
Parts, Preheat to Bend Metal. Complete 
with cables, cord and clamp. Simple to 
operate. Instructions included. 


THAWS AND LIQUIDIZES FLOWING FOODS AND CHEMICAL PRODUCTS 


ONLY 
TRINDL ARC WELDER 
_TRINDLARC WELDER Tt «gg .. 
MODEL 125A SPECIALLY ENGINEERED FOR Rae, 
‘os 













PLUMBING - HEATING - COOLING 
CONTRACTORS 
16 heat stages from 20 to 125 amps. Welds Um 
metals to %” thick. This highly flexible, ‘S) 


TRINOL - 


As previously mentioned, the industry has combination, multi-purpose welder operates _““& 4 
f ed ; : . from either 115 or 230 volt line. Rated for G&= y 
recorded fuel savings in hydronic heating CONTINUOUS operation. Fully guaranteed. < Sy 
with zoning of up to 30 percent compared Complete line of models 80 to 400 amps. 
with nonzone operating costs. This argument 0 C 
immediately can influence a sale because TRINDL PR DU TS, Ltd. 
the zone valves in a 3-zone system can be Manufacturers 


Pipe Thawers - Welders - Industrial Accessories 
Dept. T37-N—1807 S. CLARK ST.—CHICAGO 16, ILL. 





paid for in less than a year’s operation. 
What’s so expensive about $35 for a 2- 
zone system or $27 for a 3-zone system (even 
after your markup) ?—in the light of fuel 
savings the first year, the second year, and 
every year! 
While proving that zone control doesn’t 
(Please turn to page 130) 
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(Continued from page 129) 


cost, but that it pays, talk about comfort 
and adaptability to varying living conditions 
or room re-arrangements! 

Talk about finishing off the recreation 
room simply by adding on another zone valve 
at a future date, at a low, low cost! 

Talk about the freedom of choice in heat- 
ing various parts of the house (which really 
proves the case for fuel saving). Look at 
this next comparison for powerful sales 
appeal. 

(a) Take the nonzone house. Here the 
occupants have exactly two choices for their 
comfort: Either the heat is on or the heat 
is off. Let’s give this example the identify- 
ing choice-No. of 2. 

(b) Take the 2-zone house. Here the occu- 
pants have some more choices or combina- 
tions for their comfort. Suppose we identify 
the zones as X and Y. Then we can list all 
the possible thermostat combinations for heat 
on and off at various times like this: Zone 
X on and zone Y off, zone X on and zone Y 
on, zone X off and zone Y on, zone X off and 
zone Y off. 


a Thus we have four choices here for com- 
fort. Let’s give this example the identifying 
choice-No. of 4. 

(c) Take the 3-zone house. Here the occu- 
pants have still more choices or mathematical 
combinations for their comfort. Let’s iden- 
tify the house zones as X, Y and Z, Then we 
can list all the possible thermostat combina- 
tions for heat on and off at various times in 
this way: 

Zone X Zone Y Zone 7, 

on on on 
on on off 
on off on 
off on on 
on off off 
off on off 
off off on 
off off off 

Now we have here exactly eight choices 
for comfort. Let’s give this example the 
identifying choice-No. of 8. 

Now let’s pull together all our costs and 
comfort choice-Nos. 

Total Choice 
Cost Nos. 


Nonzoned $204 


2-zone 239 


3-zone (%4-in.) 264 


3-zone (%-in.) 231 8 


Compared with the nonzone home, it’s 


easy to see now that for $35 additional you 
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can double a customer’s comfort; but for 
either $60 or $27 you can quadruple a cus- 
tomer’s comfort. Make that a sales point! 

For more sales-fun, you can even play 
around with a 4-zone system and show that 
you come up with 16 comfort choices of 
operation for a total trade cost of $256, or 
only $52 more (with 34-inch baseboard and 
tubing) than a nonzoned system would cost! 

There are many instances when 4, 5, 6 or 
more zones are desirable in a given plan, but 
our most dramatic sales point is scored above 
with the 3-7one installation. 

Here are other ways you can contribute to 
your own growth in hydronic zoning: 

It goes without saying that the more tech- 
nical know-how you possess, the higher qual- 
ity your work will be—and at lower cost. To 
keep up to date on the newest methods of 
calculating heat losses for buildings, attend 
a local Institute of Boiler & Radiator Manu- 
facturers or trade association school for a few 
days. Refer to the I-B-R publication H-20. 
Write for “Heat Loss Calculation” to the 
I-B-R at 608 Fifth Ave., New York City 20. 
It’s available for only $1. 

Follow I-B-R recommendations for good 
piping practice in its publication No. 800, 
available for $1.50. These recommendations 
refer to the latest proven advances from 
laboratory tests as well as field practice. 

Use packaged equipment as much as pos- 
sible. Why waste your labor and money do- 
ing wiring and assembly of boilers in the 


field when many of today’s manufacturers 
(Please turn to page 132) 
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you've got more confidence in, \’d certainly 


appreciate your calling him!” 
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"Madam, if there’s some other plumber 


mr. PLUMBER [T’S HERE! 
The rll Mew 
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* Installs in 10 minutes or less—no lead or wax required. 
* Fits perfectly any discharge outlet horn—flush or extended. 


%* More sanitary—prevents offensive odors—gas or water seepage— 
damage to floors. 





% Resilient Neoprene Seals protect agai: building and 
vibrations. 
Phone or write for literature today ! 2 


WALTER E. SELCK AND CO. 
7125 West Gunnison St. * Chicago 31, Illinois 
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Sanly & Saxe do these jobs faster and cheaper on their 
DE 4 MARK 


production lines? 
K LL Use long-length baseboard cover to sim- 
TAN BA plify wall-to-wall installations and reduce 
In the top most class is SCULLY SUPER SEAL installation time. An added advantage here 
ALWAYS SEATS—LASTS FOR YEARS—Lifts Easily is the neatness obtained by elimination of 
various splice pieces and connectors. 

There’s plenty to talk about when it comes 
to hydronic zone control and its advantages 
over other forms of heating. But when you 
boil it down to simple arithmetic, you can 
run way ahead of your competition. 

é The preceding discussion has emphasized 

Internal Action : ‘ Ce 
p Ball Accinst zone control as applied to residential instal- 

gr alg lations. The growing and steady demand for 
apartment houses is creating new interest in 
Prove It Yourself By Trial the building field. Here, too, the contractor 


' who offers individual zone control heating 
eulon a and can show distinct advantages is “in.” 


























Please send FREE Samples of With simple metering devices (inserted in 


SCULLY SUPER SEAL FAUCET WASHERS. the individual apartment’s heating circuits 
SCULLY SUPER SEAL TANK BALL 








with a motorized zone valve arid one boiler) 
“e an individual heating charge can be made as 
Address quickly as reading an electric meter. Such a 
system is obviously less costly than indi- 
vidual boilers and separate meters and sepa- 


rate piping. END 
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(Continued from page 123) 
concern to labor economists, who pondered 


the effect of low-paid foreign labor upon the 
competitive status of American labor, as re- 
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LAVATORY 
LEGS ana towel bars 


the name to remember is 


flected in low-priced imports. 

It was a time when America was prepar- 
ing to participate in an international con- 
ference on the revision of tariff schedules 
with some 37 other nations. Thus, the impact 
of imports upon our economy was under 
particular scrutiny. 

It was a time when imports in certain 


HUAN ruc 


product areas had reached such proportions 
that some American industries felt they 
could not compete with the low-priced im- 
ports without some governmental relief. 


manufacturers of quality 
plumbing speciaities, including: 


. iRLAsk ol, , . tel , 
* basket strainers! * repl t baskets! 
* pipe straps! * floor & ceiling plates! 
* brass nipples! * chrome-plated nipples! 
* chrome-plated brass * chrome-piated 

fittings! Sure-Grip flanges! 





s And it was a time when imports in certain 
products and in certain geographical areas 
had reached such proportions that contrac- 
tors and wholesalers who handled or pre- 
ferred to handle only American-made prod- 
ucts found themselves competing on a price 
basis with contractors and wholesalers who 
did sell foreign goods—with all the usual 
results of price-cutting competition. 

Finally, one of the important questions 
Check 132-278 on Reply Card confronting the industry involved the “obli- 
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Sold thru the wholesaler + Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. @ Cleveland 12, Ohio 
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Make 


Sewer Cleaning 
Your 
Many BIG PROFIT 


users LINE! 
report 


200 NN ‘FLEXI- 
wna, JW _ff CLEANER 


repairs! 





"For the last time, Hoskins, we’re 


not presently in the market for 


a second bathroom!”’ 


@ONE-MAN OPERATION 
@ 125, 250, 500 RPM 
@FULLY REVERSIBLE @ SAFETY CLUTCH AND CHUCK 














— © LIGHTEST WEIGHT @STRONGEST COILED RODS OBTAINABLE 
gation” contractors and wholesalers felt to- 2 petbegitept sehen 
ward their customers to sell and install ae and electric Plumbertools 

quality products. Many in the industry felt ie We or os allie Fe 

that foreign products were of inferior quali- LU TOOLS +Iinc. 


ty and should not be sold. Others held that 
the contractor should “give the customer 
what he’s willing to pay for.” = 

“Tf he wants a low-priced foreign product, | 
give it to him and let him take the conse- 


FRANK DONOVAN COMPANY 9 





Check 133-279 on Reply Card 





quences,” they sometimes reasoned. Others | 
in the industry felt that most foreign-made 
products are just as good as American-made 
ones and that the contractor was in no way 
failing in his obligation to his customer | 
when he sold imported goods. 


= Overshadowing the entire import ques- 
tion was the role played by our federal 
government’s international policy—which in 
the post World War II years has consistently 
supported the idea that we must strengthen 
the economies of our allies for diplomatic, 
political, military and ideological reasons— 
by helping them to industrialize and provid- 
ing them with a low-tariff market in which 
to dispose of their goods. 

At the same time, there were many who 
were beginning to question the wisdom of 
this international philosophy as undermin- 
ing our own economic strength and hence 
ill preparing us for any possible future mili- 
tary attack. 

DE’s series on the “import question” 
was both timely and complex. There were “at 
no clear-cut issues. Almo r sti 

(Please turn to co phi Ph ieee (tke the Pugs fntr_To CLE Gow pky / 


Check 129-274 on Reply Card 
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® (Continued from page 133) 

> * b | had both pros and cons for its answer. The 

Ul ra Ul | judges in the Industrial Marketing com- 

| petition recognized this in presenting the 

NOW WITH HOSES | award by citing it as an “outstanding ex- 

ample of depth reporting and interpreting 

FURNISH ED x and clarifying a significant and difficult sub- 
FOR COMPLETE 7 y ||| = 

| of Domestic ENGINEERING have traditionally 

INSTALLATION (3) | thanked their readers for their help. This 

as . 


In accepting previous awards, the editors 


case is no exception. 
_ — In business journalism, you readers are 
the newsmakers and also the best reporters. 
In learning about imports and their effects, 
it was logical that DE editors went to you for 
the story behind the statistics we gathered. 
; You provided information which we dis- 
= FY tilled, evaluated, organized and interpreted 
| into the only full-scale report ever published 
So for our industry on a subject affecting every 
™ person who earns his livelihood in plumbing 
utilatub — Dress up your ‘ 
laundry installations with a and heating. 


Fiberglas tub priced competi- 
tively with concrete tubs. 


























#As editors, we knew from the beginning 
that imports were having an impact on the 
E. L. MUSTEE and SONS, INC. industry. We had statistics from the govern- 
pedrnia econ = Sees Se ment dramatizing the upsurge of plumbing 
are trademarks of E. L. Mustee and Sons, inc. and heating imports. In four years, copper 
tube imports, for example, were up 346 per- 
cent; malleable pipe fittings were up 554 per- 
cent; and steel pipe was up 600 percent. 

] . But what did those statistics mean in 

Qua ity darett helps terms of today’s business and what would 


they likely mean tomorrow? As before, DE 
sell the 


For Full Information Write: 








;, pump! 














Sumptrol 
...a Better SUMP SWITCH 


« Easy to install and inspect + Two-pole construction 
for safer operation + Visible, vertical-action contacts 
« Attractive, rugged metal enclosure + Guard protects 
operating lever. 

ALWAYS SPECIFY SQUARE D 
Write tor details. Address Square D Company, 
Bingham Road, Asheville, North Carolina 

















SQUARE D COMPANY “You said ‘if given a chance you'd 
; —— go places.’ Here’s your chance— 
wherever electricity is distributed and controlled I’m letting you go!” 

Check 134-281 on Reply Card 
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turned to you to get some of the answers. As | USE 
before, your response breathed life into the | = 
statistics. THE 


ee cones, igo <a coon — | SCREENLESS SEWAGE EJECTOR 
questionnaires to about 2, contractors, WHERE GRAVITY FLOW IS NOT POSSIBLE 


3,000 wholesalers and 250 manufacturers. | 
We wanted to know how many wholesalers | 
handled imported products (about 30 per- | 
cent) and why (price, mostly). We wanted 
to know if contractors paid attention to the | 
origin of products (97 percent do), if they 
used imported goods (36 percent did), if 
they noticed quality differences between 
domestic and foreign products (78 percent 
felt the latter “inferior’”). We wanted to 
know if manufacturers believed the effects 
of competition from cheap labor markets 
was serious, and, if they did, what counter- 
measures they proposed to take. 





A completely sealed, trouble-free, pack- 
age unit that will efficiently pump every- 
thing that passes through 
water closet or waste lines. 
Engineered for fast, eco- 
nomical installation and 
long trouble-free service 
with low cost operation. 





2” DISCHARGE PIPE 
Conforms with most build- 
ing codes for small commer- 
cial buildings, churches, 
banks, and schools. 





1%” DISCHARGE PIPE 

For the home, cottage or 
farm. For the extra toilet, 
wash room, and shower in 
your customers’ basement. 








= We wanted to know much more, of course, | 
and in every case we got our answers. Your | 
response was unprecedented, proving that | Send for complete specifica- 
we had touched on a highly sensitive area | 114” SURE FLO No. 1000 tions. 


2” SURE FLO No. 2000 
and that you were fully aware of the neces- | . , : 
. we : Also: Sump Pumps, Submersible Pumps, Laundry Tray Pumps. 
sity of compiling a thorough report on im- | 


ports. MACHINE & 
Meanwhile, teams of DE reporters were | - MANUFACTURING CO., INC. 


in the field conducting interviews with the 291 Weidner Road Rochester 11, New York 
men who had learned about imports in face- | Check 135-282 on Reply Card 

to-face competition. For example, we 

studied, in depth, a typical town—Brockton, 
Mass.—which is in an area particularly 
sensitive to imports, to get the “big picture” 
in a readily identifiable situation. 

As in the case of the written question- 
naire, you, our readers, were truly award- 
winning in your cooperation during these 
interviews. Your insight into the meaning 
of the news was outstanding. 


#The written questionnaires provided a 
broad, grass-roots survey on the subject pin- 
pointed in Brockton. From the West Coast, 
deeply affected by Japanese imports, came 
such diverse replies: “We’ve been stocking 
a small amount of imported steel and black 
iron pipe, but our contractors just don’t 
seem to be interested in imports. We may 
discontinue them.” And—“We must buy 
from other countries if they are to buy from | 
us. Over an extended period of time, uni- 
versal free trade will level the standard of | 
living all over the world. Since ours is the | 
highest, we can expect that it will be low- | 
ered a bit.” | 
In the Southwest, one of our readers | 
provided us with a brief case history on how | 
(Please turn to page 136) | 





Check 129-274 on Reply Card 
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Please send free literature to: 


NAME 








Cee JUST MANUFACTURING 


HERE'S WHY: 


* You eye the workmanship with 
JUSTified appreciation. The finish 
sparkles. 


* You make no selection compromises. 
You order from 150 Stylist sizes and 
styles, available in both 18- and 20- 
gauge nickel stainless steel. 


* You have no delivery problems. You 
order . . . we deliver—immediately. 


* You buy at a competitive price—not 
the lowest, but when did you ever buy 
the finest quality at the lowest price? 


WRITE NOW FOR LITERATURE AND PRICES 
“ 


COMPANY 


9233 KING AVENUE, FRANKLIN PARK, ILLINOIS 


r “at 
(Za 





ADDRESS. 
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Check 136-283 on Reply Card 








(Continued from page 135) 

one wholesaler has “declared war” on for- 
eign-made products. Momsen-Dunnegan- 
Ryan Co., with headquarters in El Paso, 
Tex., mailed an “anti-import” letter to 200 
contractor-customers. “Everytime you buy or 
sell a foreign-made product,” the letter said, 
“you help place your potential customer on 
the unemployed list.” 


sThese are oniy samplings of what you 
provided us in experience and ideas. You 
told us about trouble with imports (“I in- 
stalled some sink faucets. My entire profit 
was spent on callbacks.”) and successes 
(“Some imported products are every bit as 
good as ours—and they cost less. You can’t 
discount cost as a factor.”) You even lined 
up for (45 percent) and against (55 percent) 
on the question of U. S. technical and finan- 
cial aid to foreign countries which has re- 
sulted in helping build foreign competitors. 
So thorough and personal was your co- 
operation, that the resulting articles were 
able to throw light into areas that had re- 
mained murky even under extensive Con- 
gressional probing. The judges in the Edi- 
torial Achievement Competition recognized 
the unprecedented freshness of the “import 
report”... and Domrstic ENGINEERING had 
another award. END 


How to Figure Your 
Stake in 2-Way Radio 


(Continued from page 118) 
averages in cost about $1.25 per day per 
vehicle. This figure includes all basic costs: 
base station, antenna and tower, mobile 
units, and normal maintenance over a mini- 
mum life expectancy of 7 years. 

With this figure in mind, let’s see if a 
radio system can be self-liquidating. Fill in 
the blanks in the chart (page 117) using esti- 
mates that would apply to your business. 
The results will tell you whether a system 
of 2-way radio job control can be self-liqui- 
dating for you. (Note that the chart doesn’t 
consider intangible profits earned by having 
management in complete control of men and 
vehicles. These are plus factors.) 


= Two basic types of equipment are available 
for mobile 2-way radio application: tube 
type and transistor type. Each offers special 
advantages, and the particular needs of your 
business should determine the type you use. 
Basically, here are their advantages: 

Tube equipment: This offers proven reli- 
ability, low initial cost and its components 
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are readily available. This equipment should 
not be operated in vehicles with the engine 
turned off. It requires, in some cases, spe- 
cial heavy duty generators and/or batteries. 

Transistorized equipment: Developed 
within the last few years, this type of unit 
operates with extremely low battery drain 
when on standby (equipment ready to re- 
ceive messages). Thus, the radio can oper- 
ate for extended periods without running 
the vehicle’s engine. Transistorized equip- 
ment is generally higher-priced than the 
tube-type but requires less maintenance. 

The performance of both types should be 
excellent under most circumstances. Many 
manufacturers offer either type for sale 
or under a lease-purchase plan. 

The various types of “personal” communi- 
cations systems mentioned earlier will be 
covered in the next article of the series. 


» The 2-way radio applications described in 
the foregoing use equipment which must be 
licensed and operated on a fixed frequency 
allocated by the Federal Communications 
Commission, The FCC, however, recently es- 
tablished a citizens’ band wherein “party 


line” communications for short (up 


range 
to several miles) would be practical. 

Many self-contained receiver-transmitters 
are available today which will operate from 
ordinary house current or automotive-type 
batteries. Contractors frequently use cit- 
izens’ band to communicate with their men 
on building sites. Equipment for citizens’ 
band radio is available at low initial cost and 
maintenance is negligible. It is not, however, 
suitable to a business where privacy of con- 
versation is desired or in vicinities where 
there are many persons operating the units. 

Some radio industry forecasters predict 
that within the next 20 years every business 
vehicle will be 2-way radio equipped, and 
that every individual will be personally 
equipped with a miniature wrist-type radio 
system. 

It’s beginning to look more and more as 
though Mr. Average Businessman no longer 
can afford to be without 2-way radio, if im- 
proving profits through better management 
is a goal of his business. 


Free Booklet on 2-Way Radio 


The above discussion and the 2-way radio 
profit-finder are based on a 10-page booklet 
issued by the Radio Corporation of America. 
Readers who would like to have a free copy 
can get it by checking “2-Way Radio Book- 
let” on the handy reply card, page 148. 


END 


END 
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DUCTAPE 
a ae. 4 4 


THE 
HOT 


AIR 
IN 


V Makes every joint air-tight 

V Ducts deliver more heat 

V Self-adhesive, easy to apply, 
cuts installation time 

V Sticks to all materials 

Vv Conforms to all contours 

V Ideal for applying insulation 

V Flame-resistant type also 


FREE test 
sample 


ADHESIVE TAPES, INC. 
Dr. Scholl's Adhesive 
Tape Division 
5041 Ohio Street 


Ask your jobber for Ducraps Michigan City, Ind 


MANUFACTURERS AGENTS WANTED FOR SOME SELECTED AREAS 


Check 137-289 on Reply Card 
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City-County Building eetiet i) ' ~ One of many 
Indianapolis dette aia. where APCO 
i Pipe was used 


Allied Architects and Engineers, Inc. 


iP 





Mechanical Contractor: 
Limbach Company, Pittsburgh, Pa. 
Wholesaler: 

Barry Company, 
Indianapolis, Ind. 


You can set ’em and forget em when APCO 
Pipe and Fittings are specified. Strong, dur- 


able, non-corrosive, APCOQ will outlast any 
building where it is used. 


(( Gand Bey). 


AMERICAN all ie way... ibadinge: ‘Miasettain, Quality 


Keep America prosperous — buy AMERICAN MADE! 


Member Cast Iron Soi) Pipe Institute 
—your assurance of meeting all 


specifications 


Check 138-285 on Reply Card 
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NO JUSTICE in this world or occasionally peo- 

ple would be permitted to fly over pigeons! 
“X-L” Couplings 

IF YOUR WIFE wants to drive, don’t stand in her 


way! 

“X-L” Nipples 
RIDER’S DIGEST! Fashions inspire more men 
to show gallantry. Since gals have been wearing 


short skirts, men are letting them get on the 
bus first! 


“X-L” Quality Control 
NOW WE KNOW! Alcohol, they say, was first dis- 
tilled in Arabia. That probably explains why we've 
all heard so much about those nights! 
“X-L” Precision 
SMART GALS know how to get more from Old 
Santa Claus .. . they leave their legs in their 
stockings. 
“X-L” Couplings 
BE SPECIFIC! The next time you order from your 
jobber, ask for “X-L” Pipe Couplings and Pire 
Nipples. “X-L”” means eXceL and represents the mark 
of quality of ae Machine Products since 1918. 
* Nipples 
SALESMAN SAM. SEZ that the only foreign en- 
tanglement that intrigues him is a plate of 
spaghetti. 
“X-L” Same-Day-Service 
THE DAY your orders for catalog items are rec peur 
at Wheeling Machine, they are SHIPPED to you! 


aS Couplings 
MONEY FUNNY? “What is fifty female pigs and 


fifty male deers? lt adds up... one hundred 


sows-and-bucks! 

“X-L” Nipples 
TESTING! A fellow walked into the assayer’s office 
in a small mining town and. plopped down two big 
chunks of gold in front of the startled clerk. “Well, 
don’t just stand there,” he said, “assay something!” 

“X-L” Precision 
PRISON TALK! No wonder he’s so popular, 
he’s the lifer of the party!” 

.” Couplings 

A LITTLE GIRL told her hospital experience after 
she had an appendectomy “They told me it 


wouldn’t hurt and they stuck a needle in my arm 


and | ssl 


” Products eXceL! 
WHEELING MAC HINE products are manu- 
factured from New, American-Made, Mill-Tested 


Pipe in all types and sizes to meet specifications 


of your particular industry, Specify “X-L” and 


use the ‘right connections’. 


“X-L” Man, eXceL 


%y 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 
WHEELING, WEST VIRGINIA _ 
FACTORY PHONE: CHapel 2-2000 





Check 138-286 on Reply Card 
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Products of the Month 


BOTH HEATING AND COOLING ARE PROVIDED by the all-seasons conditioner system 
introduced by Dunham-Bush Inc., West Hartford, Conn. This product can be installed in a 
wide range of buildings—shopping centers, medical clinics, bowling alleys and many other 
single story structures. The major components of the system—air handler and condensing 
unit—are matched for maximum performance and economical operation. The units are avail- 
able in 16 matched combinations. Ranges are: 15 to 30 tons cooling; 175,000 to 450,000 
Btu/hr heating. Low side equipment is suspended from the ceiling, while high side com- 
ponents may be installed on the roof or in a room remote from the conditioned area. 


Through the use of duct work it is possible to condition partitioned areas or separate rooms. 
For further details, check No. 1 on the reply card, page 148. 


Be 
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A POOL HEATER that can 
“add 3 to 6 months to the 
swimming pool season” has 
been announced by Ruud 
Manufacturing Co., a subsid- 
lary of Rheem Manufacturing 
Co., Chicago. The unit can 
maintain a pool at the de- 
sired temperature when air 
temperature is 20 to 25 degs. 
below the water temperature 
if the filter pump is operated 
from 16 to 24 hrs a day. Two 


models are available; the 


larger being capable of heat- 
ing 29,000 gals. of water on 


the basis of a 96 hr initial 
warmup period. Check No. 
2 on the card for details. 
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Make this section your 








in this section. 





How to use this special section: 


At THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely check the 


appropriate number on the reply card and mail it. Do- 
MESTic ENGINEERING’S Readers Service Department will 


rush the requested information back to you. 








Roof Drain Strainer 

A roof drain strainer dome is 
available with its line of 16-in. 
roof drains from Jay R. Smith 
Manufacturing Co., Union, N. J. 
Made of polyolefin resin and 
weighing 14 ozs, the dome has a 
high impact resistance. It is not 
affected by hot tar, weather or 
temperatures and does not require 
painting. Built-in locking lugs 
secure the dome tightly to the 
drain body clamping collar. 

Check No. 4 on reply card. 
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Gas-Fired Boiler 

A gas-fired boiler designed for 
egnstant water circulation has been 
added to its line by Thatcher Fur- 
nace Co., Garwood, N. J. Output 
ratings range from 36,000 to 72,000 
Btu/hr. The factory assembled 
boiler is equipped with a thermo- 
stat and low voltage controls for 
continuous circulator operation. It 
features multiple drilled port 
burners with individual flue ways 


and vertical flue travel. 
Check No. 5 on reply card. 


Round Bowl Lavatory 

A round bow) lavatory of porce- 
lain enamel on formed steel is 
available from Briggs Manufactur- 
ing Co., Warren, Mich. The lava- 
tory, designed for countertop in- 
stallation, has an 18-in. diameter. 
It features a concealed overflow, a 
large soap depression, and is 
drilled to accommodate a 4-in. 
centerset fitting. The item is of- 


fered in white and colors. 
Check No. 3 on reply card. 


Reducing Valve 

A series of reducing valves for 
hydronic heating and cooling boil- 
ers has been announced by A. W. 
Cash Valve Manufacturing Corp., 
Decatur, Ill. The valve has an in- 
ternal yoke design with an iron 
body and spring chamber. The 
seat disc and diaphragm are heat 
resistant. A check prevents flow 
of boiler water into the home water 
supply. It is available in %4-in. 


size for screwed connections. 
Check No. 6 on reply card. 
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monthly shopping guide for products, tools, ideas, methods 








Low Line Room Conditioner 

A room conditioner which meas- 
ures 14% ins. high by 12% ins. 
deep has been added to its product 
line by McQuay Inc., Minneapolis. 
Two models—fiush wall and free 
standing—are available in 4 sizes 
from 200 to 600-cfm. The units 
have a permanent split capacitor 
motor, slide out fan deck assembly, 


motor disconnect plug and 1-in. 


vinyl coated insulation. 


Check No. 7 on reply card. 





Furnace-Mounted Humidifer 

A furnace-mounted humidifier 
has been announced by the Skuttle 
Manufacturing Co., Milford, Mich. 
It is installed on the warm or cold 
air plenum and utilizes a polyur- 
ethane foam evaporating pad which 
rotates in a pan of water. The 
water level is automatically de- 
termined by a single pivot float 
valve. The 24-v motor operates 
on 5 w/hr. The unit can humidify 
areas up to 3,000 sq ft. 

Check No. 10 on reply card. 
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Turbine Pump 


A series of compact turbine 
pumps has been introduced by De- 
catur Pump Co., Decatur, Ill. They 
are designed for pumping clear 
water and many  non-abrasive 
liquids in capacities up to 8 gpm, 
with pressure ranges up to 150 psi 
and temperatures to 212F. The 
impeller and raceway are bronze 
and the impeller shaft is steel. The 
pumps operate at 3,450 rpm. 


Check No. 8 on reply card. 


A. O. Smith Expands 
Water Heater Line 


A coil-type water heater with an 
input of 670,000 Btu/hr has been 
added to its commercial and indus- 
trial line by A. O. Smith Corp., 
Kankakee, Ill. The gas-fired heater 
is designed for laundries, apart- 
ment buildings, schools and other 
commercial large volume applica- 
tions. The unit requires a mini- 
mum of floor space and can be in- 
stalled in multiples of 2, 3 or more. 
Under the terms of its guarantee, 
if the coil, heat exchanger or 
burner should fail during 5 years, 
the customer gets a complete re- 
placement of the faulty part. There 
are no mileage or pro-rated costs. 

Check No. 11 on reply card. 


Packaged Heat Pump 

A packaged heat pump designed 
for southern climates has been 
added to its line by Chrysler Air- 
temp, Dayton, O. The unit has a 
heating and cooling capacity of 
26,000 Btu at ambient temperatures 
of 120 to 10F. Drain pan heaters 
extend operation to colder north- 
ern temperatures. It will fit most 
installations and can be flush 


mounted in an outside wall. 


Check No. 9 on reply card. 





Use handy reply card on page 148 . . . 
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Closets, Carrier Announced By Norris-Thermador 


A line of wall-mounted water 
closets has been announced by 
Norris-Thermador, Los Angeles. 
The closet incorporates positive 
jet and siphon action. It comes in 
white and colors. 

Also, the firm has developed a 
steel cariilever carrier kit (upper 
right), which is adaptable to all 


Drop-Door Dishwasher 
A line of drop-door built-in dish- 
washers has been introduced by 


General Electric Co., Louisville, 
Ky. For ease of installation, both 
water and electrical connections 
can be made at the front of the 
unit. It will fit a standard 24-in. 
space and will mount to a counter- 
top through mounting tabs at the 
outside front of the machine. 
Check No. 14 on reply card. 
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wall-mounted water closets in 
frame or slab construction. The 
carrier’s design eliminates the need 
for base bolts or other floor fasten- 
ings in slab construction. The kit 
fits all closet bowls with standard 
bolt centers. It is furnished with a 
cast iron soil T-fitting. 
Check No. 12 on reply card. 


Electric Heater 


A portable, electric heater has 
been introduced by Insto-Gas 
Corp., Detroit. Designed for con- 
struction, industrial and general 
utility applications, it is available 
in 3 models—each with several 
wattages. They include a model 
for small areas, a heavy-duty in- 
dustrial type and a caster-mounted 
model for ease of movement. 

Check No. 15 on reply card. 


Cast Iron Boiler 

Its line of gas-fired cast iron 
boilers has been redesigned by 
Peerless Heater Co., Boyertown, 
Pa. Both steam and water models 
are available in 6 sizes, ranging 
from “75,000 to 687,000 Btu/hr. It 
is designed for use with natural, 
manufactured, mixed gases, LP gas 
and LP gas-air mixtures. End 
doors allow ease of inspection. 

Check No. 13 on reply card. 


Anti-Sweat Valve 


An anti-sweat valve for temper- 
ing flush tank water has been de- 
veloped by Dole Valve Co., Morton 
Grove, Ill. The valve meters hot 
water into the toilet tank supply 
to temper the water and prevent 
condensation. Built-in check valves 
prevent by-passing of water. In- 
stallation may be made at fixture 
or remotely in basement. 

Check No. 16 on reply card. 
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developments are presented every month in this section 








Unit Heater 


A series of gas-fired, propeller 
fan unit heaters is available from 
American Standard’s Industrial 
Division, Detroit. The units come 
in 10 sizes ranging in capacity 
from 25,000 to 250,000 Btu/hr. The 
propeller fan motor is _ face- 
mounted and direct connected. 
The fan can be operated alone for 
summer ventilation. 

Check No. 17 on reply card. 





Deaerator 


A packed column deaerator de- 
signed to eliminate oxygen in 
boiler feed water has been de- 
veloped by Aqua-Chem Inc., Wau- 
kesha, Wis., an affiliate of Cleaver- 
Brooks Co. The unit is available 
in 7 models with ranges from 
1,500 Ibs/hr at 50F to 55,000 lbs/hr 
at 150F. The storage tanks have 
‘capacities from 53 to 1,012 gals. 

Check No. 20 on reply card. 
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Insert Gasket 


The addition of an insert gasket 
to the nosepiece of its Speedway 
closet supplies has been announced 
by Brass-Craft Manufacturing Co., 
Detroit. The insert gasket elimi- 
nates the need for a washer and 
gives added sealing action to the 
one-piece formed construction. Its 
insert style allows a seat that is self 
forming for easier makeup. 

Check No. 18 on reply card. 


Duct Furnace Line 
Introduced By Nesbitt 


A line of gas-fired duct furnaces 
for commercial and industrial use 
has been introduced by John J. 
Nesbitt Inc., Philadelphia. The 
units are “primarily designed” for 
air conditioning installations but 
can also be used with custom duct 
work for heating and process ap- 
plications. The product comes in 
2 models. The unitary type is for 
single units and is manufactured 
in 4 sizes ranging from 75,000 to 
160,000 Btu/hr input. The sec- 
tional type is for use as individual 
units or combined in multiple unit 
banks for large systems. Capaci- 
ties—215,000 to 300,000 Btu/hr. 

Check No. 21 on reply card. 





Shallow Well Pump 


Its redesigned shallow well pump 
with an enlarged impeller incorpo- 
rating four volute design has been 
introduced by Flint & Walling 
Manufacturing Co., Kendallville, 
Ind. The pump is made in %, % 
and %4-hp sizes, using a standard 
motor with shaft extension or a 
close coupled threaded shaft motor. 
Both motors are capacitor-start. 

Check No. 19 on reply card. 





Use handy reply card on page 148... 
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Lawson Introduces Vanity-Mirror Cabinet 


A vanity-mirror medicine cab- 
inet has been added to its product 
line by F. H. Lawson Co., Cin- 
cinnati. The vanity-mirror is 6-ft 
long with hinged end panels which 
afford full front, side and back 
viewing. The cabinet has nearly 
4,000 cu ins. of storage space, with 
adjustable glass shelves to accom- 


Polyethylene Ball Cock 

A ball cock made of polyethylene 
has been developed by Twentieth 
Century Products Corp., Denver, 


Colo. The product is packaged as 
a single unit, eliminating the rod 
and float. It may be cleaned or 
replaced by hand from inside the 
tank. The water supply line need 
not be disturbed. The ball cock is 
adjustable for any water level. 
Check No. 24 on reply card. 
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modate all sizes and shapes of 
bottles and jars. It is of one-piece 
drawn seamless steel, bonderized 
after forming. Mirrors carry a 5-yr 
guarantee against silver spoilage. 
Offered with the product is the 
firm’s 39%-in. fluorescent fixture 
which spans the cabinet. 
Check No. 22 on reply card. 


Push-Button Valve 

A push-button valve designed to 
frustrate potential vandals is now 
featured on its deck-type receptor 
fountains by Haws Drinking Faucet 
Co., Berkeley, Calif. The low- 
profile button offers nothing to 
grasp and it cannot be pried up 
or jammed open. Illustrated is firm’s 
16 by 24-in. receptor with push- 
button valves installed. 

Check No. 25 on reply card. 


Water Softener 


A line of water softeners has 
been announced by Everpure Inc., 
Chicago. The unit features a glass 
fiber mineral tank, plastic brine 
tank, copper piping, and brass and 
plastic fittings. Operation is con- 
trolled by heavy-duty program 
clocks and multi-cycle motor- 
driven valves. Fast rinse and 
back-wash features are included. 

Check No. 23 on reply card. 


Air Release Valve 

A popular-priced air release 
valve for venting air from hy- 
dronic heating and cooling systems 
has been developed by V. D. An- 
derson Co., Cleveland. The valve 
is designed for applications up to 
100 Ib operating pressure. The 
body is cast iron, while the valve, 
seat and float are made of corro- 
sion-resistant stainless steel. 

Check No. 26 on reply card. 
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Twin Boiler Coils 


The availability of twin coils on 
its domestic oil and _ gas-fired 
boilers has been announced by 
General Automatic Products Corp., 
Baltimore. The twin coils are de- 
signed to supply a continuous flow 
of hot water to the bath or shower 
and eliminate a drop in pressure 
when hot water is called for in 
other parts of the house. 

Check No. 27 on reply card. 


Residential Gate Valve 


A gate valve designed for use in 
residential service lines has been 
announced by Sterling Faucet Co., 
Morgantown, W. Va. It features 
non-rising “O” ring stem assemb- 
lies and enameled open wheel 
handles. Sizes are from % to 2-ins. 
for threaded and solder connec- 
tions. Rating is 125 lbs cold pres- 
sure. 

Check No. 28 on reply card. 


Carrollton Announces 3 Specialty Sinks 





Coupling Tool 

A coupling tool for swaging cop- 
per pipe has been introduced by 
M. L. K. Manufacturing Co., Chi- 
cago. The product, of case hardened 
tool steel, will handle 114, 1%, 2 and 
3-in. types K, L, M and DWV 
copper pipe. It consists of 6 parts 
—striking head, 4 forming dies and 
a retaining pin. The striking head 
is hardened to 40 Rockwell. 

Check No. 29 on reply card. 


Tri-Level Sink 


Three specialty sinks, each designed to 
fill a particular need, have been intro- 
duced by Carrollton Manufacturing Co., 
Carrollton, O. 

The tri-level sink (lower left) has 3 
bowls, each of a different level. For triple 
duty, there is a deep bowl for laundry 
and large utensil washing, a conventional 
bowl for ordinary sink tasks and a shal- 
low bowl for food preparation. 

The sacristy sink (below, center) is 
offered in 1 or 2-bowl models. It is 
undercoated with a rubberized, sound- 


Sacristy Sink 
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deadening material. Appropriate symbols 
are included on bowl covers and the front 
apron of wall-hung models. 

The drainboard sink (lower right) is 
fully self-rimming and is available in 5 
sizes. Sink and drainboard are formed as 
an integral unit. 

A custom-built hand and foot contrast 
bath (not shown) is among the specially 
designed sinks, baths and related items 
produced in the firm’s expanded custom 
products department. 

Check No. 30 on reply card. 


Drainboard Sink 





145 





Turn the card for literature listing 





Worthington Introduces Commercial Heat Pump Line 


A line of commercial heat pumps 
manufactured for use in the 20 to 
300-ton range has been introduced 
by Worthington Corp.’s Air Con- 
ditioning Division, East Orange, 
N. J. Available in both air to 
water (pictured) and air to air 
operation, the pump is based on 


Globe Valves 

A series of copper to copper 
globe valves has been added to 
its copper to copper line of gate 


and check valves by Milwaukee 
Valve Co., Milwaukee. The valves 


are available in sizes from % to 2 
ins. They are recommended for 
general services with steam, water, 
oil or gas and can be repacked 


when wide open under pressure. 
Check No. 33 on reply card. 
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positive forced circulation of the 
refrigerant through the respective 
summer or winter evaporator, re- 
quiring no critical superheat con- 
trol settings. Its design eliminates 
the need for 3 and 4-way valves, 
oil separators and oil receivers. 


Check No. 31 on reply card. 


Submergible Pump 


A submergible pump featuring 
plastic impellers and diffusers 
has been introduced by Sub-Urban 
Pumps, Bartlesville, Okla. It 
comes in % and %-hp sizes. De- 
signed for use in 4-in. and larger 
size wells; it has capacities to 780 
gpm and pumping depths to 250 ft. 
The motor is oil-filled and enclosed 
in a stainless steel housing. 

Check No. 34 on reply card. 


Liquid Drain Cleaner 

A liquid drain cleaner has been 
developed by Rooto Corp., Detroit. 
It is made from a potassium hy- 
droxide base which will dissolve 
grease “quickly and efficiently with- 
out crystallization.” The product 
is fast acting, requires no mixing 
and is available in a 32-fluid oz 
plastic bottle. 

Check No. 32 on reply card. 


Gas-Fired Boiler 

A series of compact, gas-fired 
boilers has been added to its prod- 
uct line by Cleaver-Brooks Co., 
Milwaukee. Sixteen sizes are 
available with capacities ranging 
from 200,000 to 3,000,000 Btu/hr. 
The smallest unit measures 39-ins. 
in length, 20-ins. wide and stands 
49-ins. high. All sides are remov- 


able and the burner slides out. 
Check No. 35 on reply card. 
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DETAILED INFORMATION 


ON ADS, PRODUCTS, LITERATURE, SERVICES ip 





Your no-postage reader service reply card, attached at the right, enables you to ob- 
tain free information on new products, equipment and services described in the Service 
Section; on trade literature listed on the back of this card; and on products advertised 
throughout this issue. Merely check the key number.* 


1. Read advertisements and note the number below the ad. Place an X in the box at 
the left of this number on the reply card for complete details. 


2. Review the New Products described in this issue starting on page 139. Check num- 
bers on the reply card corresponding to the items listed. 


8. Read the Trade Literature reviews on the reverse side of this page. To obtain your 
free copies, use the handy reply card and mark the appropriate numbers. 


4. A special feature on labor and time-saving tools and techniques appears in this 
issue, beginning on page 108. For further information, check the appropriate 
numbers on the reply card at right. 


*EXPLANATION OF KEYED NUMBERS FOR ADS: 


The first set of digits indicates page on which item appears, thus “-002-” means page 
2. The second set of digits represents the number by which each item can be identified 
electronically in Domestic ENGINEERING’S system for rapid servicing of your requests. 


Domestic Encuverrive, Decemper 1961 


ua 





— 
m 

ad 
aed 
=z 
a 

mm 


a] 
2 
0 
‘a 
O 
D) 
‘al 
a 
‘a 
) 
DL) 
a 
a 
5 
= 
1D 054- 
o 
O 
CG 
=| 
a) 
qj 
a 
5 
oO 
o 
a 
O) 
O 
a) 
qj 
O 





DOMESTIC ENGINEERING READER SERVICE REPLY CARD 


ADVERTISED PRODUCTS 


© 00s-201 aah Valves 


A (06-208 Oil Bur Burners 

(] 007-204 Oil Filter, Humidifier, 
Soot Remover 

1 008-205 _— a 

a 013-201 Copper Compete” 

u 014-208 Plumbing Fixtures 

] 015-209 Gate Valves 


] 030-217 Boilers 


031-218 Plastic Coated Pipe 
CJ 032-219 Stainless Steel Sinks 


033-220 Tubing Tools 
: oat Packated Sei 


cue 
‘i 


eta 
ad 


ai 


et 


Steel Pipe 
Sump Pumps 
AR I Certification 
Relief Valves 
Sewer Cleaning 

Sink Frames 
Zone Control Boilers 
235 Refrigerant Cleaning 
236 Classified Directory 

Goods 


Tube 

~239 Su ble Pumps 
240 Plastic Pi 

-241 Water 

242 Pump Motors 

243 Foot Valves 

~244 Water Systems 

245 Water System 


age 


f 


2 
bh 
i 


& 8828228 


Accessories 
-246 Submersible Pumps 
~247 Plastic Pi 
248 Submersible Pumps 
249 Jet Pum: 
-250 Fallout Water Water Tanks 
252 W Water Conditioning 
[) 099-253 Water Systems 
(] 101-254 Water Systems 
T) 102-255 Water Systems 
C] 103-256 Water Softener 
C] 104-261 Submersible Pump 
1 105-257 Plastic Pipe 
(C] 106-258 Water Conditioner 
UT) 108-259 Water System 

Accessories 


aie 


Pp 122..264 Booster Pumps 
126-265 Utility Jack 

a 126-266 A RI Show 

( 126-267 Filter Gauge 

CJ 127-270 Rust Inhibitor, 

Fiush Liguid 

CJ 128-271 Rod Machine 

(| 128-272 Boiler 

fF) 129-273 Welder, Pipe Thawer 

(] 129-274 Plumbing tures 

C) 180-275 Replacement Parts 

CJ 131-276 Closet Seal 

() 182-277 Tank Ball 

[1 132-278 Chrome Products 


Ejector 
Steel Sinks 


D 153-291 Kitchen Parts 

CJ 153-292 Valves 

C] 155-293 Boiler 

C) 156-294 Sump Pump 

() 157-295 Market Manual 

L) 157-296 Insulation Anchors 
(C] 157-297 Sink Frames 

(] 159-298 Valves 


O 
[) 166-304 Saran Lined Pipe 
C] 167-305 Fi 


Fy 168-306 Water Level Controls 


SERVICE SECTION PRODUCTS (page numbers in light face) 


—Conditioner System (139) 


2—Pool Heater (139) 
2--Rouns Bee Bow] Lohong 4 Ge 


5—Ges-Fired Rired Boiler (140) 
6—Reducing Valve (140) 
7—Room Conditioner (141) 
8—Turbine Pump (141) 
9—Packaged Heat Pump (141) 
{| 10—Humidifier (141) 

{] 11—Water Heater Line (141) 
LJ] 12—Closet and Carrier (142) 
D 13—Cast Iron Boiler (142) 
(] 14—Dishwasher (142 

(] 15—Electrie Heater (142) 

(C1 16—Anti-Sweat Valve (142) 
{] 17—Unit Heater (143) 

L) 18—Insert Gasket (143) 


heyeee 


(J 19—Shallow Well Pump (143) 
a 20—Deaerator (143) 
[ 21--Duct Furnace (143, 
(] 22—Medicine Cabinet (144) 
| 23—Water Sof Softener (144) 


Ci 24— Cock (144 

O 25—Push-Button Valve (144) 
0 ee Buen Valve (144 
(J 27—Twin Boiler Coils (145 


0 B—Gate Valve ( Mee 


1 
F) BtCommeril Heat Pump (1 


(] 38—Globe Valve (146) 
C] 34—Submersible Pump (146) 
() 35—Gas-Fired Boiler (146) 


TRADE LITERATURE (see page 150) 


() 36—Air Handlers 
O Lge ~ scam Units 
Steam Traps 
= 30—Heat ot Peas 
(] 40—Anchors and Drills 
(J 41—Plumbing Products 
[) 42—Building Sewers 
C] 43—Winter Air Conditioner 
(C\ 44—Hydronic Vaives 
( 45—Water System Accessories 


0 46—Fixtures and Fittings 
[] 47—Food Waste Disposers 
(J 48—Foundation Drainage Pipe 
CL) 49—Unit Heaters 

(CJ 50—Sales Planning Ki 
a 51l—Union-Check Valve 
[] 52—Corrosion Resistant Pipe 
C] 53—Bath, Shower Plan Book 
(1) 54—Contractor’s Price Guide 


TOOLS AND TECHNIQUES (page numbers in light face) 


= %—Tri-Purpose Air Duct (108) 
Drill Extension ( 


108 
o 51—Trencher-Backhoe (09) 
[) 58—Pipe Covering (109) 
(] 59—Pipe Thawer (109) 
al 60—Pipe Clamp (109) 


CD) 81—Pipe & Bolt ne (110) 
62—-Pipe Saddle 


SPECIAL PRODUCTS IN THIS ISSUE 


(J Compact Water Softener (p. 88) 


Ci 2-Way Radio Booklet (p. 187) 


(J Fallout Shelter Heater (p. 153) 





December 1961 Issue 


Title 


This card void after March 1, 1962 





Contractor___ 





Wholesaler__ 





Mfrs. Rep.__ 





Other. 















Sincere nee at Raat ne reese é i 
EPI rence ns on 














SHOUITT] “OL OBD2/4Y5 ‘onusay o141D4g 108] 


INISFINIONG I1LSIWOG 


juaw}40dag eDIMes 4apDay 
A@ GiVd 38 THM ADVLSOd 





SALVLS G3ILINN AHL NI GFIVW dl AYVSSIDAN ADVLsOd ON 


TIVW Alda’ SSAINISNG 














SIONITH ‘ODYOIHD 
IZ ‘ON LIWUd 
SSVTD LSUij 














| LITERATURE YOU CAN SEND FOR 


TECHNICAL MANUALS, MANAGEMENT BOOKLETS, PRODUCT LITERATURE, MERCHANDISING AIDS 


COMFORT CONDITIONING PROBLEMS and how 
pe are solved is the subject “i . 32-page ber ong 
torial kiochure from Acme In 

Jackson, Mich. It features “case one reports” 
on how imore than 24 organizations from coast 
to coast successfully handled a wide variety of 
. comfort cooling and conditioning problems. 
Check No. 36 on the reply card. 


GAS AND OIL-FIRED HEATING UNITS are featured 

in a 4-page brochure from Mueller Climatrol, 

a division of Worthington Corp., Milwaukee. 
Check No. 37 on the reply card. 


“MAINTENANCE OF MECHANICAL STEAM TRAPS" 
is the title of a 4-page illustrated folder from 
Strong, Conneaut, O. 

Check No. 38 on the reply card. 


HEAT PUMPS—automatic heating and cooling— 
are detailed in a §-page folder from Chrysler 
, Dayton, O. 


Check No. 39 on the reply card. 


MASONRY ANCHORING AND DRILLING PRODUCTS 
are described in a catalog available from 
1 ab Co., New Rochelle, N. Y. 

Check No. 40 on the reply card, 


ITS PLUMBING AND DRAINAGE PRODUCTS are 
covered in a 174-page specification catalog and 
order price book from American Foundry & 
Man Co., St. Louis. 

Check No. 41 on the reply card. 


“RESIDENTIAL BUILDING SEWERS"—a report to 
the Federal Housing Administration—is avail- 
able ($2) from the National Academy of 
Sg Fiance Research Council, Washing- 


” Cheek No. 42 on the reply card. 


ITS OIL-FIRED WINTER AIR CONDITIONER is cov- 
ered in a brochure available from Thatcher 
Furnace Co., Garwood, N.J. 

Check No. 43 on the reply card. 


HYDRONIC VALVES—their specifications and de- 

scriptions—are featured in a bulletin from A. W. 

Valve Manufacturing Corp., Decatur, IIL. 
Check No. 44 on the reply card. 


WATER SYSTEM AND WELL ACCESSORIES are 
covered in a 38-page illustrated catalog from 
Campbell Manufacturing Co., Boyertown, Pa. 
Both its quality and competitive-priced lines 
are featured. 

Check No. 45 on the reply card. 


PLUMBING FIXTURES AND BRASS FITTINGS are 
featured in a 130-page general catalog from 
Eljer Plumbingware Division of The Murray 
Corp. of America, Pittsburgh. 

Check No. 46 on the reply card. 


FOOD WASTE DISPOSERS, their installation speci- 
fications, operating mechanisms and design fea- 
tures are described in literature from Waste 
King Corp., Los Angeles. 

Check No. 47 on the reply card. 


FOUNDATION DRAINAGE PIPE and downspout 
conductors are described in 3 bulletins available 
from Kyova Fiber Pipe Co., Ironton, O. 

Check No. 48 on the reply card. 


GAS-FIRED UNIT HEATERS of the propeller fan 
type are described in an 8-page, 2-color booklet 
available from American-Standard’s Industrial 
Division, Detroit. 

Check No. 49 on the reply card. 


ITS SALES PLANNING KIT for electronic air 
cleaners is available from Mueller Climatrol, a 
division of Worthington Corp., Milwaukee. It 
contains a variety of advertising, promotion and 
publicity materials. 

Check No. 50 on the reply card. 


ITS COMBINATION UNION AND CHECK VALVE is 
described in literature available from Zoeller 
Co., Louisville, Ky. 

Check Ne. 51 on the reply card. 


CORROSION RESISTANCE OF ITS PIPE is described 
in a brochure from Se param Sheet & Tube 


Co., Youngstown, 
Check No. _ on the reply card. 


BATHS, SHOWERS AND DRESSING ROOMS for in- 

stitutions are covered in a plan book from Fiat 

Metal Manufacturing Co., Franklin Park, Il. 
Check No. 53 on the reply card. 





A fully revised version of the “Plumber’s 
And Steamfitter’s Price Guide” is available 
($15) from Rareham & Saunders Inc., 
Rochester, N. Y. The reference book is 
designed to help the plumbing and heating 
contractor in all phases of buying, selling, 
estimating, billing and checking invoices. 





CONTRACTOR'S PRICE GUIDE 


It is 340 pages long and contains 16,000 
separate cost and selling calculations. 
Every one of the 1,100 items listed is in- 
dexed and cross-indexed for easy refer- 
ence, Each subscriber receives free price 
revision service for the first 6 months. 

Check No. 54 on the reply card. 
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NOW! 3 ways to judge superior design 


Te is the new Kennard/Nelson Unit Heater. Its 
unique double-duty coil combines the optimum 
heat transfer requirements for both steam and hot 
water systems. The new Kennard/Nelson coil de- 
sign permits the highest possible capacities and 
widest ranges available with either heating medium. 

The unit is specially designed for easy installa- 
tion. Supply and return tappings are conveniently 
located on the same side of the unit. This arrange- 


| Aix Litter 


BETTER AIR 1S OUR BUSINESS 


Cm i coupon TODAY! 








in the NEW 


KENNARD 


NELSON 


unit heater! 


1 New High-Efficiency 2-Way 
Coil—Steam or Hot Water 


2 Supply- 
One Side of Unit 


3 New Compact Cabinet De- 
sign Provides More Headroom 


ment cuts piping and labor costs, makes snug ceiling 
and wall mountings possible, and gives a pleasing, 
uncluttered appearance. Compact cabinet design 
also provides more headroom. 

Clip and return the coupon for complete infor- 
mation on the new Kennard/Nelson Unit Heater 
with its double-duty coil. Mail to: Engineered Air 
Systems Division, American Air Filter Company, 
Inc., 116 Central Ave., Louisville 8, Ky. 


Return Tappings On - 





Please send me complete information on the new 
Kennard/Nelson Unit Heater. 


Name 





Company 





Address. ate. 





City State 








Check 151-287 on Reply Card 
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THERE'S @ & OF WORK 
IN EVERY @ OF SULFLO 


SULFLO NO. 1 THAT IS! 
Because 


7 
It 
' Sticks 


» onthe 


NOTHING ELSE LIKE IT FOR HAND TOOLS 
SO DIFFERENT -— /T’S PATENTED! 


SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting oil, 
transparent on work. 


Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC. cLizaABETH 4,N. J. 


Check 152-288 on Reply Card 
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Tri-Level Sink 
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Check 152-289 on Reply Card 





News 





(Continued from page 18) 
receive advertising and promotional aids from 
the magazine. 

Winning homes will be selected in several 
categories for cash prizes. For further infor- 
mation, write Home Improvement Contest Man- 
ager, Better Homes & Gardens, Dept. GP, Des 
Moines 3, Ia. 


Franklin Announces Improvements 
in Submersible Motor Control 


BuLuFFrton, Inp.—Recent design improvements 
in its submersible motor control box make it 
possible for components to be taken out and 
replaced without removing connections and 
conduits, according to Franklin Electric Co. 

“Formerly, it was necessary to return the 
complete control box to Franklin or an author- 
ized service station for repair,” said Jack Wey- 
ler, manager of customer service. “Now the job 
can be done on the spot through the authorized 
service station or the pump manufacturer under 
the normal warranty plan. Date coding allows 
easy identification of warranty status.” 

Franklin Electric is a pioneer manufacturer 
of submersible water system motors. 


Help for Hurricane 
Victims (Dishwashers) 


Troy, O.—A special policy covering the re- 
pair of KitchenAid home dishwashers damaged 
in the southwest as a result of Hurricane Carla 
is in effect by the KitchenAid Home Dishwash- 
er Division of the Hobart Manufacturing Co. 

“Substantial discounts” on repair parts are 
being offered to KitchenAid owners whose dish- 
washers were not covered by insurance. 

The special repair parts policy, offered in co- 
operation with dealers, covers all functional 
parts of the dishwasher, the firm says. 


Extra Hub to Eliminate 
Cast lron Pipe Waste 


Oak.tanp, CaLir.—An extra hub that can be 
added to a cut section of 10-foot cast iron pipe 
is being manufactured by the American Brass 
& Iron Foundry. 

The hub can be added to the section remaining 
after a 10-foot length has been cut for a run of 
6 to 9 feet to make a usable piece. 

Called the “Double Hub 10,” the hub is spun 
in 3 and 4-inch service-weight sizes. 


Chicago Code on Room 
Heaters Amended 


Cuicaco—An amendment to the Chicago 
building code to authorize the installation of 
room heaters with sealed combustion chambers 
has been passed by the Chicago City Council. 
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Strive for Profit, Not 
Sales Volume—Bonnett 


Cuicaco—“Let’s have less em- 
phasis on volume and more on 
profitable marketing in the plumb- 
ing fixtures industry.” 

This was the basic sales thesis 
underscored by Loren Bonnett at 
the recent convention of the Cen- 
tral Supply Assn. He’s vice presi- 
dent and general manager of the 
Eljer Plumbingware Division of 
The Murray Corp. of America. 

Bonnett said manufacturers must 
apply sound sales forecasting tech- 
niques and stop glutting the market 
with too much material that must 
be sold at low prices. 


a ‘“Cheap goods react against us,” 
Bonnett said. “We need more em- 
phasis on better models and new 
products. We’re so anxious to ob- 
tain volume that we don’t even 
bother to point out the advantages 
of the reverse trap siphon jet water 
closet over the washdown type.” 

Bonnett noted that a new elon- 

(Please turn to page 154) 





Heater, Food-Warmer for Fallout Shelters 


CHATTANOOGA, TENN.—A gas 
heater with a food warming-device 
included has been designed for fall- 
out shelters by the Chattanooga 
Royal Co. “in cooperation with the 
National Office of Civil Defense 
and Mobilization.” It will operate 
on natural or LP gas and is avail- 
able with manual or automatic 
controls. 


= The heater uses no oxygen from 
the shelter for combustion, the 
manufacturer says, due to a “spe- 
cifically designed dual vent pipe 
that draws in outside air for com- 
bustion through one section and 
returns the products of combustion 
to the outside through the inner 
section of the pipe.” 

The heater is 16 by 26 by 6 inches 
in size and has a 10,000 Btu input 
capacity. It has a special vent hood 
that will prevent fallout particles 
and rain from entering the shelter; 
according to the manufacturer. For 
more information on the product, 





HEATER for fallout shelters that “uses 
no oxygen from the shelter for com- 
bustion” has been designed by the 
Chattanooga Royal Co. It operates on 
natural or LP gas and includes a food- 
warming device. 





check “fallout shelter heater” on 
the handy reply card, page 148. 
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PLUMBERS and STEAMFITTERS 
here's your brand new PRICE GUIDE 
& Job Computer for 1962 

















OF PRICE 
dats Press , BAREHAM & haba gene INC. : 
PRICE GUIDE CLUDES | ON mor meter oom | 
REVISED MANUFACTURERS PRICE =} you offered in your advertisement in the ures 5 : 
LISTS FOR STEEL & WROUGHT IRON NIPPLES! ee : 
16,000 Separate Cost and Selling CALCULATIONS D Geom 
WRITE IN FOR OUR SPECIAL PROPOSAL TO RECEIVE g See : 
PRICE GUIDE FOR 15 DAY APPROVAL! © city Zone____. State : 


Check 153-290 on Reply Card 


HAMMOND 


Brite - Kote® Bronze Valves . 





eeeeex TAPCO ee cnee 


(Exclusive) 
World and National Supplier of Genuine 
REPLACEMENT PARTS 
for 
AMERICAN KITCHENS © CROSLEY 
SCHAIBLE © TRACY KITCHENS 


e Gates e Globes e Checks 
e Angies e Heating Specialities 
e Solider Joint Vaives 





ue In a complete range of sizes, styles and pressure 
—NOW AVAILABLE—Complete Line of - - classes, i i . poe 


, including heavy-duty valves meeting 
REPLACEMENT FAUCETS & BASKET STRAINERS 


Federal Specifications, heating specialties and 
valves for copper-to-copper use. 
i ee 


Write today for catalog #158. 


HAMMOND VALVE CORP. 


2001 Summer Street, Hammond, Indiana 


Fer FREE CATALOG and edditieonal information, write te 
TRACY AMERICAN KITCHEN PARTS CO. 
Box 7346 ' Pittsburgh 13, Pa 
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(Continued from page 153) 
gated residential water closet “went 
over with a bang in areas where it 
was properly merchandised.” 

He also said he does not “look 
favorably” on the multiplicity of 
colors and styles in fixtures being 
made today and said his firm has 
eliminated some slow moving items. 

While reducing multiplicity, 
which hikes costs, equal effort 
should be put into developing new 
products with more market appeal, 
Bonnett said. 


Standards Set For Fan- 
Coil Air Conditioners 


WasuincTon, D.C.—A certifica- 
tion program for room fan-coil air 
conditioners will become operative 
in October, 1962, the Air Condition- 
ing & Refrigeration Institute an- 
nounced last month. 

End result of the program will be 
approved standard ratings for the 
appliances. Manufacturers repre- 
senting more than 80 percent of the 
production volume of fan-coil units 


have signed agreements to partici- 
pate, the ARI says. 

(A fan-coil air conditioner is de- 
fined as a “factory-made assembly 
which provides the functions of 
circulation, cooling or cooling and 
heating and filtering of air—but 
does not contain the source of 
cooling or heating.”) 

Cooperating with the ARI in the 
program are the Air Moving & 
Conditioning Assn. and the Insti- 
tute of Boiler & Radiator Manufac- 
turers. 





Oil Heat's Future 
Ils Convention Theme 


New York Crry—“The New 
Future in Oil Heat” will be the 
theme of the 24th Oil Heat & Air 
Conditioning Exposition, set for 
April 9-12 at the Conrad Hilton 
Exhibit Hall in Chicago, according 
to the National Oil Fuel Institute. 

More than 25 percent of the ex- 
position space has been sold to 
date, the institute says. 

As in previous years, the 40th 
annual oil heat industry convention 
(formerly held by the Oil Heat 





Contractor Is Prime Factor in Heating Selection 


New York Crity—Builders who 
want information about heating 
systems go first to their heating 
contractors, a recent study by the 
Air Conditioning Division of Amer- 
ican-Standard shows. 

Information most often requested 
by builders concerns the proper 
sizing of heating system equipment 
and the cost of its installation, ac- 
cording to results of the study. 


“Although information regarding 
quality, operating cost and product 
features was sought by only a frac- 
tion of the builders, the heating 
contractor was considered by more 
than two-thirds of the respondents 
as the most influential factor in 
brand selection,” the study found. 
It was made by a mail survey of a 
selected cross section of builders 


in the U.S. 





—GUESS 


WHAT! 


All right, I'll bite. What? 
When you start using the NIMS 
youre bound to be the winner! 


Right! Start using the “Nation-wide Improved Mail Service” at 
night exclusively for all priority mail. This assures morning de- 
livery. But, why not all mail? Well, since the majority of mail 
is dumped into the chutes at night, the P. O. receives a flash 
flood of everything, millions of pieces, 73% of which is not 


Chart above shows average 24 hour postal 
run with flash flood peak at night. Extreme 
left and right sides of chart illustrate low 
morning (7 A.M. to noon and midnight to 
6 A.M.) intake of mail, proving the value 
of NIMS appeal to balance post office 
pressure, i. e., post urgent mail at night— 
ordinary, unimportant mail early in the A.M. 


"ough ENGINEERING CO.2 | 


CHICAGO 16 ILLINOIS 


urgent. Result? The remaining 27%, the important mail, is slowed 
down. So, plan to post your non-priority mail, early in the A. M. 
when the receiving decks are clear. This relieves the usual P.M. 
flash flood and assures top postal efficiency. Who's the winner? 
You, of course, for you know your mail is going through. 
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Institute) will run concurrently with the expo- 
sition, This year, for the first time, the pro- 
motional conference (formerly held by the Na- 
tional Fueloil Council) will be held in con- 
junction with the show. 

Special convention sessions will include a 
symposium of the technical division of NOFI 
and a dealer-management conference. 


Gas Water Heater Sales 
Slump May Be Over 


New York City—Factory shipments of gas- 
fired automatic storage water heaters totaled 
191,900 units in September, “showing strong 
indications that the end of a 4-month sales 
slump is at hand,” according to the Gas Appli- 
ance Manufacturers Assn. 

The September total was 15.7 percent below 
September, 1960. However, August sales were 
down 23.8 percent over the same month in 1960, 
and July sales off 36.4 percent. 

Gas water heater unit shipments for the first 
nine months of the year are off 9.1 percent from 
the same period of 1960, GAMA said. 


Field Training School Schedule 
Revisions Announced by |-B-R 


New York Crry—A revised schedule for its 
1962 field training schools has been announced 
by the Institute of Boiler & Radiator Manufac- 
turers. 

The Bristol, Va. school has been eliminated 
and a new school added in Saginaw, Mich. The 
list of 20 schools includes: 

Norfolk, Va., Jan. 16-18; Charlotte, N.C., Jan, 
23-25; Philadelphia, Jan. 30-Feb. 1; Long Island, 

(Please turn to page 156) 
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“Don’t think your work has gone 
unnoticed, Wimple—but I’m going 
to give you another chance.” 
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“SMALLEST 
BOILER 


Your Perfect 
Deal... 


If your standards are high, 
but your heating require- 
ments are modest, here’s the 
newest, smallest member of 
Dunkirk’s distinguished 
Blue Circle family. Compact 
enough to fit anywhere. Its 
efficiency and economy will 
amaze you. Just the right 
size for small homes, hous- 
ing projects, apartments, de- 
tached wings, service sta- 
tions, small stores and shops. 
And the price is as 
small as the boiler. 
Oil fired... Hot water 
...-Cast iron Blue 
Circle Lexington 
Boilers available as 
basic units with or 
without burner, or com- 
plete Lex-Pak package with boiler, burner, circu- 
lator, tankless heater if desired, and all controls 
installed ready to hook up. Open front (flush) 

or fully enclosed (extended) jackets. Also 5, 6, 
7,8 section sizes. Send today for descriptive 
literature, specifications, prices, and 
name of nearest warehouse. 
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(Continued from page 155) 

N.Y., Feb. 6-8; Boston, Feb. 13-15; Pittsburgh, 
Feb. 27-Mar. 1; Columbus, O., Mar. 6-8; In- 
dianapolis, Mar. 13-15; Louisville, Mar. 20-22, 

Also, Poughkeepsie, N.Y., Mar. 27-29; Bing- 
hamton, N.Y., Apr. 3-5; Stamford, Conn., Apr. 
10-12; Troy, N.Y., Apr. 24-26; Saginaw, Mich., 
May 1-3; Chicago, May 8-10; Rock Island and 
Moline, Ill. and Davenport, Ia., May 15-17; Kan- 
sas City, Mo., May 22-24; Newark, N.J., June 
19-21; and Hartford, Conn., June 26-28. 


aA school will also be held in Harrisburg, Pa., 
the date to be determined later. 

The tuition fee is $42. For further informa- 
tion, write to the I-B-R at 608 Fifth Ave., New 
York City 20. 








Four Heating Firms 
Merge in Philadelphia 


PHILADELPHIA — Four heating equipment 
manufacturers, all based here, have merged to 
form the Repco Products Corp., an “integrated 
manufacturer of a complete line of heating 
equipment.” 

All American Products Co., Republic Prod- 
ucts Co., W. H. Bunten Co, and General Heating 
Products Co. are the firms involved. 

All manufacturing facilities of the new com- 

ature the pany are located in Philadelphia. Its products 

B quick include oil-fired boilers, baseboard radiation, 
oh isc nba | furnaces, convector elements, heating coils and 
ew. switch heat transfer devices. 


sig-t-h.celehvae 


ENPO 





Xmas Sales Promotion 
Launched by KitchenAid 


Troy, O.—A dealer incentive program, de- 
signed to step up sales activity in portable 
dishwashers during the pre-Christmas buying 
season, has been launched by the KitchenAid 
Home Dishwasher Division of Hobart Manu- 
facturing Co. 

Sales-producing dealers will be awarded 
prize points redeemable for merchandise on the 
basis of the number of units sold, according to 
Harold Martin, sales manager. 


CHECK THESE OUTSTANDING. ED FEATURES: 


Kitchen Cabinet Groups 
Take Steps to Unify 


SHAWNEE-ON-DELAWARE, Pa.—Steps leading 
toward a unified trade association to represent 
all segments of the kitchen cabinet industry 
were taken recently at the annual meeting of the 
National Institute of Wood Kitchen Cabinets. 

The group voted unanimously to change its 
name to the National Kitchen Cabinet Assn. 
and to open its membership to manufacturers 





Check 156-294 on Reply Card 
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of steel and plastic-finish cabinets. 

Primary purpose of the new association is to 
“promote the advantages of factory-made and 
finished cabinets,” according to Stanley Krempp, 
chairman of the membership committee and 
president of United Cabinet Corp., Jasper, Ind. 


Mor-Flo Corp. Acquires 
Hotstream Heater Co. 


CLEVELAND—AlI] outstanding capital stock of 
the Hotstream Heater Co. has been acquired by 
the Mor-Flo Heater Corp. for an undisclosed 
cash figure. 

Walter Abt, Mor-Flo president, announced 
that Hotstream will continue manufacturing as 
a subsidiary of Mor-Flo. 

Mor-Flo makes automatic storage water heat- 
ers, plumbing fixtures, stainless steel sinks and 
other plumbing items. 

Hotstream is a manufacturer of domestic and 
commercial water heaters. 


Disposers in Demand 
As Christmas Gifts 


Racine, Wis.—Plumbing contractors can get 
an extra share of Christmas gift business if 
they promote food waste disposers, the In-Sink- 
Erator Manufacturing Co. says. 

Sales of food waste disposers before Christ- 
mas have shown a steady rise during the past 
four years, according to Robert Cox, vice presi- 
dent for sales. 

The firm is now offering merchandising aids 
to dealers to stimulate gift buying, Cox said. 


Automatic Washer Sales 
Up from '60 Levels 


Cuicaco — Appliance manufacturers shipped 
323,336 automatic washers during September, 16 
percent more than in September, 1960. 

The September sales figure is second only to 
the industry’s record month of October, 1956, 





PLUMBING & HEATING WHOLESALERS 
HERE IS YOUR 
SOLUTION 


(Please turn to page 159) 
Attentio 


Two beautifully bound, rugged- 
ly constructed loose leaf price 
data books for the P & H 
wholesaler. 24 sections of vital 
information, fully illustrated. 
MASTER copy advises on mar- 
ket changes, including cost 
sheets. Size: 8%” x 11” x 3%” 
expanding to 5”. The SUP- 
PLEMENT, for wholesaler and 
jobbers desiring additional cop- 
ies for salesmen and counter 
use. Size: same as Master. 
Published by publisher of Brad- 
ford Price Book. 


The 
Mac EWAN MARKET MANUAL 








Noel hh MEET HA sf 
far fre 








ANSWERED 
QUICKLY aad 
EASILY! 


Published in 2 editions 
The STER an 
SUPPLEMENT Copy 





QUINCY 69, MASSACHUSETTS 


Check 157-295 on Reply Card 
Domestic ENGINEERING, DECEMBER 196] 








| When insulation moterials require 
| fast, labor-saving, positive, 


The largest Catholic cathedral in 


McShain Inc., utilized 
| Stic-Klip Fasteners and Adhesive 








FASTER WAY 


to apply 


insulation, helps 
SHRINE OF THE 
IMMACULATE CONCEPTION 






the United States built by John 


for insulating its vast 
heating and air-conditioning 
duct installation. 


permanent anchoring, plus 
eliminating the necessity of 
drilling or punching, you can’t go 
wrong by using proven, tested, 
Stic-Klip Fasteners and Adhesive, 


STIC-KLIP® 


MANUFACTURING CO., INC, 
90 Regent Street 


Cambridge 40, Massachusetts 











and save on labor, too with 





TOP-SIDE SINK FRAMES 


* Installed from the top in 7 minutes or less 


* Simplified inventory—one model adjusts to any 
counter top and sink ledge thickness 


* Plumbing fittings can be attached to sink before 
installation 


EASIER, FASTER, MORE PROFITABLE 


Write today for a demonstration. 
MAJOR INDUSTRIES, INC. 505 N. LaSalle Street, Chicago 10, I. 


Check 157-297 on Reply Card 
157 
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Classified 








SITUATIONS OPEN 





PURCHASING DEPARTMENT 


needs man as buyer with plumbing and 
heating experience. Good opportunity 
and salary, insurance and pension. Con- 
fidential. Address Key 675-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





WANTED — EXPERIENCED SALES- 

men familiar with pumps and water 
systems, plumbers and waterworks 
brass goods. Good territories open. Send 
complete resume to J. Bruce McDonald, 
Sales Manager, Manufacturing Division, 
A. Y. McDONALD MFG. CO., P. O. Box 
508, Dubuque, Iowa. 





MANAGER 


for a progressive plumbing and heating 
wholesale and retail business. Central 
‘Ohio. Send complete resume to Key 
676-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SALES ENGINEER 


Challenging opportunity for growth 
with leading manufacturer of heat ex- 
changers, pumps, and hot water heat- 
ing equipment for a man experienced 
in selling specification equipment to 
wholesalers, contractors, and _ engi- 
neers. Engineering or technical degree 
or equivalent experience. Willing to 
relocate and travel. Send resume to 
Key 572-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





SITUATIONS WANTED 





SALESMAN, PURCHASING AGENT 

plumbing, industrial piping supplies, 
full charge quotations department ex- 
perience equivalent to technical degree. 
Age 35. Will relocate. Address Jack M. 
Sexton, 4736 Iowa Ave., Tampa 11, 
Florida. 





AVAILABLE JANUARY 1962 


experienced sales promotion and speci- 
fication man. Presently calling on ar- 
chitects, engineers, wholesale and me- 
chanical contractors, in middle Atlantic 
states. Job also includes establishing 
new distributors and trouble shooting 
where necessary. Interested in factory 
sales or supervision of representatives. 
Age 32, married, three children, college 
graduate, experienced plumber, willing 
to relocate and travel. Address Key 
68%-E “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SALES MANAGEMENT. UNDER 40. 

Presently employed as national and 
export sales manager of heating manu- 
facturer. Address Key 560-E. “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois, 
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Advertising Department, 


ceding publication date. 








RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 

















REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 





MANUFACTURER NEEDS AGENTS 

for one piece stamped key hole 
slotted sump pump covers, competitive- 
ly priced. Address Key 682-E, “DOMES- 
TIC ENGINEERING.” 1801 Prairie Ave., 
Chicago 16, Illinois. 





FULL LINE PLUMBING FIXTURE 

manufacturer seeks additional dis- 
tribution all areas. Furnish complete 
information including lines carried, ter- 
ritory covered, men traveled, warehouse 
availability. Address Key 679-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


NEW YORK AND NEW JERSEY 


Looking for good faucet line. We have 
the sinks, lavatories, and bathtubs to 
complement your product. Warehouse 
facilities available. Address Key 636-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








CALLING ON WHOLESALE PLUMB- 

ing supply, wholesale pump supply, 
and well driller supply houses. Com- 
plete line of polypropylene and nylon 
pipe fittings, plus well seals. Territories 
open—states of Washington, Oregon, 
Northern California, Nevada, Arizona, 
North Dakota, Minnesota, Wisconsin, 
Illinois, Indiana, Maine, Vermont, New 
Hampshire and Massachusetts. Exclu- 
sive territory. Commission basis. Give 
resume about yourself, lines carried 
and areas covered. Address—Box 293, 
Ashland, Ohio. 


WANTED 


Established national manufacturer of 
broad line of low pressure steel heating 
boilers and packaged heating equipment 
desires aggressive manufacturers’ rep- 
resentatives to handle line. Exclusive 
territories available throughout the 
United States. Reply giving informa- 
tion concerning your organization and 
other lines carried. Address Key 683-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








MANUFACTURER’S REPRESENTA- 

tives wanted by manufacturer of 
heating specialties. Protected territo- 
ries. A few territories open. Competi- 
tively priced vent tees, purging valves, 
dip tubes, tank drains, balancing valves, 
selector fittings and adjustable vent 
tees. Write THRIFT PRODUCTS, Box 
65, Mexico, Indiana. 








MANUFACTURER'S 
AGENTS WANTED 


Complete line of American copper tub- 
ing for agent who has warehouse facili- 
ties. Wonderful opportunity. Send 
complete information to Key 687-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVE FOR PIPE AND 

cable locator. Sell to cities, gas and 
water utilities, pipeline contractors, gas 
and oil line companies. GARDINER 
ELECTRONICS COMPANY, Department 
49, 2545 East Indian School, Phoenix, 
Arizona. 





NATIONALLY KNOWN 
MANUFACTURER 


has many areas open. Qualified repre- 
sentatives must have a good following 
amongst Plumbing & Hardware Job- 
bers or Lumber & Building Material 
Outlets. Primary product is a most 
diversified line of Vanity Cabinets. Also 
manufacture Medicine Cabinets, Lite 
Fixtures, Shower Doors & Enclosures. 
Give full experience and background. 
Replies Confidential. Address Key 
672-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Hllinois. 





MANUFACTURERS’ REPRESENTIVES 
wanted. “The newest heating system 
under the sun” composed of ultra-thin 
(only %” thick, 10” high) radiant base- 
board and revolutionary oil and gas 
fired boiler-burner units. Choice exclu- 
sive territories available. Write: Ben 
A. Blanton, Sales Manager, CAMERON/ 
HYDRONIC DIVISION, SSS, 6th & Din- 
widdle Streets, Richmond, Virginia. 





WANTED: NEW MERCHANT COU- 

pling manufacturer, black and gal- 
vanized, desires agents. All territories 
open, Address Key 681-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16. Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 160 AND 162 
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(Continued from page 157) 
when 350,009 units were sold, according to 
Guenther Baumgart, president of the American 
Home Laundry Manufacturers Assn. 
Total automatic washer sales for the first 
nine months of 1961 amount to 1,970,636 units, 
3 percent over the same period in 1960. 


Progress Report on Commercial 
Water Heater Lease Program 


MINNEAPOLIS—The first commercial gas water 
heater leasing program, conducted over the past 
year by a Minneapolis wholesaler, has proven 
successful, according to officials of the Goodin 
Co., the wholesaler firm. 

The leasing plan operates with the “complete 
cooperation” of the plumbing contractor, ac- 
cording to K. M. Thompson, manager of special 
products for Goodin. 

Contractors receive a commission on each 
lease and an extra bonus if they originate the 
lease. In every case, they’re paid for the in- 
stallation. So far, 50 plumbing contractors have 
participated. 

“The customer pays the gas bill and a small 
leasing fee that ranges from $10 to $24 a month, 
acocrding to the water heater model installed,” 
Thompson says. 

“There are no installation, maintenance or 
service costs to the consumer. ‘Nuisance’ serv- 
ice calls are made by utilities in the area, while 
other service calls are channeled to the contrac- 

(Please turn to page 161) 























“Of course I’m not mad at you for coming 
in drunk! You don’t work here.’’ 
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NEW STRAIGHT THRU VALVE 


FOR SPRINKLER SYSTEMS 





Head with 
Screw Adjust. 


IDEAL FOR 
MAXIMUM 
WATER 


FLOW 
WITH NO 
RESTRICTION 


me 1O...1° SEES 


a4 a 
Garden Valve 
% tol 








FA 


Sprinkler Wrench 
and Shut Off Keys 

















WRITE FOR FREE CATALOG 


KEEP AMERICA PROSPEROUS. THERE IS NO 
SUBSTITUTE FOR QUALITY BY U.S.A. PRODUCTS. 





FOUNDRY & MFG. INC. 


1518 N. SPRING STREET © LOS ANGELES 12, CALIF. 
Check 159-298 on Reply Card 





BUY the SPECIAL 
HEAVY DUTY 





MANUFACTURED BY 
JOSEPH A. VOGEL CO 
WILMINGTON, DELAWARE 





Check 159-299 on Reply Card 
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REPRESENTATIVES WANTED 
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LINES WANTED 





COLORADO—NEW MEXICO—REPRE- 
sentative wanted to call on plumbing 
supply jobbers with our line of dielec- 
tric pipe fittings. EPCO SALES, INC., 
3204 Sackett Ave., Cleveland, Ohio. 





MANUFACTURERS’ AGENTS TO SELL 

to wholesalers. Imported malleable 
and C. I. drainage fittings, iron body 
valves and specialties from well stocked 
Eastern warehouses. Advise full de- 
tails and territory in first correspond- 
ence. Address Key 660-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





National distributor of copper water 
tubes desires sales representatives with 
strong following among plumbing sup- 
ply jobbers. Attractive commission and 
protected territory. Send resume in- 
cluding lines carried, territory covered, 
etc. Address Key 648-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers, Unique demon- 
stration sells 8 out of 10 on first call, 
Address Key 609-B, “DOMESTIC EN- 
GINEEBRING,” 1801 Prairie Ave, Chi- 
cago 14, Tilinols, 


AGGRESSIVE REPRESENTATIVE 
calling on the plumbing Jobber 
wanted by apecialty manufacturer 
High commission, good volume, Texaa, 
Loulalana, astenen inp. Alabama, Okla. 
homa, Tennessee, Rentucky, Weat Vir- 
einia and Virginia open, Addreaa Key 
A84eR, “DOMESTIC BNGINERRING,” 
1801 Prairie Ave, Chieagwo 14, Tilnote 


HEATING 


The hottest line of residential gas and 
oll-fired boilers-—baseboard and convec- 
tor radiation available in some territo. 
ries. If you know how to sell domestic 
heating, we'll help you make money with 
us, Address Key 691-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Hlinois. 


NATIONALLY KNOWN MANUFAC. 

turer of widely used, expanding line 
of apecial purpose tools desires young, 
agereseive, hard-working representa. 
tive, calling on pemee, industrial 
and water works supply houses, Me- 
chanical aptitude helpful. Territory re- 
allanment hae opened up several areas, 
Please reply in detail. Address Key 
678-H, “DOMESTIC BNGINERRING,” 
1801 Prairie Ave. Chicago 16, Tlinois. 





LINES WANTED 








LINES WANTED BY MANUFACTUR- 
ers’ representative with warehouse 
space. Now selling eeeing peeing 
jobbers in Ohio, Indiana, ichigan, 
Western New York, Western Pennsyl- 
vania and Northern Kentucky. Address 
Key 680-E, “DOMESTIC ENGINEER- 
Fates 1801 Prairie Ave., Chicago 16, 
nois. 
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SAN FRANCISCO TERRITORY 
Wanted — one additional major 
plumbing products line for 1962, by ex- 
perienced manufacturers’ representa- 
tive with established contacts with all 
plumbing wholesalers over many years 
standing. Start the new year with ag- 
gressive and know-how coverage. Re- 
plies confidential. Address Key 690-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER'S REPRESENTA- 

tives - New England - Boston based 
newly formed representational firm 
with excellent contacts among the first 
line plumbing and heating wholesalers 
seeks non technical lines. This firm 
offers a fine opportunity for a manu- 
facturer who feels that his line is not 
getting sufficient attention through 
present representation or who is not 
presently represented in New England. 
Address Key 673-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Tllinois. 





BOSTON 


Manufacturers’ representative with 
long successful experience selling to 
New England plumbing and heating 
supply jobbers, can give aggressive, 
concentrated representation to addi- 
tional major quality line, Address Key 
689-E, “DOMESTIC ENGINEER. 
ING,” 1801 Prr‘vie Ave, Chicago 16, 
Illinois, 


WERLL BSTARLISHED, AGGRMSAIVE 

representative with four high prea 
tlee, domeatio principals, covering the 
territory of Arisona, New Mexico, Clark 
County, Nevada and 1) Paso, Texaa, de 
alrea one more manufacturer to round 
out eoverage to wholesale plumbing, 
heating and hardware jobbers, Maxi 
mum amount of time and effort reault 
ing In exeellent representation and vol 
ume, Address Key 478-1, “DOMMPETIC 
PNGINBERING,” 1801 Prairie Ave, Chi 
earo 16, Tilinote 


HASTHRN PENNSYLVANIA, SOUTH 

ern New Jersey and Delaware, Watab 
lished, sueceseaful ameney seekea one ad- 
ditional line of a apecifioation and atock 
nature for sale to plumbing wholesalers 
and OFM, accounts Bubseribea to 
Dodge service and maintaina close rela. 
tiona with arochitecta and mechanteal 
engineers, Addresa Key 645-6, "No. 
MBESTIC PNGINERRING,” 1801 Prairte 
Ave,, Chicago 16, Tilinota, 


THE BILL DEBLERS 


Representatives for all New England 
States, can quickly introduce a good 
manufacturer of heating or plumbing 
accessori 


TO 400 JOBBER FRIENDS 


for real volume! 31 Gordon Road, 
Needham 92, Massachusetts. 





REPRESENTATIVE SEEKING ONE 

additional major line in Bastern 
Pennsylvania and Southern New Jersey. 
Twelve years experience calling on 
wholesale trade in area. Address Key 
647-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SOUTHERN CALIFORNIA AND NE- 

vada. Direct to jobbers, wholesalers, 
distributors, OEMs, THOMAS E. MORSE, 
5908 Hollywood Blvd., Hollywood 28, 
California. 





NEW JERSEY 


Well established manufacturers’ repre- 
sentative organization seeking one or 
two additional lines. Complete coverage 
through plumbing and heating supply 
wholesalers only. Warehouse facilities 
available. Address Key 637-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 





CANADIAN DISTRIBUTOR OF PLUMB- 

ing and heating materials, well-es- 
tablished and well-rated, is looking for 
new products, new inventions and new 
features for distribution to the plumb- 
ing and heating trade in Canada, Send 
catalogs, literature and prices, Address 
Key 561-2, “DOMESTIC ENGINEER- 
ING." 1801 Prairie Ave, Chicago 16, 
Iilinola 


ENTIRE STATE OF OHIO 
MATHES-FRISCHMAN 
& ASSOCIATES 


MM Lee Road 
Shaker Heighta 20, Ohio 
Serving the plumbing wholesaler 


NORTHERN OHTO WHLL NAaTAN- 

lished, limited number lines, selling 
leading wholesalera, attending CBA, age 
wresaive, Intelliment coverage, Address 
Key 611-8, “DOMESTIC HNGINERR- 
ING.” 1801 Prairie Ave, Chicago 16, 
Iilinote, 


MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N. Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 





GREEN CONCRETEHR GUARDS TO PRO- 

tect, stabilize, enhance appearance 
and cut service and maintenance cost 
on underground lawn sprinkler heads. 
For information and prices, write, 
MORGAN, 3831 Southwest 29th Street, 
Hollywood, Florida, 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 158 AND 162 
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(Continued from page 159) 
tor making the installation and paid for by 
Goodin, which also collects the leasing fees.” 

Most installations (41 percent) have been 
made in apartment buildings. Food service es- 
tablishments (28 percent) and industrial plants 
(17 percent) are next. Goodin does all sizing 
and engineering on the jobs. 

“To date,” Thompson says, “we have no dis- 
satisfied customers, no heaters have been re- 
moved and no lessee has terminated the lease 
agreement, which he can do on 30 days notice.” 

The leasing program often is the “opening 
wedge” for additional business from commer- 
cial, industrial and institutional customers, 
Thompson notes. Heaters installed are the Ruud 
“Sanimaster” line. 


Technical Symposiums Set for 
Big Air Conditioning Show 


Los ANceLEs—A 4-day technical symposium 
will be held during the 12th national exposition 
of the air conditioning, heating and refrigeration 
industry, according to show chairman H. Jarvis. 

The event is set for February 12-15, with the 
show scheduled for the Western Exhibit Center 
and the meetings for the Biltmore Hotel. 

Over 200 organizations plan to have displays 
at the exposition, which is sponsored by the Air 
Conditioning & Refrigeration Institute and sev- 
Jarvis says about 15,000 
industry men plan to attend the show 


eral other associations, 


Pennsylvania Contractors Begin 
Public Relations Program 


Hage.ron, Pa.-A public relations program is 
under way in Pennsylvania to “reach the one in 
every four homes that needs something the 
plumbing and heating industry has to sell,” it's 
been announced by the Pennsylvania Asan, of 
Plumbing Contractors 

Cooperating with the association are manu- 
facturers, wholesalers and utilities 

“We intend to convert a potential multi-bil- 
lion dollar plumbing, heating and cooling mar- 
ket in Pennsylvania into better living conditions 
for the consumer and money in the bank for the 
industry,” PAPC president Fern Stuck told DE. 

Public relations programs will be conducted 
within the ranks of the plumbing and heating 
industry, as well as at 


according to Stuck. 


the consumer level, 


Jamaica Co. Buys Valve 
Manufacturing Firm 


BrooktyN—Jamaica Manufacturing Co., pro- 
ducer of tubular brass products, has purchased 
the Queen City Valve Manufacturing Co., Cov- 
ington, Ky. END 
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NOW! There is 
— BEST WAY ne Humidify ! 
AUTO FLO 


NIE EW ~ hy 
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Wale fC 


MODEL 40-W WITH 
FEATURES DEALERS AND CONTRACTORS DEMAND 


All Steel Cabinet 

Mounts Flush.on Plenum or Duct 
No Drain Connections Needed 
Precise Automatic Humidity 
Easy-Access Service Door 
Special Evaporator Filter 
Air-Borne Bacteria 

Entire Pump and Control 
lsolated for Easy Servicing 
Evaporates up to 6.4 Lbs. of 
Water Vapor per hour 


Control 


Removes 


Assembly 


Pure 


MODEL 
tended 


SW POWER HUMIDITI 
t ea \ 


ft 1 wat 


wat 


SEE YOUR: 
l 


Auto Flo Corp, 12085 Dixie Street, Detroit 39, Mich, DE 12 


SUPPLIER NOW 


CORPORATION 
DETROIT 39, MICHIGAN 











I Please rush complete information () NEW Auto Flo MODEL 40 POWER | 
] HUMIDIFIERS [) Automatic HUMIDIFIERS C) AIR FILTERS () FUEL OIL FILTERS : 
j Fe enetiensaniienamtess ; 

| COMPANY___ , 

ADDRESS 
+ | 


CITY. ZONE___STATE__ _ 
| 


Check 161-300 on Reply Card 
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Classified 











LINES WANTED 


LINES WANTED 


BUSINESS OPPORTUNITIES 





GEORGIA—ALABAMA 
EASTERN TENNESSEE 
Atlanta manufacturers’ representative 
selling plumbing, heating, hardware and 


refrigeration wholesalers since 1950. 


Would like additional lines. Address 
Key 670-E, “DOMESTIC ENCINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
{Vlinois. 





NEW JERSEY SALES REPRESENTA- 
tive seeking additional line for sales 
to plumbing and heating wholesalers 
and jobbers. Experienced. Limited 
warehousing facilities. Address Key 
688-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





Newly formed agency calling in State 
of Michigan seeks specialty lines re- 
quiriz.= mechanical and/or chemical 
engineering experience combined with 
sound practical knowledge. Our fifteen 
years of sales experience has brought 
us in direct contact with small and 
large industrial users, jobbers, contrac- 
tors, municipalities, plant engineers, 
consulting engineers and architects. If 
you have a product requiring theory 
and practical know-how, we can do an 
excellent job for you. Conscientious 
effort put forth for manufacturers of 
quality products. Address: B. C. 
DOETSCH—19323 Coyle Avenue—De- 
troit 35, Michigan. 





ESTABLISHED REPRESENTATIVE 

covering Michigan, except Detroit 
area, calling on architects, mechanical 
contrac ors, jobbers, would like to as- 
sociate with Detroit representative who 
requires coverage in this area. Post Of- 
fice Box B55, Grand Rapids 7, Michigan. 





Ben Blumberg 
Howard Posner 


Teddy Taubman 


manufacturer's agents with following, 
covering entire New York Metropolitan 


area and New Jersey. 
Warehousing facilities available. 


5011 Avenue L, Brooklyn 34, New York 





CINCINNATI OHIO AND SURROUND- 

ing area, established manufacturers 
representative experienced in all phases 
of plumbing and heating seeks top line 
to augment present two, warehousing 
if required. Address Key 674-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LINES WANTED 


Polyethylene flexible pipe and sewer 
drain for Minnesota, Dakotas, Iowa, 
Montana, Northern Wisconsin. Estab- 
lished manufacturer’s agent since 1946. 
Two traveling men. 1961 pipe volume 
$125,000. Address Key 671-E, “DOMES. 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
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WHSTERN PENNSYLVANIA AND AD- 
jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to g00 ine. Address Key 
610-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Iiinois. 





NEWHOUSE and SON 
4619 Pershing Place 


St. Louis 8, Missouri 


25 Years service to Missouri 
and Kansas Jobbers. 





SPECIFICATION LINE FOR 
COLORADO AND WYOMING 


Established representative desires good 
specification line in plumbing, heating, 
or air conditioning fields. Must have 
volume potential. The firms we repre- 
sent know of this ad. Address Key 646- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SOUTHERN ILLINOIS, MISSOURI, 
Eastern Kansas, sell wholesalers. 
Well established. Wanted: Traps-fit- 
tings, etc. RICHARD G. HANSON. Box 
129, Clayton Station, St. Louis 5, Mo. 





NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. AMA ENTERPRISES 
CORP., 740 Princeton Road, Franklin 
Square, New York. 





EASTERN PENNSYLVANIA AND AD- 
jacent areas. Experienced, aggressive, 
will concentrate on good line. Address 


Key 644-E, “DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave. Chicago 16, 
nois. 





CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 612-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





WANTED TO BUY 





WANTED TO BUY 


Interested in buying manufacturing 
business of plumbing and/or heating 
products. All information held strictly 
confidential, Address Key 677-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
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PATENTS FOR SALE OR LICENSE 

agreement, Suitable for manufacturer 
of plumbers’ brass goods. Can be manu- 
factured_as a separate unit or integral 
part of centerset or kitchen faucet. Ad- 
dress Key 685-E, “DOMESTIC ENGI- 
NEERING.” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR SALE 





ARE YOUR WORKING TECHNIQUES 
keeping up with the times? Do better 
quality work, faster and save money 
using our rubber gasket in your sewer 
pipe. Write for more information and 
a free sample if desired. MOFFAT & 
SON, P. O. BOX 476, Evans, Colorado. 





PLUMBING SUPPLY WISCONSIN. ES- 

tablished, profitable wholesale and 
retail business. Resort area location. 
Will pay for itself in four years. Good 
customer following. Excellent credit 
with leading manufacturers. Selling 
due to health. Address Key 643-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





MISCELLANEOUS 





Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions? 

Do you have a patent for sale? 


Do you wish to buy or sell a plumbing 
and heating business? 


Are you a manufacturers’ representa- 
tive seeking additional lines? 


Are you a manufacturer seeking addi- 
tional representation ? 


Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 


The cost for lightfaced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 


Bold-faced advertisements are $6.00 per 
inch. Address your advertisements to 
Classified Advertising Department, DO- 
MESTIC ENGINEERING, 1801 Prairie 
Avenue, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 158 AND 160 














ENJOY 

“LARGE 
CUSTOMER? WITH 
SAVINGS Jaquantity” 


BUYING 


LAVATORY 


ANY OF 20 OTHER CAST- 
IRON PLUMBING FIXTURES 


ANY OF MORE THAN 40 
VITREOUS CHINA FIXTURES 


TRIM, TOILET SEATS, AND 
® BATHROOM VANITIES 


ANY OF 21 HYDRONIC 
® BOILER SIZES AND 


HYDRONIC BASEBOARD 
@ ANY OF 11 WATER HEATERS 


ALL IN ONE COMBINED LOAD! 


U. S. Model 559 is an enameled 
cast-iron beauty available in six 
colors and white. Drilled for 4-in. 
centerset faucet, it comes complete 
with stainless steel mounting rim. 
Write today. 


UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORPS. 
1130 CITY PARK AVE., COLUMBUS, OHIO 








Check 163-301 on Reply Card 
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The most complete PP a 


new Spray Type Lavatory Faucets 


These new spray head faucets are a 
smart choice for today’s public washrooms. Chicago Faucet 


gives you the widest choice, with models for all needs. Each 
one has the same close-with-the-pressure, renewable oper- 


ating unit that has made 
Chicago Faucets first 


choice for trouble-free 
service and lasting 


economy. 






















No. 967—Centerset design, for 
lavatories drilled on 4” centers. 
Spray spout reduces splash and 
water waste, permits washing in 
clean, running water. 


No. 877 — Combina- 
tion Lavatory Fixture 
with spray type spout. 
Distance between 
valve centers adjust- 
able from 8” to 12”. 


No. 878 —Soame. as 
877 but with 1%” c 


Brown Popup Waste. 


Chicago Faucets 
are distributed 
through the’ 
plumbing trade 
exclusively 


THE CHICAGO FAUCET CO, 
Chicago 339, Iii. 





dala Building 


Last As Long A’ 


Check 163-302 on Reply Card 
163 
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This mark tells you a product is made of modern, dependable Steel. aH 





Be sure the pipe you buy is marked 
“Gs National Pipe... Made in U.S.A.” 


Take a good look at the next pipe you buy. Do you know who made it? How it was made? Its quality? 
If your pipe is marked ‘‘USS National Pipe—Made in U.S.A.,”" you can be sure you’re getting high- 
quality steel pipe made on the most modern facilities by the largest pipe producer in the world. 
(National Tube led the way with its pipe-marking program.) 


Order USS National Pipe from your local National Tube Distributor. You get fast delivery of the 
finest product from a man you can trust—a tough combination to beat! 
USS and National are registered trademarks 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, 
San Francisco Pacific Coast Distributors 


Check 165-303 on Reply Card 
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Installing Saran lined drainage system. Clevite Corporation Division. 





SARAN LINED DRAIN LINE cuts installation time 66%, 
handles highly corrosive acids without complication 


The 400 saran lined fittings and 1200 feet of saran lined 
header line and branches in Clevite Corporation’s Waltham, 
Mass., transistor plant were installed using regular plumbing 
tools with special cutters in one-third the time required for 
other corrosion-resistant drain systems. Saran lined drain 
line and fittings have no leaded joints—and are so strong 
that joints can be placed ten feet apart. 

“This drain systern was installed to carry combined mix- 
tures of water, aqua regia, hydrofluoric, nitric and other 
acids from the production floor to a waste treatment tank. 
Even concentrated nitric acid, on occasion,” said Plant 
Engineer Charles Kettendorf. ‘‘We use these acids to etch 
and clean the metals on our production line.” 


THE DOW CHEMICAL COMPANY 


Saran lined fittings are available in both union and 
flanged types. Where space is limited, as in thin wall- 
sections, saran lined fittings can be used where leaded-joints 
are too bulky to fit. They are ductile—won’t crack no 
matter how hard you lean on the wrench. 

When you need processing or laboratory drainage systems 
with great strength and corrosion-resistance, specify saran 
lined drain pipe and fittings. They’ll take pressure ranging 
from full vacuum to 150 psi. and temperatures from —20° F. 
to 200° F. They can easily be cut, fitted and modified using 
regular plumbing tools. For more information, write Saran 
Lined Pipe Company, 2415 Burdette Avenue, Ferndale, 
Michigan, Dept. 1575 L.X12. 


Midland, Michigan 


Check 166-304 on Reply Card 
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metal fittings fer plastic pipe 


MALE AND FEMALE 


ADAPTERS 








MALE AND FEMALE 
VENTURIS 


WELL SEAL ELBOW 
A one-piece free- 
flow pattern that 
goes through the well 
seal, Threaded one 
end or serrations on 
both ends, 


@ Will not crack 
@ Re-usable 


® Individually 
thread protected 


@ Cartoned 
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want to buy 
a cheap 


arachute? tf 


\. 


A 


Nobody does . . . nobody wants to pinch pennies on any device his life or 


property depends on. 
Use this basic fact to drive home McDonnell quality. If a boiler owner 
wants to buy a cheap safety control, just ask him if he would buy a cheap 
parachute. Then, when he gasps, give him this clincher: “You may need a 
safety control only once, but when you need it bad you need it GOOD!” 
One thing is certain: there is no such thing as absolute safety; only 
people selling cheap safety devices claim it... BUT— 
McDonnell Water Level Controls do come closer to the goal of absolute safety than any others 
. .. because they offer the greater dependability that results from better design carried 
out in quality construction. 
It’s easy to sell something you believe in. It’s easy to point out quality you know so 
well in equipment you know so well. Some of the popular McDonnell products are illustrated 
here . . . all of them in the new and better Condensed Catalog. 


MSDonnell & Miller, Inc. 3500 N. Spaulding Ave., Chicago 18, Ill. 


230 Series Btu-rated Pressure Re- 


No. 51-2 Feeder and Cut-off Com- 
bination — for boilers of medium 
size, pressures to 35 psi. — both 
steam and hot water. Other types 
for different sizes and pressures. 


No. 157 Pump Control, Cut-off and 
Alarm Switch — for boilers up to 
150 psi. Integral water column has 
tappings for steam trim. Also with- 
out water column body (No. 150). 


M<CDONNELL 


No. 69 Built-in Low Water Cut-off 
— Fits right in tappings provided by 
most steam boiler manufacturers. 
McDonnell offers the most complete 
line of “Built-ins’ available. 


lief Valves—for hot water space 
heating boilers. Complies with ASME 
Boiler Code in every way; rated 
and certified by National Board. 
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